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NEW Features! 
NEW Ideas! 


“* worth waiting for—it’s worth 

going a long way to see—this big 
new “PIONEER” Line for 1926 is 
going to open your eyes! Here is a 
line of easy selling wheel goods second 
to none! 








Be sure to see it—and you'll understand 
why 


2 2 6” willbea 
BANNER YEAR 
“for Pioneer D eglers/ 


The 
GENDRON WHEEL CO. 
Toledo, Ohio 


“pioneer Line 
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Advertising Index, Page 116 


Editorial Index, Page 37 
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Sell her silverwar 


How many hundreds of 
women do you suppose there 
are who should be buying 
silverware from you but are 
not doing sor 


Silverware is something you 
can sell; you don’t need to 
wait for some one to buy. Use 
your mailing list—or build 
one if you haven’t one now— 
and awaken the interest of 
these women who should be 
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in her own home 


vour customers, with illus- 
trated circulars, letters and 
price lists. 


Back up your mail campaign 
with attractive window dis- 
plays and, if you use news- 
paper space, with advertising. 


Let us help you with advice. 
For advertising and display 
helps write Sales Promotion 
Dept., International Silver 
Co., Meriden, Conn. 


1847 ROGERS BROS. 


Salesrooms: 
New York 
Chicago 
San Francisco 
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Canada: 
International Silver Company 
of Canada, Limited, 


Hamilton, Ontario 
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There are two tools of particular 
merit that should be in every 
carpenter’s tool chest—V. & B. 
Vanadium Hammers and V. & B. 
Unbreakable Planes! 


V. & B. Vanadium Hammers are 
made from V. & B. formula 
vanadium steel and handled with 
the finest hickory. They are octa- 
gon necked and round faced, with 
a firm gripping, special non-slip 
claw. 

V.& B. Unbreakable Planes won’t 
snap when dropped. They are 
drop forged—not cast—from a 
solid bar of V. & B. Supersteel, 
furnished with all vanadium steel 
blades, which can be sharpened 
all the way to the slot. 


Here are two tools that every car- 
penter wants. They are profit 
makers in the quality class. 


VAUGHAN & BUSHNELL 
MANUFACTURING COMPANY 


makers of Fire ‘Foot: 











214 Carroll Ave.~ ~~ Chicago, Hl U.S.A, 
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The Beautiful Parlor Furnace 
That is Solving the Heating Problem 


For Thousands of Happy Home Owners 


With the coldest half of the Winter to come— 
with coal still selling at almost prohibitive 
prices—with no relief in sight, the home heat- 
ing situation is indeed a serious problem. 


Dealers who have sold and installed the 


FOSTER 400 
NEW PARLOR 
FURNACE 


report that people are highly pleased with the 
heating efficiency and fuel economy of this 
wonderful Parlor Furnace. 





They say that home owners are delighted with 
the way it heats four or five connected rooms. 
They like the Self-Cleaning Fire Pot feature. 
They admire the beautiful rich grained ma- 
hogany finish of the Foster. They appreciate 

. its convenient installation feature—can be in- 
stalled in any room with a flue connection. No 
basement required. 





Besides homes, this new furnace is recom- 
mended for heating small churches, school- 
rooms, halls, stores, etc. 

Be first in your town to sell the Foster in 1926. 


Our proposition is worth writing for. 


The Foster Stove Co. Ironton, Ohio 


Makers of “THE FOSTER LINE” 


Parlor Furnaces, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 
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32 REASONS 


why this board sells tools— 


OUNT them. Thirty-two tools fastened to a 

handsome board which sets them off so at- 
tractively that a man just naturally wants to 
handle one or another of them. 


And handling a tool is the next thing to buying 
it, as you well know. 


The “Velchek” Board, without exception, in- 
creases the sale of small tools in every store into 
which it goes. Often it has sold dozens of some 
tool for which previously the merchant seldom 
had a call. 


Small tools must be seen, must be accessible, if you 
want to sell many. And the “Velchek” Board 
displays them most effectively. 


Send back the coupon for full information about 
this Board. 


The Vichek Tool Co. 


3000 East 87th Street 
Cleveland, Ohio 
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LIFETIME FRIENDS 


(Easy to Say’ Velchek") 








MAIL THIS COUPON...” 


The 
Vichek 
Tool Co. 
3000 E. 87th St. 
Cleveland, Ohio 
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Please give me full in- 
formation on the ‘‘ Velchek’’ 
self-merchandising Board. 
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This New Trend Means 
More Profit for Retailers 


TTT ORE and more, people are buying 
washing machines from stores. 


At first, this change in buying habit 

was slow. Now it has accellerated 

sharply. 

| Since this Company is the pioneer 

LLL oar and leading exponent of selling through 
1920-1925 the stores of responsible, established 

ne emt dealers, the Horton sales record shows 


50% faster than the average 


of all makes. this trend strikingly. 


During the last five years, Horton 
sales have increased half again as fast, 
on the average, as those of all makers 
of washing machines. During the last 
year of this period, Horton salesincreased 
five times as fastas the whole industry. 


Jobber distribution and store selling 
of Washers and Ironers, is gaining faster 
and faster a larger and larger share of 
the business. 


With the greatly augmented co- 
Horton All Makes operation we have planned for 1926, the 
1925 New Year will set a new profit record 


In 1925, Horton’s sales in- 


‘rease was 500% that of the for Horton dealers. 


average for the industry. 
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HORTON MANUFACTURING CO. + 1024 Fry Street, Fort Wayne, Ind. 


Ho 
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5,000,000 Poultry Raisers Need 
This Modern Poultry Fence 


New and scientific methods in the billion dollar poultry industry have brought an 
insistent demand for more and better poultry fence. No longer will “just any- 
thing” do. 

Flocks must be carefully segregated. Runs must be moved at frequent intervals 

to provide the birds with fresh, green ranges and to forestall disease. This essen- Rolls out 

tial practice demands a poultry fence which can be easily and quickly erected, re- Like Carpet 
moved and re-erected again and again without sagging or bagging. Cuts quickly, 
U. S. Poultry Fence alone fulfills these requirements. It is the only netting which easily and 
can be stretched straight and true from post to post without the aid of top rail without waste 
or baseboard. It is the only netting which can be taken down and put up time 


after time without bagging or sagging. 
Five million poultry raisers need this modern poultry fence. Buying time is just 
around the corner. Get ready now for the demand that is sure to come with the 
first signs of spring. 
And, in ordering your stock, be sure to specify U. S. Poultry Fence--not just 
poultry netting—for in no other netting can you obtain those outstanding feat- 
ures which successful poultrymen everywhere demand. 

Representative jobbers all over the country maintain complete stocks. If you 

do not know the U.S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, Indiana 
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Lacq is an entirely 
new kind of house- 
hold finishthat quick- 
ly dries toa rich, lus- 
trous, wear-resisting 
surface. It is made 
in al) colors, includ- 
ing clear, for use on 
floors, furniture and 
woodwork. It dries 
to the touchin 5 min- 
utes, and is ready for 
use 1n 30 minutes. 












































Six months ago Lacq was 
unnamed. Today thou- 
sands of housewives are 
using it regularly. And 
this is only the beginning 
of a success that is unpre- 
cedented. 
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Have You 


heard the 

















TW derful ¢ The Glidden Company~ - - , Cleveland 
on Heath & Milligan Mfg. Company . : - Chicago 
Adams & Elting Company . ° - Chicago 

Campbell Paint & Varnish Co. _ - . . St. Louis 

tory o T. L. Blood & Company - - . - St. Paul 
The American Paint Works - . - New Orleans 
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Introduced to the buying public only a few months 
ago, Lacq has achieved a sales record that is noth- 
ing short of sensational. No other household prod- 
uct has ever earned such a remarkable, wide-spread 
popularity in such a brief length of time. Now 
comes CLEAR LACQ, the biggest seller of them all 
—biggest because it satisfies the widest possible de- 
mand both as to number of users and variety of 
uses. Clear Lacq is destined to the greatest success 
that ever has been won by any single household fin- 
ish—it means big sales, big profits and the big satis- 
faction that only a product of its wonderful, exclus- 


ive qualities can give. 
































THE GLIDDEN COMPANIES 
National Headquarters 
CLEVELAND, OHIO 


Please send me a copy of 
“The Wonderful Story of 
Lacq.” 
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Twin City Varnish Company -~— - - - St. Paul 

The Forest City Paint & Varnish Co. - - Cleveland 

The A. Wilhelm Company " . ; - Reading ee ovewen neeonnns 
Nubian Paint & Varnish Company ° ° Chicago ), 

The Glidden Company of California - - San Francisco Pi ensn sk oe naiete SO WA. 1-14-26 


In Canada: The Glidden Co., Limited, Toronto, Ont. 
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Get in Line for 1926 


on the White “KIDDIE” Vehicle Line 


€ It includes several brand new items 
of decided interest to every dealer. 


§ The reaction which always follows 
every price cutting excess has already 
set in on children’s vehicles. 


§ The White Line protects dealers on 
price, quality and customer satisfaction. 


H. C. White Company, 


North Bennington, Vermont 
“KIDDIE KARS” and “KIDDIE” Vehicles 


TRADE MARK TRADE MARK 


New York Sales Office — Fifth Avenue Building 
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WHITE’S “KIDDIE KAR” and “KIDDIE” VEHICLES 


TRADE MARK TRADE MARK 


The Line of Individuality 
With a Sales Policy that Protects Dealer Profits 









oe 


KIDDIE PEDAL KAR Regular 

















This new model proved a quality wag- 


This new model is the largest 
on would sell in the present market. 


selling cart made. 





De Luxe KIDDIE PEDAL KAR 


TI So 














KIDDIE SKOOTER 
A 


KIDDIE TENDER 


six months old success 


KIDDIE KAR STROLLER 


Combined baby tender, stroller 
and genuine Kiddie Kar (brand new) 


H. C. White Company, 


North Bennington, Vermont 
“KIDDIE KARS” and “KIDDIE” Vehicles 


TRADE MARK TRADE MARK 


| 
Improved models for 1926 
New York Sales Office— Fifth Avenue Building 
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Good Files 


---every one! 


And Nicholson File Co. 
makes them all! 
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These trade marks are universally 
known among buyers, users and 
distributors of Files. 


We proudly acknowledge them all 
as identifying symbols of files for 
which this company stands sponsor. 


* hers ea » eats ar 
*. » * ,* . 
xe" Par at 
‘ awe ty 
a. e %. 
»/ . 


> 
» * 
. 


Each is the mark of a first quality tool---a 
file of good repute, recognized merit and 
stamina. 
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You may display and sell files here rep- 
resented for every filing purpose and for 
highly satisfactory results. And you may 
do so confidently, with the full assurance 
that the world’s greatest Manufacturer 
of Files and Rasps stands squarely be- 
hind you. 
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These brands can be purchased 
through Hardware Jobbers 


NICHOLSON Eagle 
Black Diamond Great Western 
American Kearney & Foot 
Arcade McClellan 

J. Barton Smith 
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Reg. U. S. Pat. Off. 


POLICE GOODS 


TOWER’S ADJUSTABLE DOUBLE TOWER’S BEAN’S PATTERN 
LOCK HANDCUFFS ADJUSTABLE HANDCUFFS 





wane Steel Shackles Locks can be set so that cuffs are always 

The Genuine Double Lock Handcuff. Made open and ready. Only a slight pressure on 

with two tumbler locks, one self-locking, the the release catch at back of lock with even a 

second locked with key. Tumblers cannot be heavily gloved finger is necessary to lock the 
picked. cuffs securely. 

TOWER’S PERFECT TWISTERS 
Leg Irons Ball and Chains 
Nippers Shackles 


Whistles Clubs 





Interlocking handles, can be used from either 
side. Weight, 3 oz. 
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HARDWARE COMPANY 


y/ 7 
REG. U. S. PAT. OFF. 


Torrington, Connecticut 


— New York Office: 151 Chambers St. 
ESTABLISHED 1854 INCORPORATED 1864 
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Sell small lots from this case. 


Large lots from your box-stock 
—or by the box. 

















| | Steff | Rutt | No. 7 | Staff 








| | Stuctf’ | Raff [No.0 | Stuft"| Rett [No.2/2! Staff Y 








| | Stuff! Ruff [No.0 | Stuff’| Ruff [No.3 |Stuff' Tt 








| )Stutt' [Raff \No-1.) Stuff| Ra [No-00] Stalt 
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Your sandpaper stock is 
carried in neat boxes. 


A box for each grit, plainly 
labeled. 


No more curling or 
spoilage. 
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paper Sel ling 
Modernized / 


oe A New Unit 
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See opposite page forthe whole s 
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Wausau Wisconsin 
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The Better Way of SELLING (with 
the Display Case) Now Made Com- 
plete by a Better Way of STOCKING 


—in Unit-sized Boxes. 
& os 


The “Hay-wire” Days 
Will Pass—forever 


AGGED BUNDLES and broken reams 
R in jobber stocks and curled, dusty little 

jags of sandpaper in the retail stores will 
become a thing of the past. 


The UNIT BEGMAL PACKAGE 
Does away with reams and quires and dozens. 
It means buying, stocking and handling sand- 


paper by the unit BOX—of 50, 75 or 100 sheets 
—a clean, tidy box for each grit. 


Our Counter Display Case 


Started the revolution. Already 18,000 retail 
stores use it—and it was the increase in their 
sandpaper sales that led us to figure out this 
new way of giving our case-owners a practical 
plan for carrying stock for refilling their cases. 


Advantages to Jobbers 


It will enable jobbers to put an end to the waste- 
ful, costly, and laborious nuisance of breaking 
ream packages and selling by the quire or dozen. 


It will permit them to keep their sandpaper 
stocks in unit boxes, the sheets clean, flat—and 
to fill orders by the box instead of broken lots. 


Advantages,.to Retailers 


Retailers will hereafter order their sandpaper 
by the box. Asmall, compact section of shelv- 
ing will hold a complete assortment of grits 
—each in its own clearly-labeled box. 


Advantages to Quantity-buyers 
Contractors, painters, woodworkers and other 
quantity-buyers can now carry complete assort- 
ments of the grits they use—in these permanent 
clearly-labeled boxes. Sell these quantity-buy- 
ers by the box; or from your box stocks. 


Advantages to Small Consumers 


The Ruff-Stuff Counter Display Case—always 
kept filled with fresh, new sheets from the 
boxed stock—enables the casual buyer to see, 
feel, and select exactly the grits he wants. 
The sheets are always clean and flat. 


tae Ee ie —_ "ee mate eA win 


At Last!—A Square Deal 
for your Sandpaper Stock 











Put up in Unit Boxes as follows— 


No. 00 —100 Sheets to the Box 
No. O —100 Sheets to the Box 
No. % —100 Sheets to the Box 
No. 1 — 75 Sheets to the Box 
No. 114 — 50 Sheets to the Box 
No. 2 — 50 Sheets to the Box 
No. 214 — 50 Sheets to the Box 
No. 3 — 25 Sheets to the Box 


Order by the Box 


Get in the “Ruff Stuff’? Band Wagon 
Sell quality goods—“Ruff-Stuff —the. world’s 
best sandpaper; put up the modern way. 


‘‘Show it and Sell it’? Don’t 
‘‘Hide it and Keep it”’ 
Tell your jobber you want the good old “Ruff- 
Stuff’ in the new style of packing. If he has 
not yet stocked the new line, write us. 
Send for circular for full particulars 


ausayw brasives (0 
‘Wausau Wisconsin 


Branch Houses WAUSAU ABRASIVES CO. 


New York City—45 Warren St. Chicago—612 West Adams St. 
Cleveland—1235 St. Clair Ave. St. Louis—2110 Pine St. 
Los Angeles —Sprake Sales Co., American Bank Bldg. 
San Francisco—Sprake Sales Co., Postal Telegraph Bldg. 
Denver —Sprake Sales Co., 404 Charles Bldg. 
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More sales 








This Screen — FREE 


This beautiful window display screen is one of the features of an attractive Mirro merchan- 
dising plan described on the next page. It is handsomely lithographed in color; well and 
strongly made; stands 3 ft. 10 in. high and 4 ft. 7 in. wide. All three picture panels are re- 


movable to permit replacing with new pictures 























Booklets and Letters— FREE 


In addition to the screen, the plan includes 





Extra Panels—FREE 
— : ; 150 Invitation Letters all ready for dealers 
This is one of three complete sets of new pictures which are sent from time to mail to their best customers, with 150 
recipe booklets, beautifully illustrated in 


to time to replace the original set delivered with the screen. This gives four 
changes and keeps the display always fresh, new and attractive 


CMIRRO 


The Finest Aluminum 


color, to accompany them 
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for you::- 
This sound, sensible plan 
will bring them 


This might be called a typical 
Mirro merchandising plan. For it 
has been worked out thoroughly 
and carefully; tested and gauged; 
polished and inspected—just like 
a Mirro utensil. 


Here, we think, is what you want 
in a merchandising plan—some- 
thing simple and practical; some- 
thing that will not cause you a 
lot of work or bother; something 
that will fit in with your way of 
running your own business, in- 
stead of trying to run it for you. 


Now see what this Mirro plan 
gives you:— 

1 A selection of Mirro utensils—not 
too big; each one expertly selected 
on its record as one of Mirro’s 
best sellers. 


2 An extremely good-looking win- 
dow display background screen 
(see opposite), illustrated with 
pictures in color which every 
woman will stop to look at. 

ZA supply of beautifully printed 
letters and recipe booklets to mail 
to your best customers, personally 


HARDWARE AGE 





inviting them to see your Mirro 
exhibit. 

4 A follow-up service to you, con- 
sisting of sending you from time 
to time three complete sets of pic- 
tures, all different, to make your 
screen brand néw again. 

5 The powerful support of Mirro’s 
great 1926 advertising program— 
42,970,400 separate advertising 
messages (most of them in color) 
appearing continuously through- 
out the year in leading magazines 
with a combined circulation of 
8,766,188 copies. 


No Extra Cost to You 


Just one more point. All this val- 
uable material, bound to bring 
you many a sale and help you to 
build up a strong Mirro depart- 
ment, is yours without extra cost. 
All you pay for is the Mirro 
Aluminum—at regular prices. 


Interested? Then just mail the 
coupon below. You need not wait 
till the Mirro salesman calls. He 
will always get the credit. 


Aluminum Goods Manufacturing Company 
General Offices: Manitowoc, Wis., U.S. A. 
Makers of Everything in Aluminum 


“Sounds Interesting’? Coupon 


Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 

Gentlemen: This sounds interesting. 

Please send full details — price, make- 

up, shipping weights, etc.—of your 








1926 Window Display Deal. Address 
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SUCTION AND. A REGISTERED TRADE NAME 
DISCHARGE TAKEN| | 
FROM BODY OF JP su LLDOZER 
VALVE CAN BE : 
REMOVED WITH: 
“ietone| |e 
; | | OVERSIZE VALVES; ~Orly ECCENTRIC PITMAN BEARING; 
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VERYWHERE — in rural 


communities—in towns and 
villages—in suburban districts— 
in small and large cities—Myers 
Self-Oiling Power Pumps are 
thoroughly established. ' They 
represent a genuine achievement 
—a marked advance in pump 
construction and operation, and 
have proved their exceptional 
worth under all kinds of pump- 
ing conditions. 

Unmatched for safety, 





tion in agricultural, commer- 
cial, industrial and municipal 
fields has been universal—their 
success is gauged by the wide- 
spread demand for them. 

Are you the one who is 
profiting through their sale and 
installation in your community, or 
is some other party enjoying this 
business? We cannot answer 
this question for you. If you are 
interested we will be glad to 

send you a copy of our 





economy and high efh- 
ciency in the pumping of 
water by power, their 


recognition and adop- 








new Catalog and quote 
direct, or have one of 
our salesmen see you in 
the near future. 








THE FE. MYERS & BRO.¢?: 


ASHLANDB, OHIO. 


Manufacturers for over Fifty Years of MYERS HONOR: 
WATER at 4 HAY and GRAIN UNLOADING T 


BILT PUMPS for Every Purpose, 
OLS - BARN.,FACTORY and 


TO 
RAGE DOOR HANGERS- STORE LADDERS, Etc. 
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Demonstrate 


Kyanize Floor Enamel—Its Merit Shows Instantly 


EMONSTRATE Kyanize Sanitary Floor for our business building book, “How to Profit 
Enamel and watch your sales increase. It with Kyanize’’— it’s free and full of helpful trade 
builds new trade for live Kyanize agents. winning information. 
If you are not now selling Kyanize Floor Enamel Attach the coupon below to your business card 
and there is no agent in your locality, send at once _ or letterhead. 


BOSTON VARNISH COMPANY, Everett Station, Boston, Mass. 


— -—=—DEALER’S COUPON— - - —- ------- 


lam not a Kyanize Agent but I would like your book “How to Profit with 
Kyanize,”” which I understand you will send to me FREE and without further 
obligation if there is now no active Kyanize Agent in my immediate locality 


AntZE 


VARNISHES & ENAMELS (or Floors~Furniture-Woodwork 


ler's Town and State 





Free Can 
and Brush 
Sales Plan 





Kyanize 
Floor Enamel 


Gold Sign 


anize Sanitary Floor Enamel 
More Sales on a Smaller Investment 


YANIZE Sanitary Floor Enamel is a product your customers are ready and anxious to use. 
is sanitary, waterproof, acid proof and easily cleaned. 





lustre and easily applied by the amateur. 










1 To mduce those 
B who have never 
B tried Kyanize 
| Floor Enamel to 
apply itand 
learn iwts merits 
— hand. B» ings 
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Try This, Will You? 
5 s 














Special Circulars with Coupon 
Imprinted with your name FREE for mail or 
package distribution. Brings mm new customers. 








FLOOR 
ENAMEL 
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Illustrated Letters 
Sent direct from factory to selected list of your 
own making. 





One Product—One Investment—Yet for 
both exterior and interior use. 

For cement floors it is unequalled. Covers 
the surface completely, with a finish that 
prevents ““dusting” and gives long wear. 
On old, soft wood floors, porch floors or 
boat decks, it produces a beautiful lus- 
trous surface, tough, weatherproof and 
durable. 

For pattern-worn linoleums or floor oil- 
cloth it supplies a long needed want. 
Covers the worn surface with a brilliant, 
self-levelling surface, waterproof and 
easy to clean. 


To Kyanize Dealers—and Others 


The floor display stand, shown on 
the reverse of this sheet is sup- 


It is a solid covering enamel, rich in 





Handsomely printed in colors — furnished 
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Striking color panels en- 
closed in a beautiful gold 
frame. Durable and wash- 
able. Free to Kyanize 
Dealers. 


It 


Sanitary 


FLOOR 
ENAMEL 





Color Cards 


free im liberal quantities. 





plied FREE with a small assort- 
ment of Kyanize Floor Enamel. 
Each small “investment” order 
includes the advertising helps 
shown on this page and other 
items as well. 

This product, like all Kyanize 
Products, is heavily advertised. 
Its sale over your counter opens 
the way to your becoming the 














Kyanize agent for your locality. 


Write today for our complete 
proposition—it means more profit 


to you and today is the time to © 
y mip y eo) > Old Hoors-sok wood inal 
write—tomorrow’ your compet: § or blenushed- refinish them with - 
itor may have grasped this oppor’ [7 KYANIZE FLOOR ENAMEL Pe@gae™ 
tunity. sab Hardwood floors ~ preserve and beaut vom, 
tbe, them with transparent waterproof vy eos 


BOSTON VARNISH Co. 


Everett Station 
BOSTON 49 ° ° MASS. 
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eu KYANIZE FLOOR FINISH 





Show Cards 


Beautifully lithographed—size 15” x 20”—a 
silent salesman, 
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A Promise Fulfilled 


Twenty-five years ago we started with the 
determination to make the finest fishing tackle 
in the world—and to sell it so low that every 
angler could experience the thrill of owning 
the best. 





Today our vision is realized—our promise 
* fulfilled, for we are making the finest rods— 
the most perfect reels—the best lines—and 
the most successful baits in the world. 
And they are shown in the: new catalog of | °-_| 
Shakespeare Fine Fishing Tackle, illustrated 
above, at prices which make them the greatest *\' 
values ever offered to anglers. | 









You will find genuine pleasure in reading this 
book. Use the coupon. 


SHAKESPEARE COMPANY 
375 Pitcher St., 
KALAMAZOO, MICH. 


SHAKESPEARE CoO., 
375 Pitcher St., Name. 
Kalamazoo, Mich. 

Address . 
Send me a copy of the 1926 
Shakespeare Catalog. ini ecerecesptchnn 
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The Peters line includes: 


High Velocity—for longer range and 
killing power; Target—the popular 
field and trap shell in bulk or dense 
powder loads; Victor—a lower priced 
smokeless shell of ® quality: Ref- 
eree—the clean-shooting semi-smoke- 
less shell and smokeless powder veloc- 
ity at black powder prices. Four shot 
shells and only four!—a_ simplified 
Ime that meets every requirement. 


In addition the Peters line includes 
rifle and revolver ammunition for 
every requirement from small .22’s to 
.45-90's. Among these are: 


22 L.R. “Tack Hole”’—a_ superior 
small bore cartridge, holding many 
world’s records. 


.25-20 and .32-20 high velocity, ex- 
panding point cartridges, unequalled 
for small fast-moving game. 


25 Rem., .25-35 and .30-30 cartridges, 
increased velocity with standard bullet 


weights. . 


Protected Point Expanding Bullet 
(pat'd)—a Big Game bullet deliver- 
ing a tremendous blow. All Peters 
high power cartridges have no-foul 
bullet jackets. 
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The Year’s Ammunition 
Selling Sensation! 


Peters High Velocity Shells are proving to be the out- 
standing leader of an outstanding line. They are way 
out in front in repeating demand, and dealers are writ- 
ing “Double our H. V. order, our shooters are sold 
100% by its remarkable performance.” 


Peters High Velocity is the only shell on the market 
especially designed in load, wadding and case construc- 
tion to produce the maximum efficiency of oval pro- 
gressive burning powder. Longer range, higher ve- 
locity, and unequalled killing power at extreme dis- 
tances has sold shooters on ®) High Velocity, result- 
ing in greatly increased business for Peters dealers not 
only on the famous H. V. shell but on the entire ® 
line of shot shells, rifle and revolver ammunition. 


Write for details about Peters dealer plan and name of nearest 
jobber, and then stock a few cases of Peters shells in staple 
loads and get your share of the tremendous H. V. demand. 


THE PETERS CARTRIDGE COMPANY 
NEW YORK 
Cincinnati, Ohio Dept. A-22 Los Angeles 


EIERS 


MUNITION 
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The Rod Without A Rival 


RUE Temper Fishing Rods were tremendously suc- 

cessful last season. Guides and fishermen from 
Maine to Vancouver were praising that “one piece, solid 
steel, True Temper Rod.” 


It did not break or set—it stood the hardest service 
without attention—it kept the line tight—and what’s 
more, it landed the fish! 


Every user has told his friends about it. Its wave of 
popularity has just begun. Calls for True Temper Rods 
next season will come from every side and your store is 
bound to profit. Get behind this leader and push it hard. 
























Every True Temper Fishing Rod is 
guaranteed to give satisfactory service. 








The American Fork & Hoe Co. 


Sporting Goods Division 


General Offices: Cleveland, Ohio 







What is more exasperating than to lose 5 
your reel with a a bass tugging ee. 
atthe line? Words fail! But this situ- ; 

ation never comes when the 

reel is locked onto the reel 

seat grip used on the 
high grade True 

Temper Rods. 
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IRUE TEMPER FISHING Hoos 





ees 


eee ee 


[a oe we ew we we 


wT: Oe a hi a oe Os ee ee ee me He ee em ee Se Se ee ee ee 
-= ete tt! Le a ne ee os a 
: = oo oon Leet an ter Tt " oe neers 
2k) Coe cee eee. 2 ee ee 





24 HARDWARE AGE January 14, 1926 





Al. Foss Announcement 


The JAZZ WIGGLER 1s now being 
furnished with the following Bucktail and 
Feathered Flies: 


Bucktail Flies Feather Flies 
White, Red, Brown, Red, Yellow, Black 





Yellow, Orange, with White JAZZ WIGGLER 75c. 
‘4 oz. 3/0 or 5/0 hook 
Black streamers. 6. wx. S/O beck only 


The JAZZ WIGGLER can be used with or 
without Pork Rind, but is more effective with 
a small strip attached to bend of hook. 


AiO LL LO LE LEE “i OB att Gen > Shp BO RG 






SHIMMY 


WIGGLER, 
4 or % 0z..$1.00 


45c—Bass, Musky 
and Fly Spinner 
sizes 


Price $25.00 





This snarl-proof casting reel is to all appearances and in actual fact, equal 
in design, materials and workmanship to any other high-grade reel made. The 
only difference is a simple centrifugal device revolving within the reel arbor— 
a little policeman who raises his hand at the proper moment and stops a_snarl 
from stepping in. 


Dealers should rig up this reel with line for demonstration and if there is 
not room for you to actually cast, just hold the, reel in one hand with 











ORIENTAL 


thumb off of line, and with the other give the end of line a hard jerk. You VA ie mage 
will see that while the line will unwind and apparently snarl, it can be readily awe. 


stripped off, rewound and ready for another demonstration. Then try this or Red and White 


with any other reel and see what happens. 


Like all other reels, the Al. Foss Easy Control Bait-Casting Reel will 
“back-lash” under careless handling. But the line will not become snarled, it 
will readily strip from the spool for rewinding and continued casting. 


| Specifications :—The No. 3-25 is nickel silver, with jeweled end thrust bear- 
ings. Capacity 50 yds.—14 Ib. test line. Double balanced handle; pyralin 
grips. Quadruple multiplier with click. Screw off oil caps. Spiral gears. 
Pivot bearings of high grade non-wearing bronze. All steel parts of best tool 
steel drill rod. Spool shaft of hardened tool steel. Has metal arbor 7%” in 
diameter, making it unnecessary to build up the spool with a lot of dead line. 
End plate diameter 2”. Length of spool 154”. Weight 8 oz. Leather case. 


LITTLE EGYPT 
WIGGLER, 
Weight, % oz.75e 


AL. FOSS, 9514 Quincy Avenue, Cleveland, Ohio 


Originator, Patentee and Manufacturer of the Pork Rind Minnow 
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More Profit 


in Ammunition 


Thousands of dealers increased their ammunition 
sales and profits during 1925 by handling Super X, 
Xpert, Lubaloy and other fast-selling Western fea- 
tures. Now is the time to decide that you will 
do the same during 1926. See the Western repre- 
sentative or the Western jobber’s salesman before 
you buy your ammunition. A post-card will bring 
the name of the nearest Western distributor. 


WESTERN CARTRIDGE CO., 150 Broadway, EAST ALTON, ILL., U. S: A. 









Y YY 





AMMUNITION 
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Jobbers! HIGH-POWERED 


Send for sample SRATES 


of new $1.50 retail item FOR HIGH- 


A new all-steel number—made_ under POWERED 
quantity production to fill in our line. Sold SALES 


only to jobbers—one price—one policy— 
dependable service. Jobbers all say, “We 


a & Ww 
like your goods because we have no come- 
backs.” Write for prices and samples. The Famous _ pee 99 


METALCRAFT CORPORATION 


4215 Clayton Ave. St. Louis, Mo. Rubber Tired Roller Skates 


They look high-powered, and they are. Big, thick rub- 


METALCRAFT ber tires, shiny disc wheels, and bright, corrugated steel 
| . frame. That’s what draws trade. 

Trials clinch sales. The ball- 
PLAYONS 














’.. FO 












bearing wheels spin smoothly, 
notselessly, speedily. Rubber 
tires act as_ shock-absorbers, 
and won't slip. 

liraw attention by their beauty, and 
prove up in actual use. Sell a few, 
and other sales follow. Stock up 
through your jobber. Or write us 
bis rame, and you'll be supplied. 
Ask for our Dealer Helps. 

Chicago Roller Skate Company 
4456 W. Lake St., Chicago, IIl. 


54 @) Pe Ody ie v4 Os 5353. 
New Model Just Out 
THE BETTER SKATE 






































Most ynerical 


Complete 
° ° THE LINE BEAUTIFUL 
Line in 


America 





1926 
Automobiles ° 
eteaineiee Finds the 
Conner Wagons American 


Express Wagons 


Scooters Line maintaining 


Pedal Bikes e 
Hand Cars ‘» its Leadership 
Doll Cabs , with new 

) ideas and 


features 











TAY LOR-TOT 


‘— ; COMBINATION 
r Van BABY-WALKER, GO-CART 
ye a AND COASTER-CAR 
Ask Your Jobber 2 - 


With the seat adjustable in height, forgotten—nor is the store that sells 
TAYLOR-TOT grows as baby grows them. Profits every day in the year 


or Write for 


from 6 months to over 3 years old— no dull seasons. Nationally adver- 
Catalog is first a wonderful Baby-Walker that tised. Cash in on the big demand. 

scientifically teaches baby towalk.then Order direct as TAYLOR-TOT is not 

- turn a Go-Cart (with tego sold thru jobbers. 

Tongue), and a 4 wheel Coaster-Car _ nat : 

that steers like an auto and won't Prices F.O.B. Cincinnati. 

upset. The service rendered parents by TAYLOR-TOT ...... $40.00 a dozen 

this famous *‘Baby Specialist’’ is never TAYLOR Tongue .... 7.50 a dozen 


(Less 5% in lots of 6 dozen) 
Retail price $4.95 ($5.95 West of Denver), $1.00 additional with 
TAYLOR Tongue. 


THE FRANK F. TAYLOR CO. 
> TOLEDO, OHIO, U S.A Norwood, Cincinnati, Ohio 

Write for details on these new products: 
TAYLOR-WAG, Taylor DOLL-TOT, Taylor GO-BI-BI. 
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Handy Craft— 


“The modern toy for the modern 
boy” will be on exhibit at the 
New York Toy Fair, Hotel Im- 
perial—Room 103. 


At that time we will show added 
features that will make Handy 
Craft one of the most desirable, all 
year ’round toy lines for you to 
stock up on. 

Be sure to see the Handy Craft exhibit! 


The Hart & Cooley Co. 


Dept. S-4 
New Britain Connecticut 
Easterr Rep.: Edwin E. Besser Co., 35 E. I9th St. N. Y. 
Southern Rep.: Couch & Jackson, Atlanta, Ga. ; 
Chicago Rep.: Anning & Moller, 35 So. Dearborn St., Chicago 
Pacifie Coast Rep.: John T. Roundtree, Inc., 501 Higgins 
a Bidg., Los Angeles, Calif. 
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The 





k of the Year 


Send for it Today! 
‘Tue new Abbey & Imbrie 1926 Catalog is ready} 


You know what that means. 
And so does every fishing enthusiast. 


For the Abbey & Imbrie Catalog is a real Guide 
Book, not only for the angler but for the man 
who sells fishing equipment. 

The fisherman knows it contains everything he 
needs for a perfect fishing equipment, no matter in 
what part of the globe he does his fishing. 

The dealer knows that every item in this book is a live 
item; that Abbey & Imbrie never stock up the dealer with 
a lot of dead stock that doesn’t move. Abbey & Imbrie 
know just the things to put into the catalog that will SELL. 
And that’s the things you are interested in. 

Don’t delay sending for this book. Don’t put it off a single 
minute. Our edition is limited and we want to be sure that 
every live sporting goods house and every store that carries 
a sporting goods department has a copy of this reference 
book. The attached coupon will save you time. Write your 
name and address on it now and rush it into the mail to us. 


rs St. New York 
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Sold! Every Vecto Heater 
We Could Make 


LAST JUNE we announced the Ideal Vecto 
Heater. In four months every Vecto Heater we 
could make in 1925 was sold. 





When this new invention for better home heat- 
ing was announced its many points of advantage 
were set forth. Never before had there been of- 
fered to the public a Heater with such extraor- 
dinary advantages at so low a price. And never 
before had there been offered to the heating trade 
a product that presented such wonderful oppor- 
tunities for increased sales and profits. 
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Why? Here are the Reasons 


cleanest to operate, and more beauti- 
ful, to look upon than any product in its 
field. And its low price brought it within 
the reach of-the masses of people of 
modest income. 

Today we are compiling a new book, 
“What Owners Say of the Ideal Vecto 
Heater.” It is the testimony of men and 


HE ANSWER is plain. Vecto has made 

good its promise, both to the public 
and to the members of the heating pro- 
fession. 

We said that it would warm a small 
home, up to 8000 cubic feet capacity, for 
the usual cost of heating one room with 
the ordinary, old-fashioned heater-——that 
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its warmth was the nearest approach 
to ARcoLA radiator warmth ever attained 
without the actual use of radiators— 
that it was the easiest to attend, the 
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ARCOLA 


women in all parts of the country, of- 
fering their sincere endorsement of this 
unique product. Vecto has more than 
justified itself. 
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ho r Better Service and Liggerlroft ts 


What it means to you 


The Vecto Heater has advanced the 
whole heating industry. It has brought 
the heating contractor into a new, wider 
field of service. 


It has offered a product easily stocked, 
show-windowed, price tagged, sold and 
delivered like a package of crackers. 


And the profit on the Vecto Heater is 
altogether additional to your regular 
earnings—a purely Plus Profit. 


HARDWARE AGE 


$330.00 in one day 


In one small town in Indiana, one dealer 
sold every Vecto Heater he had in his 
shop in one day. Each sale meant to 
him a gross profit of $33.00. Remember, 
this business is altogether over and above 
what the dealer would ordinarily do. A 
handsome additional income! 

This is but one outstanding illustra- 
tion of what the Vecto Heater has done 
for members of the trade throughout 
the country. 





Before signing any contract 


Can you afford not to investigate? 


—see the Vecto salesman 


ECTO salesmen will be out in a few days with com- 

plete information on the Vecto Profit Plan. Before signing 
any contract for next year, be sure to get the full story on 
the Vecto. 

We are increasing our production, but judging from last 
year we may not be able to meet the entire consumer de- 
mand in 1926. Protect yourself by placing your order now. 
Invoice for Fall delivery dated September Ist. 


MAIL THE COUPON 


Thirty-three Vecto advertisements are at your disposal for local use. 
Also as many copies as you wish of the beautiful 4-color Vecto leaf- 
let, with your name and address imprinted on the back. , 

Sign the coupon and mail it. Broadside of the local dealer adver- 
tisements and a supply of Vecto leaflets will be sent. It costs you 
nothing. It takes but a minute. Do it NOW! 





Samples of 
Dealer advertisements 











Dealer leaflet which 
can carry your name 


ff; >) 











AMERICAN RADIATOR COMPANY (@ 


Showrooms and sales offices: New York, Boston, Providence, New Haven, Newark, Philadelphia, Baltimore, Washington, Richmond, —" 
Pittsburgh, Cleveland, Detroit, Cincinnati, Atlanta. Chicago, Milwaukee, Indianapolis, St. Louis, St. Paul, Minneapolis,Omaha, 
Kansas City, Denver, San Francisco, Los Angeles, Seattle, Toronto, London, Paris, Milan, Brussels, Berlin 


Makers of IDEAL BOILERS and AMERICAN RADIATORS 





Name 


Vecto ads, and .---------. 


-—---------------- 


Direct Mail Advertising Dept., 106 
1807 Elmwood Ave., Buffalo, N. Y. 


GENTLEMEN: Please send me broadside of local dealer 


ecto consumer leaflets with 


Yours very truly, 

















A ee ee ¢ ; Ke . - LAKE, ) Pam all 


“= my name and address imprinted. 


Address Sn 





SMOKELESS 


HEAT MACHINE 
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EMPIRE fais 


THE STORY OF THE EMPIRE NEW PROCESS BOLT—Chap.3. No.2 











its fit should be perfect and its thread should be 


strong. needs correction 


There is a difference of opinion about what is meant by a 
perfect fit. But unfortunately there is only one Truth. (For the Sake of Your Profits) 
Some think that spinning a nut down the full length of the | 

bolt by a twist of the fingers is proof of a good fit—or they 
encourage the thought because of the time this method 
appears to save in assembly work. 


Where Speed is Waste 


A loose fit is never a good fit, whether it’s a suit of clothes 
or a steel bolt. The nut and bolt are held together not by 
the natural mating of the threads but by jamming them 
together when the wrench gives the last pull. This strain 
causes stripping of threads, fracturing of bolts, backing off of 
nuts—and all the mischief which these may entail. 


[ two important requisites of a good bolt are that A mistake that 








Use Empire New Process bolts mated to snug fitting nuts, 
and you will never strip a thread or fracture a bolt or waste 
a workman’s time replacing defective parts. The built-up 
thread of the New Process bolt is tremendously strong, due 
to the forcing together of the steel molecules under the 
pressure of the dies—the exact reverse of the cut-thread 
process. 

Learn what Empire New Process bolts will save you, by 
testing them yourself for fit and strength. We will send 
samples. Just ask for them. 


RUSSELL, BURDSALL & WARD 
© BOLT & NUT COMPANY © 


PORT CHESTER.N-Y. 


Branch Office: Branch Office : Branch Strimple & Gillette Maydwell & Hartzel!, Ine. 
Seraus Building General Motors Bhig Factory: 169 Jackson Street 158-168 Eleventh Street 
CHICAGO DETROIT ROCK FALLS,His. SEATTLE SAN 


| Makers « Bolts,.Nuts and Rivets Since 1845 
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Sensational 
Success 








Modestly- we offered this screen 
door check to the trade a year ago. 
We planned to test a thousand or so 
to learn their dependability and be 
sure the construction was right. 


Imagine our surprise when 165 ijob- 





To jobber and dealer it is a strong 
profit item. To the public it supplies 
a vital need. 

Slamming screen doors are going. 
The Rose Check now closes them 
quickly and silently. 

CE A perfect product at 











bers claimed itawon- gan» 

derful item and or- Oe Some {|—— popular price and an 

dered thousands! % Fe, likcthis ieee ates unusual profit maker. 
The wave of ap- ) p Scio Pi Sayy <x | Order from your 





proval extended over bal it 


the entire United 
States. Today the 
Rose stands a proven 
product of almost 
unprecedented popu- 
larity. 








jobber or write us. 
Get the free demon- 
strator warking on 
your counter. It isa 
wonderful salesman. 


Frank Rose Mfg. Co. 


Hastings, Nebr. 
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Plier 
attached 
by chain 
Customer 
: , ‘is invited 
a yt. pe to cut the 
Fh | nails in 
the box 
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Fast 
Selling 
Pliers 


Your Customer Sells Himself! 
It Gets Him Where He “Lives’’ 


Y do you display tools in trays? Isn’t it because you want your 
customer to pick one up, work it back and forth, heft it, admire it? 
Sure! You know, if he does that, he’s usually yours! 

Well, we go a long ways farther with this new display by providing him 
with something to try the tool on! 

The upright pockets are to hold pieces of wire, and the pocket below is 
for nails. He can snip these into pieces very easily with the pliers on the 
chain. He can also try out the parallel wrench jaws on the nut at the 
right. 

Does it sell pliers? You know it does, and it displays a selected line. 
Ask your jobber for the Bernard proposition. 


BERNARD PCIERS 


THE WILLIAM SCHOLLHORN CO., DEPT. H, NEW HAVEN, CONN. 


A Pair of Pliers for Every Job 
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Machine Screws 
Stove Bolts 
Tire Bolts 





American Screw Co. 


PROVIDENCE , ae 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 


SREP PAE ESSERE RSISIRO 








DSc 


ax 


ZS PRIERIPEP TERI ESE ESG EEX DRI SIS BRIDGED DCI DID CD 





BEES 





itt ttt ttt, it?) fret rr 


.e tre rrr se ee eS 


ROR eRe ee ee ee ee a ee i ea eo 





HARDWARE AGE January 14, 1926 
/ 








TN TANTANTATATAT ATA T AVIATION ATA TATATATATASLS 
VAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVAVA' 








y wi 


Baaees eo OAT’ ES 
| sat 
; 3 away: 








*« - ' 
o . « <4 - - -* 
* are wren, 





Wickwire New Form Poultry Fence 


Beauty stands right out in this fence—strength 
is there, too. It requires no rail at top or bot- 
tom—hangs straight—stays put—is rigidly 
reinforced, and maintains its height. 










Detaaes ~ vs Now made in both grades—galvanized before 
Mpa and after weaving. The latter is recommended 

& because of its greater durability and rust- 
proof qualities, 


/ 


Put up in bales of 150 lineal feet in 2 in. and 
| in. mesh in even inch widths from 12 to 
72 ins. 
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Backed by a quality standard and reputation 
that has made WICKWIRE BROTHERS 


Products famous for over 50 years, 
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** Get the Truth 
to the Public’”’ 


“One of the most costly 
and erroneous beliefs 
of American women 
today is the belief that 
they can buy more con- 
veniently and advan- 
tageously from the 
agent at their own 
doors than they can in 
the retail stores. 


‘In the final analysis, 
the way to beat the 
peddler is to bring the 
public to know the 
truth — that compar- 
able merchandise can 
be had at as good or 
better prices from the 
retailer.” 

—DR. A. P. HAAKE 


Director of Research 


SIMMONS COMPANY 


National 
Authority on Distribution 














“Your Money Buys More When 
You Buy at the Store” | 


Every month in national publications, Osborn tells women to go to their 
retail store for better-wearing Osborn Blue Handle Brushes. This is the 
campaign Osborn is waging to bring brush sales and profits to the re- 
tail store where they belong. 

You are entitled to your share of these thousands and thousands of dollars 
which house-to-house canvassers are getting from brush sales. Osborn Fas 
taken the step to help you get these profits. 

Osborn is making a quality line of household and personal use brushes which 
sell at easy-selling prices. You can step in with the Osborn line and definitely 
get your share of the brush business in your locality. 

Ask your jobber about the Osborn plan—examine the Osborn line—see the 
quality, good design and attractive prices—look over the complete assortment 
of sales helps—you will be impressed by the big opportunity to keep brush 
sales in the retail store—in your store. 


Tit OS80RN MANUFACTURING LOMPANY 


CLEVELAND, OHIO 





MAKERS OF UALITY BR HE 








Osborn Blue Handle household 
and personal use brushes are 
sold only through selected re- 
tail stores— never by house to 
house agents. 
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This window and counter display 
will work for you. Ask us, or any 


Osborn distributor. 
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No. 400. Ship Point 

| | , *°A Perfect Saw for 

| are 99 

| i Every Purpose 

| ee UY these better Saws and 
: i. Tools for your saw and 


' -S_ ER 1a. tool trade. 

: No. 51. Ship Poin . . 
| fie They are not only original 
design, distinctive in character 
. 2 m4 and of scientific construction 
nace en throughout, but they are also 


i OR. ~ > mechanically correct in every a a 3 _ 
| detail. : 
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No. 21. Metal Cutting | 



































































| SF KT, a Atkins—A Profitable Line Carpenters Handy ‘Sav 

| Plumbers’ Saw It is easy to sell Atkins Saws, I> 2 sar 

| | Saw Tools and Saw Specialties ieee.” Fs; | 
| ‘ee ae because they are recognized by | 
im ” : ) master craftsmen as the high- | 
| a , a est in quality. 

| te or ae Send For Atkins Catalog 

The most complete catalog of = 

i Saws, Saw Tools, Saw Spe- Nia’ on af Bh 

| cialties, Corn Knives and 

i Grinding Wheels, containing v.. 

Pa 268 pages, is yours on’ request. a 

| Send for it. a 

' AAA Grass Hook 

| Make your store saw and tool 

i headquarters 

| Send for Dealers’ Bulletin No. 24 

Lever Saw Set and Personal Service Letter Blank. 
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Bit Brace 
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Hand Saw Filer 





B.C. AEK INS 6 COMPANY 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
BRANCH HOUSES 
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The Chain Store 
Menace 


ARDWARE AGE will publish 

shortly the first installment of 

a constructive series of articles 
on the Menace of Chain Store by our 
old friend, John Cassin. There is no 
question, as every retail hardware 
merchant worthy of the name knows, 
but that the chain store is eating into 
the profits of the legitimate hardware 
merchants, and we feel that in pre- 
senting this series to our readers we 
are performing a really worthwhile 
service. 





— problem of collections is one 
that iS occupying the attention of 
retail hardware merchants. every- 
where, as is proved by the numerous 
letters on this subject appearing in 
recent issues of HARDWARE AGE. It is 
with a view of contributing something 
to the solution of this difficult prob- 
lem that we begin in this issue a series 
of informative articles on this subject. 





What Readers Say 
About Us 


“T am enclosing check for two subscrip- 
tions to HARDWARE AGE to be sent to two 
of my clerks. 


*“‘My subscription is paid for to Sept. 20, 
1926, at which time I will renew. I have 
found it the best of all the hardware jour- 
nals.”—D. M. Rogers, Corning, Ohio. 


“Enclosed find check for my subscrip- 
tion to HARDWARE AGE which is more 
pleasing to me to read than any other 
paper or magazine of today.”—John HF. 





Adams, Orwigsburg, Pa. 
eteienenhdaiaeinthtiitaaedieieatanienieetaiatinatiime mamma ene eo 
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ERE is more selling punch in 

cian the eye of a prospect 

oe with a sample McKinney hinge in 
one of the many new finishes than 


there is in satisfying his ear with 


low figures. 


McKINNEY MANUFACTURING CO. 
Pittsburgh Penna. 
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. Trade Wind. 


OW that we are well in a new year, 

and the New Year resolutions are 

either forgotten or have ceased to be 
a novelty, let’s think about something else 
to do to make 1926 the best ever. 

There are a good many things that can 
be done in a different way than we have 
been doing, that will be of benefit to our- 
selves and to our fellow tradesmen. If 
we should cast about for some such thing, 
we would not be long in finding it. 

First off, there is legisla- 
Your tion. Of course, most of us 


Responsi- do not think much about 
bility “a legislation. Those of us 

who take time off to vote 
the Law- i, November remember that 
makers we voted for legislators who 


were either elected or de- 
feated and we think that our man, if he is 
elected, is going to carry on with legisla- 
tion. We forget about it until we read in 
the newspapers at the end of the session 
that a lot of laws that we do not like have 
been passed, and put into the books. 

Then we forget again, except to use a 
lot of language about them when the gang 
meets in the store or the club—often these 
words mean the same thing. 

Now this year, legislation is quite im- 
portant. For instance there is the price 
fixing legislation on tap down at Wash- 
ington and most of us either voted for or 
against the Senator and Congressman who 
represents our State and district in the two 
houses. 

Perhaps these representatives do _ not 
know exactly how you think about this bit 
of legislation It is only fair since they are 
representing you in the important function 
of making laws that you register your 
opinion with them. 


NE day a congressman, now retired to 
his farm, was in his office when a 
resolution came in from a business asso- 
ciation—a pharmacy association, if mem- 


lar § Del 


ory serves correctly. The congressman 
read it hurriedly and said: 

“Another of those association resolu- 
tions. I'll bet Bill Smith, he’s the druggist 
down our way, does not favor that thing 
and I would rather trust Bill than any 
druggist I know.” 

It so happens that Bill did favor this 
very thing. In fact he had been aiding in 
its promotion, but he had neglected to 
write to his congressman and express his 
personal opinion. Not until after the law 
opposed was on the books did Bill write. 
Then, of course, it was too late. 

Likely this congressman 
Back Up was honest in his efforts to 
Your As- represent Bill. If he was, 
sociation Bill treated him very un- 
fairly in not telling him how 
he stood. Congressmen, State legislators 
and others have a way of thinking that 
an association has no vote. Some way 
they get the idea that associations in many 
lines of business are merely organizations, 
sometimes with no membership. 

At that you cannot blame the legislators, 
for there are many hundreds of fake busi- 
ness associations in this country. These 
fake associations have letter heads, roster 
of imposing names, printed matter, peti- 
tions secured by paying solicitors to get 
names and even better equipment than most 
honest-to-goodness associations. 

These associations discredit the regular 
associations to an extent that a petition 
does not always mean what it should mean. 
A resolution would mean a lot more if the 
local man would write to his legislator and 
say: “This resolution is what I think and 
200 of the best hardware men in this State 
agree with me. We do not only think this 
way, but we think this way strong enough 
that we are going to vote for men who 
think like we do.” 

Such a letter as that would make an 
impression. Whenever you talk about 
votes to a legislator, if he is from your 
district, you are talking about something 


39 


that he knows about. Votes fit im his in- 
tellect hike a collarbone to his backbone. 


oe is another way in which a 
hardware dealer can make it a_per- 
sonal year. Suppose you take a few min- 
utes off now and then and say: 

“[ am going to suppose for the next 
half hour that I am Roy Jones, my poorest 
clerk. I am going to try and fathom his 
state of mind and see if I can determine 
why—if I was Roy—why I would not be 
the best clerk instead of the poorest.” 

Then make a real effort to do this very 
thing. 

. A clerk writing to Harn- 
Think of ware Ace a few weeks ago 
the Other gave the wages and weekly 
Fellow sales totals of the three 
clerks in the store where he 
was employed. If this letter was correct, 
and there is no reason for doubting it, the 
clerk receiving the lowest wages sold the 
most goods atal the two others were re- 
ceiving the same wage, with a difference 
in sales. 

Now if that condition exists in your 
store, it will help you to reason out why 
our correspondent is the poorest clerk. It 
may be his way of reasoning that if he can 
get the highest wage by selling the least 
amount, that there is no use of doing more. 

The more sales a clerk makes, the more 
chance of error to get into trouble about. 
So if the highest wage goes to the man 
who makes the fewest sales, why take 
chances? 

One thing is sure, any merchant who 
ponders over the problem presented in 
this situation can easily conclude that the 
low wage man will soon be hunting a new 
job or contracting the slow up fever. He 
is not going to keep on leading the sales 
list and trailing the wage list very long. 

So make it a personal year, by putting 
yourself in the other fellow’s place for a 
while and trying to think what there is 
about it that is unfair and then make it 
fair for him. 
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Are YOU Helping People to 
Steal in YOUR Store? 


An experienced store detective tells of many ways in 
which the merchant can do much to forestall the thief 
and how he can determine when to be suspicious 


By a New York Store Detective 


of the fact that now and then he suffers a 

real loss through pilfering, though he seldom 
realizes that the large department stores selling full 
lines of hardware have found it possible to make shop- 
lifting unsafe and inconvenient. 

If theft of valuable tools in a large store goes on 
in spite of the efforts of staff detectives employed to 
spot thieves, what happens in the crowded small store 
where it is nobody’s business in particular to watch 
for the shoplifter? 

As a matter of fact, the dealer himself is partly 
to blame if he suffers from any great amount of theft. 
He is too much inclined to arrange his store and his 
stocks so that theft becomes simple. 

Many items in the modern hardware store are easily 
turned into money, as is the case in jewelry, and for 
this reason the hardware counters of the large stores 
are watched with special care and goods are displayed 
in a manner which makes watching a simple matter. 

There is no reason why the small independent hard- 
ware retailer cannot benefit by the findings in the 
large stores which employ men for this purpose alone. 
What we are trying to do today is to prevent pilfering 
rather than to catch the thief in the act or after the 
act has been committed. 


Making Pilfering Unsafe 


Shoplifting in the big stores is carried on dif- 
ferently by the professionals than it is in the smaller 
retail establishment. But the big store has the 
means to meet the schemes of these professionals. 
The smaller store must confine its efforts largely to 
making pilfering difficult. 

The trade has to contend with three kinds of pil- 
ferers: 

a—The non-professional kleptomaniac who merely 
cannot resist an opportunity to steal; 

b—The professional shoplifter who is on the alert 
for an opportunity and takes advantage of 
conditions; | 

c—tThe pilferers who work with “boosters” and 
who do not engage in petty pilfering but strive 
for fairly large hauls. 

The first group of shoplifters are the direct result 
of store, counter and stock arrangement which makes 
stealing tempting. Dealers who provide hidden cor- 
ners and aisles, with highly piled displays, suffer most 


) VERY retail hardware dealer is perfectly aware 


from this group of casual thieves. Any display that 
cuts off counters from the convenient view of the sales 
people will lure this type to filch. 

Any store display that will make all parts of the 
place visible at all times by somebody, will make steal- 
ing decidedly unsafe for the casual shoplifter. De- 
partment stores have found that the old methods of 
piling goods high on counters and shutting off blind 
corners caused most of the non-professional stealing. 
The new methods in vogue to a great extent today 
offer hazards which the amateur thief doesn’t care 
to run often. 

Certainly, this same principle applies to the hard- 
ware trade. It is always possible for the dealer to 
so arrange his store that all parts of it can be watched 
at all times by himself or his sales people. 


Stock Arrangement Aids 


The second group of pilferers study their ground 
and often work only where they find from a previous 
visit that a definite stock arrangement offers a first 
rate opportunity for a considerable haul. Here again 
the dealer can thwart the thief by making him work 
in the open as it were; by avoiding displays that offer 
protection. 

The third group—pilferers who work in pairs, or 
with “boosters”—only occasionally visit the average 
retailer, and then only if he has given them a first 
class “opening.” 

While the trade cannot afford to constantly look 
upon customers with suspicion, there are certain ways 
in which sales people can spot out-and-out shoplifters. 
Strangers always should be watched, especially when 
they insist upon you bringing out a wide selection of 
goods from which to choose. 

The expert pilferer is as clever in befuddling the 
average sales person as is the “shell game” man at 
the circus. It is safe to say that when a strange 
customer enters the door and demands to see an un- 
usually large number of items, he should be watched 
with some suspicion, as this is the commonest method 
of working. 

In other words, the professional shoplifter must get 
you at a disadvantage in order to get away with his 
plan. He will either watch for an opportunity to 
steal out of your sight or he will endeavor to distract 
you in a way that you will not catch him in the act 


of pilfering. 
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An old gag that shoplifters have used in the trade 
to a great extent is to empty the store on some pretext 
or another. A pilferer comes in, buys an article and 
presents a $100 bill. You run out to get change and 
he helps himself to the smallest articles of value in 
sight. He tries by other means to increase confusion 
and slips out with his loot. Probably more retailers 
fall into this trap than into almost any other. 

The large stores have found that many shoplifters 
carry overcoats or cloaks over their arms in which 
to slip small articles of value off counters and tables; 
and they become quite expert at this. It certainly 
would pay any dealer to watch carefully any stranger 
who comes in thus arrayed. It isn’t easy for the 
shoplifter to conceal his guilt if he once suspects he 
has been detected, and very often the clerk feels an 
instinctive suspicion of the stranger with a coat over 
his arm. It also will pay to note groups who enter 


your store. 
"Ware the “‘Booster”’ 


It is quite common for a shoplifter, after certain 
definite articles of value, to work with a “booster.” 
The “booster” has the job of getting you or your 
salesman occupied at one end of the store while the 
shoplifter ‘‘works” at the other. At a given moment, 
the shoplifter, having done some lifting, walks out of 
the store as if deciding not to buy, and the “booster” 
makes some excuse and soon follows. 

But the “booster” has seen to it that the salesman 
is fully occupied in trying to make a sale, has asked 
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The retail hardware dealer in America suffers a 
full share of loss from pilfering. He may not know 
just what that loss is. The very nature of a hard- 
ware stock and the common methods of goods dis- 
play allures the dishonest minority of the public. 
The writer of this article has spent many years as 
store detective in New York. 


to see and discuss a dozen or more items in order to 
give the accomplice ample opportunity to do the job. 

A certain watchfulness may be trained into clerks 
which will go far to detect pilfering. The habit of 
turning your back on the store as little as possible 
is an excellent one, and in the larger stores sales people 
are taught certain habits in this respect. What the 
shoplifter wants, above all things, is to have only 
the backs of the store’s employees visible. 


Trapping Suspects 


A good part of the goods stolen by shoplifters from 
large stores consists of bulky dlothing which can be 
whipped under a coat or cape. But in the trade the 
chances of discovering thefts of small articles is very 
remote unless the thief is caught in the act. 

In many of the larger stores shoplifting is made 
unsafe by the requirements that clerks show only one 
article at a time. It isn’t hard for an accomplished 
pilferer to slip an article into the pocket from an array 
on the counter, while the sales person’s back is turned 
for a moment. 

It also is true that the thief quite often will re- 
quest to see a large display, one item at a time, with 
the idea of getting the salesman’s eye off the stock 
already out on the counter. The method of showing 
a single article at a time places great difficulties in 
the way of the crook. 





(Continued on page 100) 
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Children’s Playroom Creates 
Profits for Brierly | 


PLAY room with a sand box in the center and 
almost every other modern toy a child’s heart 
could desire has entertained upwards of 1000 
children daily since the first day of Decem- 
ber at the large hardware store of Roy 
D. Brierly in Beaver Falls, Pa. Toys 
and sporting goods occupy the entire 
basement to a depth of 100 feet. The 
rear section is the toy room; it is shut 
off from the main room by artistic 
lattic work freshly painted reaching 
about one-third of the distance to the 
ceiling. A regular gate that children can swing on if 
they wish opens easily to the slight touch of little 
fingers. The playroom is the full width of the store 
building, permitting ample space for velocipedes, 
wagons, kiddy-kars, and every other wheeled toy avail- 
able, and Brierly has seen to it that they are all 
available. 





tt 
’ 





A Sand Box 


Around the sand box, literally filled with children, 
other boys and girls move in endless procession. 
Overhead and wall lights have been placed with an 
eye singly to their maximum effects. Almost every 
mother in Beaver Falls who was forced for obvious 
reasons to take a child along when she went shop- 
ping slipped into Brierly’s basement and deposited 


the youngster behind the gate. Of course, she went 
down one of three 75 foot aisles between rows of 
toys that gladden little hearts. Then, when she went 
back for the kiddie, she went down and came back 
another aisle, possibly a different one each way, and 
if she had her eyes shut to the loaded tables on her 
right and left, she saw enough in the beautiful play- 
room to make her turn around and look for the par- 
ticular one, and in looking, saw others. Frequently, 
she stopped an hour, although she intended to stop 
only long enough to deposit the youngster, occasion- 
ally more than one, but Brierly had planned it dif- 
ferently, and the less than a wheelbarrow load of un- 
sold toys on the last day of 1925 are proof of his 
planning. 


Uses Last Year’s Toys 


He did not put out only new toys in that children’s 
room; some of them are left-overs from last year; 
a few of them are battered and need fixing. Know- 
ing children well, he purposely put out several bent 
tin cups of the kind for measuring clean white sand. 
He said the more dents in a few of the toys, the more 
intimate the fellowship between last year’s children 
and those of the present year. Of course, most of 
last year’s lot came back and brought new ones 
along. These, after surveying the new toys, tried this 
one and that; then hunted up rickety old ones they 
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had worked on a year ago and began all over again to 
fix them. 

Some of the mothers brought rompers along and 
other working clothes for such busy little people. 
He may find it necessary to install hot water, 
sponges, and other facilities for whitening up fin- 
gers, thumbs, and faces. Clothes brushes are hung 
conveniently near. A stranger might suppose on see- 
ing the attractive playroom jammed with laughing, 
busy children that he was looking at a winter ses- 
sion of a summer playground. But, not so; it is the 
lodestone that attracts kiddies for miles up the 
Ohio valley and other miles in all directions. 

He may decide that what has been a sure hit in 
selling toys at the Christmas season may be just as 
certain of success all the year around. He is in- 
clined to think that it can be given seasonal atmos- 
phere quite easily and inexpensively. 

Of course, there are other things about it not so 
evident to all observers, stealing, for example—a 
more or less critical problem in some sections. He 
does not know of a single theft this season. He be- 
lieves that the opportunity to play to their hearts’ 
content satisfies them. At least, stealing is not a 
serious problem with him. 

As to advertising his toys, of course, that was 
quite inexpensive. Every child in Beaver Falls old 
enough to say Brierly has doubtless said it a hun- 
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dred or so times. He thinks he has had his name pro- 
nounced more frequently as a result of the children’s 
room than he could possibly have had it done, no 
matter how expensive the conventional print he 
might have distributed in his district. Parents, too, 
that had never been in his store before, to the best 
of his knowledge, many of them, have come in to ask 
about this or that the youngster had set down for 
Santa Claus; he had seen it at Brierly’s, and so on. 

At that point, Brierly found an opening wedge, 
and in characteristic fashion, took advantage of the 
new opportunity, for he had hardware, china, porce- 
lain, and a long list of five and ten cent items out 
on tables where they are in full view, all marked 
distinctly in clean attractive price tags. Down the 
center of the long first floor room, for 50 feet is a 
double row of round tables, like dining tables, cov- 
ered with crisp white table cloths and set with dishes 
of all sorts and kinds of porcelain and china, even 
glassware. And, instead of the dishes department 
being an appendage to a hardware store, it easily 
holds its 50-50 rank as a profit maker. It is inter- 
esting to note that he has one of the largest stocks 
of paint, if not the largest in the entire district, and 
his paint sales run high, not so much to contractors, 
but to individual householders here and there who 
discovered his stock,.like the dishes, and other 
household hardware, through the toy room and his 
boy and girl friends. 





Ohio Greatest Manufacturer 


of Pottery Products 


than any State among _ the 
forty-eight. Common pottery 
used in the kitchen, bathtubs and por- 
celain electrical fittings are some of 


QO HIO makes more pottery products 
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OHIO FIRST POTTERY PRODUCER’ 


State Has Output in Year Valued fr Above Nesrest Rival. 
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NEW JERSEY 
$26,000,000 
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leading producer. 

In one year Ohio’s output in this line 
had a total value of $43,000,000. New 
Jersey, the second State, has a produc- 
tion worth $26,000,000. West Virginia, 
adjacent to Ohio, has a $12,000,000 pro- 
duction, and Pennsylvania one worth 
$8,000,000 in a year. 

The figures given here are taken from 
an official survey of the industry con- 
ducted by the United States Census 
Bureau at Washington. 

Many products which are commonly 
referred to as china are in reality pot- 
tery. Much hotel china really is a pot- 
tery product, and much of it is made in 
Ohio. 

Ohio’s industry has grownup around 
her clay beds, which furnish the raw 





— material for the industry. 











Making the Yaws Smaller 


NY experienced automobilist will realize that he seldom, if ever, really steers in an exactly straight line. 
He continually varies a bit to the left and then to the right, and a straight line would be the average 


between these variations. 


Merchandising, too, has its yawing. Unhappily it never has and probably never will be so scientific that 


it can steer a perfectly true course. 
it may not be made of metal. 


That steersman is none the less the product of human ingenuity. 


But merchandising does have its mechanical steersman, too, although 


It contains 


within it the Compass of Good Advertising and the Gyroscope-Stabilizer of Quick Turn-Over. Such a mechanical 


merchandising-steersman should be in every business. 
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An After Inventory Resolution 


Llew Soule, Editor HARDWARE AGE 
T this time of the year you should be taking in- 
A ventory and be trying not to forget the reso- 
lutions you made. And if you did not make 
one to become effective after the inventory, you 
should make it now. I am suggesting such a resolu- 
tion, also that you carry it out. 

What a painstaking task you should make of your 
inventory! Other than showing where you stand in 
dollars and cents, it provides a splendid opportunity 
for culling the dead wood from your shelves. Prob- 
ably this culling should be done more often than 
once a year, but if neglected at the annual inventory 
it is doubtful if it is done at all. 

Sometimes I watch the super salesman attacking 
the buyer tooth and nail in order to clinch the sale, 
and think if every merchant were as well versed in 
the art of buying as the salesman with his persuasive 
power there would not be the surplus of goods in 
stock for which you seldom have acall. Often times 
we buy a gross when a dozen would be sufficient, all 
because of that sense of false pride which keeps us 
from saying no. 


100 Cases of Soap 


At one time of my career I purchased a hundred 
cases of laundry soap at a special price, considerably 
lower than the cost of the advertised brands, with 
the idea of making it a head liner at six for a quarter 
dollar. The goods at the purchase price would 
have netted me a good profit, also seemed to me would 
make a sensational sale. But not so, I could hardly 
sell the soap at seven cakes for a quarter, not be- 
cause it was not a good soap, but from the fact it 
was not advertised in the leading magazines for Mrs. 
Brown and Mrs. Jones to read about the various good 
qualities connected with it. 

A short while ago I was called upon to help count 
the stock of a hardware store owned by two men in 
partnership. From what I could learn the business 
was handed down to them by their fathers, who were 
also partners and was originated by the grandfather 
of one of them. 

We commenced on the second floor of the building 
among the rakes, shovels and overstocks. Now, if 
you have ever rummaged in grandmother’s garret, 
you can form some conception of what we brought 
to light. The articles, some of which I have forgot- 
ten, were too numerous to mention. One thing in par- 
ticular that I fell in love with was three or four 
dozen of solid brass kettles of assorted sizes. I in- 
tended to buy two or three for old-time sake, but 
forgot to do so. Another item was ten or a dozen 
old ten-gage shotguns, the old-fashioned kind you 
lean on the crotch of a tree to shoot and look like a 
young cannon in comparison to the improved gun 
of today. 

Well, we reached the first floor and King Tut’s 
tomb had nothing on us when it comes to relics. 


There were drawers and boxes full of wood chisels 
with worm eaten handles, great large fellows used 
to plough and groove, also framing chisels and heaps 
of files, 16-in. square and round bastard and every 
other kind of bastard lying there for year after 
year. 

The last job was to count the show case in the wall, 
a show case it was called, but seemed like a catch- 
all as it required two solid hours to sort and classify 
the items we unearthed from the bottom. 

One of the proprietors requested we price each 
entry with the price code from the ends of the boxes. 
After we had progressed with the code for some time 
I discovered another price mark and found this to 
be the mark of their parents, now dead, and lo and 
behold we soon found one in hieroglyphics which 
proved to be grandpap’s price code and no one could 
decipher the thing. 

Well, we finished the job and prepared to start 
home. As the time drew near for us to depart the 
proprietors asked an old veteran hardware man who 
was one of the party, if he had any suggestions to 
make. There were a few remarks passed but nothing 
suggestive, and I had to keep silent as I was not 
asked. A sort of age before beauty. 

Now back to your inventory again. Make a list of 
all the merchandise which appears to be dead or 
slow sellers, put a special price on same, advise 
your clerks to push these goods or better still offer 
them small percentage on sales. Revise the list once 
each week and bend every effort to dispose of this 
stock even if you are obliged to trade dollars on it. 


One Inventory Record 


Of course, we all understand there are many trifles 
such as lock parts, pump accessories, keys and so 
forth, that all stores accumulate from year to year. 
Once in a while some one calls for some of these 
for which you scramble the contents of the drawer 
and maybe derive enough profit from the one sale 
to cover the actual worth of the entire container. 
But aside from all of such there are many articles in 
the modern hardware establishment that should not 
show more than once on the inventory records. 

There is a way to guard against some of this sur- 
plus stock and keep the dollars working in the proper 
channel. That way is by second thought and careful 
judgment when buying your merchandise. 

The only correct plan to use when purchasinz 
goods is to use the card system, showing from whom 
ordered, the date and quantity, also this method pro- 
vides a handy reference by which to proportion your 
future purchases. 

Make this your resolution. 

I will keep my stock clean, attractively displayed, 
marked with cost and selling price, also will dispose 
of all dead stock items showing on the inventory of 
nineteen twenty-five before ditto of 1926. 

Rancocas, N. J. E. L. OLDERSHAW. 
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H. M. Finch, Super-Salesman 


The Passing of a Remarkable Man 


By C. L. REIERSON, President, Remington Arms Co., Inc. 


N a recent issue of HARDWARE AGE there was a 
xz brief report of the death at his home in Austin, 

Tex., of H. M. Finch, who had traveled continu- 
ously in one territory for one firm and its successors 
for nearly half a century. This brief report stated 
that Mr. Finch “was 
universally respected, 
a splendid salesman, 
a remarkable char- 
acter . . . who had 
held his’ business 
throughout the many 
years of his life and 
was as strong at the 
finish as in the be- 
ginning.” All of this 
is true, but does not 
do justice to the un- 
usual career of a re- 
markable man. 

Mr. Finch was born 
in Covington, Ky., on 
Aug. 8, 1852, the son 
of Marcus Aurelius 
Finch and Amelia 
Frances Finch, nee 
Howell. In his early 
youth his parents 
moved to New York 
City, and there young 
Finch received his 
early education. Fin- 
ancial reverses hav- 
ing visited his fam- 
ily, he was compelled 
to leave school and go 
to work at the age of 
sixteen, and he then 
began his hardware 
career with the firm 
of Owens & Barkley 
of Maysville, Ky., 
where he worked for 
several years gaining 
excellent experience 
and training under 
the watchful eye of 
his uncle, Henry 
Barkley, a kindly but 
exacting superior. 

During these years 
his parents had moved to Chicago and there suffered 
losses in the great Chicago fire, as a result of which 
they moved to Galveston, Tex., young Finch accom- 
panying them in this move. Arriving in Galveston 
he entered the employ of Steele, Wood & Co. of that 
city, first serving as clerk and bookkeeper, later on 
starting out for that firm as traveling salesman, the 
beginning of a notable career. Galveston was at that 





H. M. Finch 


time the chief seaport and leading city of Texas, and 
was the natural market for a great portion of that 
State. 

Young Finch traveled throughout a great portion 
of southern Texas, his territory covering an area 
nearly as great as all 
of New England, most 
of it undeveloped. 
There were few rail- 
roads, and much of 
his traveling was nec- 
essarily done by stage 
and considerable of it 
on horseback. In 1878 
Steele, Wood & Co. 
failed, and Mr. Finch 
was compelled to seek 
other employment. It 
had happened that E. 
C. Simmons, who had 
but a few years previ- 
ously founded the 
Simmons Hardware 
Co., had made a busi- 
ness trip to Texas a 
short time before the 
failure of Steele, 
Wood & Co., and Mr. 
Finch had met him in 
Galveston and had 
been impressed by 
and attracted to him. 
It came about quite 
naturally -that he 
should seek employ- 
ment with the Sim- 
mons Hardware Co., 
and he entered their 
service on June Il, 
1878, returning to his 
old territory in Texas 
where he represented 
that company and its 
successors, the Win- 
chester-Simmons Co., 
so ably until his 
death on Dec. 4, an 
unbroken representa- 
tion on one territory 
for about 4742 years. 

During all those 
years Mr. Finch served his employers with intense 
enthusiasm, devoted loyalty, unceasing effort, untir- 
ing energy and unusual ability. A strong bond of 
mutual respect, confidence and friendship between Mr. 
Finch and Mr. Simmons soon came into being and 
continued without interruption until the death of 
Mr. Simmons some years ago. Knowing both of those 
unusual men well, I am confident there was never a 
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moment when either lacked in confidence and appre- 
ciation of the spendid qualities of heart and mind of 
the other. Theirs was, indeed, a beautiful friendship. 
I know that Mr. Finch felt a keen sense of personal 
loss at the death of Mr. Simmons. 

It was with deep regret that Mr. Finch saw the 
passing of the old Simmons Hardware Co. He had 
served the old company and the family at the head 
of it so long and so loyally and conscientiously that 
any change seemed to be to him a matter for personal 
regret and sorrow. That feeling, however, in no de- 
gree affected his loyalty to the new company or his 
determination to contribute by every means at his 
command to make it a success. He brought with him 
to the new company all the enthusiasm, zeal and loyalty 
which had previously characterized his representation 
of its predecessor and which had made him so suc- 
cessful, and he maintained that attitude to the end. 

He loved his work. Undoubtedly that was the secret 
of his great success as a salesman. Calling upon his 
old friends of the hardware trade was to him a pleas- 
ure. Selling hardware was to him a succession of 
pleasant visits from town to town and from friend 
to friend. He derived great satisfaction from the 
prosperity of his customers. He was often helpful 
to them in deciding perplexing questions and with 
suggestions and advice. Many of them had so much 
confidence in his judgment and friendly interest that 
they made no important changes without first seek- 
ing his counsel. 

He kept up with the times. So many salesmen of 
the old school have failed to terminate their careers 
successfully due to their inability to keep pace with 
the more modern trend—with the natural changes in 
business and in methods—that it is notable that in 
the case of Mr. Finch that notwithstanding advancing 
years he was able to visualize and to. interpret these 
changes, and even to foresee them and to adapt him- 
self to them, thereby remaining an outstanding suc- 
cess to the very end of his career. 

As his years advanced and his strength failed, in- 
stead of giving up or letting down, Mr. Finch drove 
himself to greater effort, at times overtaxing his 
physical strength unreasonably in his enthusiasm and 
desire to “hold up his end’ as he had always previ- 
ously done. He could not gain his own consent to 
give up the work he loved so well, and while he 
weakened physically with increasing years, his spirit 
to the very end was that of ambitious youth, never 
hesitating at any obstacle, ever persevering, untiring, 
enthusiastic and loyal to the very end. 

Mr. Finch’s original territory, an empire in area, 
gradually diminished with the growth and develop- 
ment of Texas, and with the necessity of calling more 
frequently upon the trade he served, but in general 
he covered the one territory throughout his long 
selling career. With the development of the country 
there came many improvements —and some evils— 
among them the price-cutting salesman. Mr. Finch 
always deplored the latter day trend of selling mer- 
chandise by price-cutting methods. He staunchly 
maintained that good merchandise was worth an 
honest price, and he encouraged and urged his cus- 
tomers to secure fair and reasonable profits, believing 
that in no other way could they be successful. 

He was a keen sportsman. His favorite recreation 
was fishing, hunting and camping. It has been my 
privilege to accompany him on outings of that nature, 
and his genial spirit, ever bubbling enthusiasm and 
great love of nature and the out-of-doors, made him 
a delightful companion. Nothing gave him more 
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pleasure than a camping trip on some mountain 
stream where fishing was good, accompanied by a few 
of his friends and, whenever possible, by his sons, 
to whom he was devoted and of whom he made real 
companions. 

Mr. Finch was married Jan. 3, 1878, to Miss Mary 
Stanley Phister of Maysville, Ky., and to this union 
there were born four sons. He is survived by his 
widow and two sons; Herbert H. Finch, now con- 
nected with the hardware jobbing firm of W. H. 
Richardson & Co. of Austin, Tex., and Stanley P. 
Finch, also of Austin. 

When I joined the Simmons Hardware Co.’s forces 
as a mere boy it was customary for young salesmen 
—beginners or “cubs’”—to be sent to travel for a 
time with successful salesmen for training, and Mr. 
Simmons sent me to Mr. Finch to be taught how to 
selt hardware. Nothing more fortunate ever happened 
to me. Nowhere else could I have received better 
training. No matter how long our days may have 
been, no matter if we needed rest and sleep, orders 
had to be written and—if possible—mailed the same 
day they were taken. I did the writing of orders in 
the manifold order book while Mr. Finch called off 
the items, stock numbers and prices. Now I can 
realize that in the aggregate I deprived him of many 
hours of rest by the questions I asked about the 
different items he sold, why he sold “this” instead of 
“that,” and he never lost patience in explaining thor- 
oughly. That was many years ago. Yet, today Time 
lifts the curtain of the years that have passed and 
permits me to see again as clearly as if it were all 
quite recent in review and retrospection those won- 
derful months spent with Mr. Finch during which I 
learned to know and to love him. 

Simmons then had wonderfully able representation 
in Texas—a remarkable quintet of salesmen, there 
being, besides Mr. Finch, Col. William Enders, known 
and beloved of the hardware trade everywhere and 
now vice-president of the Winchester-Simmons Co.; 
then there was P. D. Preston, now head of the sales 
department of the Collins Axe Manufacturing Co.; 
Frank B. Markle, now head of the Texas Carnegie 
Steel Co. in Galveston, and Frank D. Robertson, who 
gave up the sales end to take charge of Simmons’ 
sporting goods department at headquarters in St. 
Louis. All were splendid salesmen and all justly had 
many staunch friends in the hardware trade. The 
aggregate sales of those men amounted to a tremen- 
dous total for those times. Mr. Finch was the first 
of the five to begin traveling in Texas, and the last 
to relinquish his territory, and then only in response 
to the final Call. 

Mr. Finch was scrupulously honest and upright in 
all his dealings. Below the average in stature he had 
the courage of a lion. Physical or moral fear he did 
not know. Deceit and subterfuge he despised. He 
met all issues squarely and fearlessly. He was frank 
and plain spoken, and his attitude on any subject could 
always be defined, yet he had abundant tact and could 
ease over a tense situation without giving offense 
and yet without sacrificing right or truth. Friend- 
ships meant much to him. They were prized and 
jealously guarded. To him a friendship was a sacred 
trust—at once a pleasure and a responsibility. No 
man in the great domain of Texas had more friends 
or truer ones. He was generous, uniformly kind, 





(Continued on page 101) 
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ILL was a darned good fellow, but they told me 
he couldn’t handle the trade of women cus- 
tomers. And wher I wanted to know why, they 

told me it was because he couldn’t seem to get it 
through his head that the women don’t enjoy being 
waited on by a man in his shirt sleeves. So Bill lost 
trade for his store and lost his job for himself. 

* *% * 

An Atlanta dealer says something that will meet the 
approval of all hardware salesmen: 

“Salesmen should not be expected to work always 
for a certain salary simply because they are making 
no complaint about their pay. I believe in recogniz- 

_ing a man’s worth and paying him as much as you 
think he is worth to your business.” 

A Detroit dealer has this to say: 

“T am a firm believer in paying a salesman the limit 
one can afford in keeping with the profit of one’s busi- 
ness. Nothing can be a greater stimulus to a man’s 
best efforts than the evidence of appreciation shown 


by liberal compensation.” 
% * * 


HE other day I read two long columns of ‘“‘Don’ts”’ 
for hardware salesmen, and I couldn’t help think- 


ing what a fine thing it would be if the employers 
of salesmen would read all these “don’ts” and apply 


them to themselves. 
You know the kind of “Don’t” advice freely passed 


out to salesmen: 
Don’t have a lot of hangers-on around the store. 
Don’t brood over your troubles during business 


hours. 
Don’t try to beat competitors by knocking them. 
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Don’t fail to study yourself. 
Don’t think it necessary to talk loudly in order to 


be impressive. 
All good stuff for the boss to apply to his own case. 


* x * 


It is a wise and foxy salesman who can interest the 
people he meets socially in coming around to see where 
he spends his daytime hours, and do it without allow- 
ing those same friends to become store visitors and 


even loafers without becoming store customers, ! 
% « * 


HE school of experience may be a good school but 
Tit teaches so slowly that mighty few ever gradv- 
ate, unless they put in a lot of time on the side 
studying whatever books and periodicals they can find 
that tell about the experiences of others. I will leave 
it to any reader of HARDWARE AGE if he hasn’t often 
learned more out of one issue in an hour of reading 
than he might learn in a week of experience. And 
that’s not all, for a man may learn things today from 
reading that he might not learn by experience until 
ten or fifteen years from now. 
*% ¥& * 

An earnest and enthusiastic member of the Chamber 
of Commerce in an Ohio city—well, it was Marietta, if 
you must know—took home a big mail order catalog. 
He wanted to show it to his wife and explain to her 
the effort that was being made to discourage buying 
from the catalog houses. He warned her against the 
cheap merchandise supplied by such concerns and he 
convinced her by instances chosen from the pages of 


the catalog. 
(Continued on page 48) 
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A Small Town Hardware Dealer Built This 


The window 
not only arous- 
ed admiration 
but it sold hunt- 
ing supplies, ete. 


store windows, and this seems to be particu- 

larly true of hardware windows, is that they 
are apt to have a certain sameness and be more or 
less prosaic. In other words, a window that is un- 
usual is sure to attract attention. 

Of course, the prime motive of any window is to 
sell more merchandise and a display may be unusual 
and attract attention to a point where it really de- 
tracts from the goods it is supposed to sell. There 
is, however, a happy medium and the successful win- 
dow trimmer is the ene who can display his merchan- 
dise in such a way that it merely points back to the 


goods. 


() criticism that can be made of most retail 





A. J. Hoffman of Murray, Iowa, is one man who 
trims his windows with all the thought and care of 
a scenic artist and it is always his endeavor to give 
his merchandise a proper stage setting in the win- 
dow. 

A recent hunting goods window of Mr. Hoffman 
serves to illustrate the novelty of arrangement which 
he achieves and the pains he goes to to get the re- 
sults he wants. 

The window, showing a hunting scene, had a 
miniature mountain in the background. This moun- 
tain was made of odds and ends of crate material, 
nailed’ together in a more or less haphazard fashion 
and covered with burlap and then painted in nature’s 





The Man Behind the Counter 


(Continued from page 47) 


But, unfortunately, he did not take the catalog back 
with him when he returned down town. That after- 
noon friend wife called in a neighbor and together 
they made out a nice fat order and sent it off, select- 
ing their merchandise from the catalog intended to be 
a warning. 

There is nothing to the plan of telling people where 
they ought not or must not buy. While you are tell- 
ing people where not to buy, the fellow who tells them 
where to buy walks off with the business. 

- *% * 


YOUNG man employed in a hardware store felt 
that he was working there only until something 
better turned up. To be honest about it, he felt 
a little above the retail hardware business, and hoped 
to get into something he thought was more genteel or 


gentlemanly, or I don’t know what. Anyway, he had 
that sort of a feeling. He didn’t think it worth while 
to make any effort to become successful at selling hard- 
ware, because wasn’t he going to get a position in a 
jewelry store as soon as he could? 

He applied to the jeweler whose store he thought 
would be the best place to work, the “Tiffany’s” of his 
city. What did the jeweler tell him? Why, he said: 

“When you have got to be the best hardware sales- 
man in your store, come to me and I[’Il hire you.” 


% * * 


It was Rudyard Kipling who wrote this little rhymed 
bit of warning for the man who likes to pat himself 
on the back: 

“If you stop to consider the work you have done 

And to boast what your labor is worth, dear; 

Angels may come for you, Willie, my son, 

But you'll never be wanted on earth, dear.” 




















ie “% - 
TREAD AS yy? 4 

mors Sh, ca se 
wy ka RE 














. ang tee 
east ee ‘es 


























January 14, 1926 


HARDWARE AGE 49 


Window of Materials in His Store, Chiefly Scraps 





winter colors. The finished result was a good imi- 
tation of a mountain scene in shape and color. 

After the “mountain” had been placed in the win- 
dows the rocks and boulders of various sizes were 
built. Branches of pine-and cedar stuck around to 
fill any spots at the back. 

A striking effect was obtained by cutting out the 
colored pictures of birds and animals from the am- 
munition companies’ posters and pasting them on 
sheets of window glass and setting them upright 
around over the rocks and “mountain.” 

In the foreground a large sheet of polished zinc 
bordered with an irregular line of sticks, moss and 
stones, made a realistic lake on which was placed 


The Mountain 
is built of 
crates, and the 
decorations are 


from posters. 


foe 
ey _* 


a cut out of a hunter in a boat, also mounted on 
glass. A large log standing at the edge of the lake, 
with a slot in the top, formed an excellent base for 
another sheet of glass on which was pasted pictures 
of a bevy of quail, looking as if they were in full 
flight. 

Around through the window were scattered a few 
guns, boxes of shells and other hunting parapher- 
nalia. Of course it was quite a bit of work to get 
up this window, but it was different and it attracted 
attention and, what is still more to the point, it sold 
hunting goods. 

Murray has a population of about 900. 





There were plenty of soldiers in France who be- 
lieved that they were in no danger from bullet, 
shrapnel or shell until that one came along which was 
foreordained to get them. Napoleon once said to a 
soldier who ducked as a cannon ball went over his 
head: ‘“‘My friend, if that ball were destined for you, 
though you were to burrow a hundred feet under- 
ground it would find you.” 

That sort of belief may be all right in war, but it 
will not work out in the retail hardware business. If 
you sit back and wait, with the idea that when you 
are due for success, success will hit you, you will be 
waiting still when the only thing due to hit you is a 
shot of embalming fluid. 

They used to say, “Everything comes to him who 
waits.” That is no longer believed, even by the pseudo- 
intellectuals and near-intelligentsia who think they 
can deride a man no worse than by calling him a “‘Go- 
getter” or a “Babbit.” 


“George is a rubber-stamp salesman,” said a hard- 
ware man to me in referring to one of his men. 

“T didn’t know you carried rubber stamps,” I replied. 

“We don’t—not the kind you mean. What I mean 
is that George has just one cut-and-dried remark he 
makes about the goods when he shows them. If it’s 
a saw, “‘That’s some saw,’ says George. He’s through 
Saturday night.” 


* * *% 


Mary had a little plan, 
It fleeced the merchants, so 
Everywhere that Mary went 
The plan was sure to go. 


She helped herself to goods each day— 
Shoplifting was her rule. 
The merchants did not laugh and play; 
They caught the little fool. 
—Hardware Mother Goose. 
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Aluminum Ware Brightens 


Dull 
Winter 
Days 


This is a sugges- 
tion for an after 
Christmas window, 
to bring the trade 
back from the gift 
season to the three 
meals a day basis. 


T seems to be the usual habit that after the 

holidays most hardware stores assume that 

business in all lines will be markedly dull. 
But due to this condition doesn’t it appear logical 
that a dealer who makes a special effort to do 
business will be fully repaid because there is less 
real selling competition with which to contend? 

Before we go any further, let us make a brief 
analysis of the Christmas shopping. Of course, 
as far as the hardware store goes, most every- 
thing sold is a gift of utility. But as a whole, 
much of the Christmas shopping centers around 
novelties and luxuries. 

It is in the heat of this tense holiday buying 
that many people pick up miscellaneous items as 
though their motto were: “Gifts to be appro- 
priate must be impractical—something the reci- 
pient would not think of buying himself.” Then, 
too, shoppers do little personal buying—perhaps 
they haven’t time or maybe they feel it is con- 
trary to the Christmas spirit. At any rate, the 
buying of the unusual, the fancy and the specialty 
to a noticeable measure exists. 











The logical conclusion is that after the Christ- 
mas season most all buying will turn to staples. 
Many department stores have established enviable 
selling records in January and February by con- 
centrating on staple merchandise. 

Hardware stores should no longer take for 
granted that mid-winter will be an entirely dead 
season—they should not be content to let busi- 
ness drift as it will. They should actually sell 
goods. 

In the hardware stores, of course, there are 
many items that should sell well after the Christ- 
mas season. It would be hard to conduct a real 
fine analysis and pick out any particular item 
and say this is the best item to feature. 

However, it is easy to see that the window 
display of aluminum ware shown here has struck 
upon a very appropriate subject for the post 
holiday business. Let us see if it measures up 
to the standard of a staple commodity. To get 
right down to brass tacks three meals a day are 
perhaps more essential than anything else. And 
three meals a day mean cooking and baking every 
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day. Therefore, cooking utensils are always 
staple commodities for a hardware store to fea- 
ture. Right in the dead of wmter they are 
especially appealing because appetites are usually 
keener in cold weather. The response from 
families whose old utensils need replacing or who 
need new items or more modern ware will be 
ideally favorable. 

But aside from the subject of the display being 


admirably suited for featuring during the winter 


months, there are a few special points in the 
window reproduced here worthy of mention. 

First of all the display is pleasing to look at 
and a real attention-getter. Then—and this is 
perhaps the keynote of the theme—the display 
appeals to the appetite. It is a cold weather 
display and items for preparing genuine cold 
weather meals are featured prominently espe- 
cially on the central display stand. Note in 
particular, on the lower shelf, the pancakes that 
were actually baked on the griddle featured in 
the window. 

A small card beneath them reads: “Baked 
without grease—more digestable.”’ 

In the central foreground is a tray containing 
a plate of pancakes, a syrup pitcher and a griddle 
cake cover. In addition, such items as a fork 
and knife, a sugar bowl and a cup and saucer are 
used to make the setting as realistic as possible. 
An individual percolator is set immediately to 
the right of the tray, a pancake turner to the 
left and a mixing bowl to the rear. What a fine 
suggestion this central unit, as a whole makes! 
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The right-hand side features baking utensils. 
The lower shelf shows three bread pans with 
three evenly browned loaves of bread demon- 
strating the even heat distribution of aluminum 
ware. 

On the stand at the left we find cooking utensils. 
Carrots are used on the lower shelf, near the 
sauce pan, to suggest one of the many uses vs 
these types of utensils. 

From the setting so far described, we els a 
display with an intense and a strong appetite 
appeal. The arrangement of the display stands 
used forms a semi-circle that concentrates atten- 
tion and conveys one basic unified appeal— 
“Aluminum utensils for good hearty mid-winter 
meals.” A single appeal is always stronger than 
a confusing variety. 

Among the other. good points of the display, 
in addition to the appetite appeal, we have a 
nicely balanced effect with the merchandise well 
elevated, accomplished by the use of the window 
display stands. 

The display in general is simple—the only 
special effort required to carry it out.is the .ob- 
taining of the food. -Altogether the value of this 
material is only about $1.50—surely a very small 
advertising investment considering the effect it 
makes on the passers-by. 

In putting in window displays like in every- 
thing else, you get only out of it what you put 
into it. You must do a little of the unusual to 
stimulate sales in dull seasons. 








Certainty, Enthusiasm, Success 


attributed to David Crockett: “Be sure you are right, then go ahead.” It matters com- 


FTER all, there is a heap of boiled-down, concentrated common sense in that old saying 


paratively little, in the long run, how little praise and profit there may be in the begin- 
ning if only one may be sure he is really on the right track. 


Somebody recently asked Dr. Lee DeForest, the inventor of the “audion” vacuum tube, 
which has made popular radio possible, how he stuck it out through years of near-poverty to 
bring his idea to fruition. He said: “You get what you want if you stick to it. I spent 
twenty-three years of experimenting and pioneering, almost with no reward, before things 
began to come right for me. But discouraged? No. I knew that I had something good, some- 
thing that people would want eventually. I wasn’t worried.” 


There is a great big lesson there for the salesman on the road, the man behind the counter 
and the man behind the desk. They say: “You can’t keep a good man down.” You can if he 
is off on the wrong start and knows it. But no one can keep down the man who has an idea 
that is really worth while, who knows that it is worth while and is proud of it. 


This matter largely resolves itself into Enthusiasm. We cannot be enthusiastic over what 
we do not thoroughly believe in. We cannot be really successful without that enthusiasm. Dr. 
DeForest had it to such a degree that he was complacent. He was so sure he was right that he 


did not even worry. 
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The A. B. C. of Future Buying 


By Saunders Norvell 


7R. A. C. LAROWE, a retal hardware mer- 
’ chant of Morenci, Mich., in the December 
31, 1925, issue of HARDWARE AGE, writes a 
, very good article from the point of view of 
the retail hardware merchant on the subject of future 
buying. I have very carefully read Mr. Larowe’s let- 
ter and I am afraid in my article to which he refers 
that I did not write my argument on future buying 
with sufficient clearness. If Mr. Larowe did not 
grasp the trend of my argument, there must be other 
retail merchants who have also missed the point. 
Therefore I am writing this article partly covering 
former ground, simply with the end in view of making 
my line of thought clearer, especially to the retail 
hardware merchant. I consider this problem of future 
buying of so much importance and interest, not only 
to retail merchants, but also to jobbers and manufac- 
turers, that the space and thought given to the sub- 
ject are well worth our while. 


* * * 





I wish to maxe it clear that I am not writing on this 
subject in the interest of the manufacturer or jobber. 
I can grasp the point of view of the retail merchant 
just as well as I can that of either manufacturers or 
jobbers. Mr. Larowe inquires rather pointedly as 
to what I know about the retail hardware business. 
Permit me to inform Mr. Larowe that at one time I 
was a silent partner in a retail hardware store. For 
ten years as a hardware salesman I spent the larger 
part of my life with retail hardware men discussing 
retail hardware problems, not with one dealer, but 
with many dealers. With your permission, I will 
digress at this point to remark with a smile and a 
twinkle of the eye that when the head of my house 
learned that I was half-partner in a retail store on 
my territory, he gave me the option of selling out my 
interest in the retail hardware business or of resign- 
ing my position as a traveling salesman. He informed 
me that no man can successfully serve two masters. 
With considerable reluctance, I sold my interest and, 
I may add, I also had much difficulty in getting back 
the cash I paid for this interest! 


* % % 


There has been a lot of discussion about the cost 
of distribution. Books and pamphlets have been 
written on this subject. There have been endless 
articles in trade journals. Our good friend in Wash- 
ington, Mr. Hoover, has had a great deal to say and 
write about the excessive cost of distributing goods 
in these days. His able assistant, Mr. Julius Klein, 
has sent me some exceedingly valuable pamphlets on 
the subject of distribution and I have consumed the 
midnight oil in reading them. Speakers at conven- 
tions of manufacturers, jobbers and retailers have all 
held forth on the idea that it was costing too much 
to distribute goods and that this cost of distribution 


must be reduced. 
- * ~~ 


Manufacturers have asserted with dignity that the 
cost of distribution on the part of the jobbers and of 


the retail merchants was entirely too high. Jobbers 
have asserted with great dignity that the cost of dis- 
tribution on the part of manufacturers and retailers 


was entirely too high. Retail orators—and they have. 


some good ones—have asserted with great dignity that 
the cost of distribution on the part of manufacturers 
and jobbers was too high. In other words, a careful 
analysis of all that has been said by the three branches. 
of the trade leads one to the conclusion that each con- 
scientiously thinks that the other two links in the 
chain of distribution are very expensive and inefficient 
in their methods of distribution but, on the other 
hand, not one has suggested that his own cost of dis- 
tribution might also be subject to investigation and 
criticism ! 
* * * 

Now, in thinking about this problem of future buy- 
ing, I have not considered the advantage of any one 
of the three links in the chain of distribution, nor do 
I desire to criticize any one of these three links. I 
have been trying to look at the cost of distribution as 
a whole. I have been trying to think on the basis of 
what it costs to carry and sell a manufactured item 
from the factory where it is made to the point where 
it is tied up and delivered to the consumer in the re- 
tail store. I have been trying to figure out whether 
future buying or hand-to-mouth buying reduced or 
increased this cost from the manufacturer to the con- 


sumer. 
* * * 


Following this line of thought, it does not make 
any difference whether the cost of distribution of the 
manufacturer or the jobber or the retailer is increased 
or decreased. The only point about which we must 
think is whether the total cost of the expense of dis- 
tribution of these distributors, when added together, 
is increased or decreased. In the effort to be clear, 
let us suppose, eliminating all profit and dealing only 
in costS’ of warehousing and selling, that the total cost 
for this service from the manufacturer to the con- 
sumer on a certain item is 70c. Suppose the manu- 
facturer’s cost is 20c., the jobber’s 20c. and the re- 
tailer’s 30c. Now, suppose hand-to-mouth buying 
should reduce the retailer’s cost 5c. His cost then is 
25c. but, on the other hand, suppose this method of 
buying should increase the jobber’s cost 5c., making 
his share 25c., and should increase the manufacturer's 
cost 5c., making his share 25c. Then our total cost 
of distribution, instead of being 70c., is 75c., a loss 
to the public of 5c. 


% * * 


My argument is that hand-to-mouth buying, when 
all the factors following this method of buying are 
carefully considered, has not reduced the retailer’s 
cost of doing business but, on the other hand, it has 
definitely increased the cost of distribution, both to 
the jobber and the manufacturer. I will outline my 
reasons for this conclusion as follows: 


* + 


The retailer in figuring his saving from hand-to- 
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mouth buying counts mainly on two things, viz., his 
saving in capital invested and the risk he runs in over- 
stocking when he buys futures. As far as the saving 
of capital is concerned, that is largely imaginary be- 
cause he buys his futures with a dating. This dating 
is arranged and planned to offset his capital invest- 


ment. 
o * a 


The point I made in my previous article in regard 
to over-buying is that an intelligent retail dealer 
knows about how many seasonable goods he requires. 
Suppose, for instance, on wire cloth he knows his 
average sales per annum over a period of years 
are 6 cases or 36 rolls. Then he certainly is not 
taking much of a chance if he buys 4 cases or 24 
rolls ahead of time. He can buy the other 12 rolls 
as he needs them. If he should follow such a plan 
of placing immediate future orders, he runs little 


risk of overstocking. 
* * * 


As to the price: Mr. Larowe suggests that if a 
retailer does not place futures, he may buy cheaper 
later in the season. This argument over a period 
of years is not worth very much because, on the 
other hand, he may be compelled to pay higher prices. 
However, beyond this, all retailers know that when 
they place future orders with their jobbers, the price 
is practically and morally guaranteed. What jobber 
could hold the business of a retail merchant if he 
sold him futures at a high price and if, when the 
time of shipping came, the goods were lower in 
price? I know from my own experience as a jobber 
certain cases where we sold goods at certain fixed 
prices. When the shipping time came, the price 
was lower. In every instance the price on all the 
orders was changed. It is, of course, a “Heads. I 
win; tails, you lose” arrangement when goods are 
bought at a price and when, if they advance, the 
retailer derives the “benefit, but when, on the other 
hand, if they decline, he is protected. Just the same, 
that is the basis on which every first-class jobber 
in the country must sell his goods in order to hold 


his customers. 
te * & 


But, above and beyond all these considerations, 
think of the valuable time that is lost to the re- 
tail dealer in placing his frequent little orders in 
fractions of a dozen. The average retailer is de- 
voting his very best talent these days to placing 
these little orders when that same talent could be 
more profitably occupied in giving more time and 
thought to the selling end of his business. The 
great successes in this country in merchandising have 
all been made in the selling end of the business. 
Just show me one concern that has ever, by its close 
buying, made itself rich. Is it the close buying of 
The Standard Oil Company that has placed them 
at the top in the oil business? I think not. Naturally 
they are close buyers, but I believe their success 
is due more to their selling organization. The Stand- 
ard Oil Company. I am sure, has devoted more 
thought to distribution than they have ever devoted 
to their buying. I am sure the best brains in The 
Standard Oil Company are the distributing brains. 
Why are there selling depots all over the country? 
Why tank cars? Why tank ships? Why delivery 
wagons? All’this immense investment, all this time 
and thought? To facilitate distribution. I might, 
if time and space did not forbid, refer to a number 
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of the other leading industrial organizations in this 
country. While, of course, they try to buy right, at 
the same time, the point I.am making is that most 
of their thought and their very best ability is de- 
voted to service and distribution. 


ee = = 


Think of all the little freight, express and parcel 
post packages that come to the retail store as a re- 
sult of hand-to-mouth buying. Who pays for these 
small charges? Who pays drayage for a few pounds 
when a larger shipment could have come at the 
same price? Stop and think of the endless accumula- 
tion of little expenses that follow in a retail store 
from hand-to-mouth buying. Stop and think also— 
and this is a loss in business that is never figured— 
of the loss caused by being out of goods. When a 
retail merchant buys futures with a dating, he has 
the goods and can fill orders before he pays for them, 
but when he is trying to run his business on a shoe- 
string investment, he is constantly losing money by 
being short of goods. The public is becoming very 
weary, when a merchant is short of the goods they 
want, of being told that he will order these goods 
for them. The mail order house is placing future 
orders. They are not short of the goods. The chain 
store is placing future orders. They accumulate 
stocks in advance of the séason. They are not short 
of goods. 


* + 


I estimate that about 40 per cent of the buying of 
the average retail store should be futures. Sixty per 
cent of the buying is what might be called regular 
stock. Now, if hand-to-mouth buying is to be the 
rule, will anyone be bold enough to state that it is 
cheaper for the manufacturer to ship this 40 per 
cent direct to the jobber, have the jobber pay the 
drayage to his warehouse, put them in stock, break 
boxes and then re-ship them in broken lots as needed 
to the retailer; or is it cheaper and more economical 
for the jobber to take these orders through his sales- 
men, send them to the manufacturer and have the 
manufacturer ship the goods direct to the retail mer- 
chant? In one case there is a heavy increase in 
freight charges, extra drayage charges and a lot of 
extra labor. In the other case, all these unnecessary 
and superfluous motions are cut out. 


* + 


Every hardware man knows that in every year’s 
business there are six very busy months and six 
dull months. There are three busy months in the 
spring and three busy months in the fall. Now, ac- 
cording to those who believe in the retail dealer’s 
theory of hand-to-mouth buying, if a jobber desires 
to hold the retailer’s business, he must accumulate 
and have on hand a sufficient stock of seasonable 
goods to take care of the retail merchant’s orders 
when they all come at once at the height of the short 
season. The jobber must not only have the merchan- 
dise to take care of this peak business, but he also 
must have the space, the warehouse room and a suffi- 
cient number of employees to do the work. He must 
invest the capital to carry the load or he himself 
must buy his goods with a dating from the manu- 


_ facturer and pass this carrying load on to the maker 
of the goods. Money today is very cheap. Carrying 


of merchandise on the part of large merchants should 
not cost over 5 per cent per annum. That is the 
simple end of the problem. The jobber, however, 
cannot afford, on the slim margin of profit on these 
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seasonable goods that are usually sold as futures, 
to have the warehouse space and especially the force 
of employees to take care of the peak load of business. 
If the jobber has enough employees to take care of 


this peak, then he has too many employees during 


the dull six months of the year. It is not feasible, 
nor is it possible, to pick up extra employees just 
for a two or three months’ rush in the spring and 
the fall. It takes a certain amount of training and 
knowledge on the part of employers to handle this 
business. Besides that, we are not suffering in this 
country from unemployment and it is not possible on 
short notice to pick up even fairly good people for 


a temporary job. 
* * * 


Consequently, what has happened? The jobber, 
as his customer is buying from hand-to-mouth, has 
also, in a very large measure, adopted the same policy. 
The jobber, forgetting the main reason for his ex- 
istence, which is to act as a distributor of goods, is 
allowing his stock to run down and is passing the 
buck to the manufacturer. 

* * * 


So to be an ideal manufacturer under this hand- 
to-mouth method of distribution, the maker of the 
goods should do all the guessing as to the year’s 
business. Of course, he has his previous years’ rec- 
ords. He then should go out into the market with- 
out any orders on his books and buy his raw material. 
He should work his factory full time and place in 
his warehouses full stocks to take care of the expected 
demand. He should organize his stock clerks and his 
shipping clerks so he will have no difficulty in handling 
the peak load of the business when it comes. 

¥* * % 


Now, just how he is to du this economically is for 
the manufacturer to work out. To take care of the 
peak business, he must have a very large force of 
employees. What is he to do with them in the dull 
times? It is also impossible for him to pick up tem- 
porary help to use during the rush. Under the cir- 
cumstances, the conservative manufacturer will adopt 
a middle course. He will only manufacture a certain 
quantity of goods in anticipation of the demand. He 
will only employ a certain number of men to handle 
the business. Therefore when the big rush comes 
from his jobbing friends, he naturally will not be able 
to take care of the business promptly, he will miss 
sales; the jobber, not being able to have his orders 
filled, will be short of goods and then miss sales; 
the retail merchant who orders from hand-to-mouth 
will also find that he cannot get satisfactory service 
at the peak of the season. That is about the logical 
thing that will happen. 


aa * a 


However, let us suppose, on the other hand, that 
both the jobber and the manufacturer, in their en- 
thusiastic zeal to give service to the retail trade, de- 
cide to have full stocks and a complete organization 
to take care of the peak load at the height of the 
season. Naturally, doing this will cost a lot of extra 
money. Who is going to pay the interest on the in- 
vestment on raw materials, on accumulated stock, for 
extra warehouse space, for extra employees? All this 
must come out of the pockets of the jobbers and manu- 
facturers. If it comes out of their pockets and if 
they are figuring their cost of doing business cor- 
rectly, in self-defense they must add these extra ex- 
penses to their costs. The goods will cost more under 
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this system. Therefore they will ask the retailer a 
higher price. There is no other way out. 
* * * 


Take the time factor. The salesmen of manufac- 
turers and jobbers are employed by the year. The 
retail merchant is supposed to be in his store all 
the year round. With the system of futures, the 
buying and selling can be done in the dull periods 
of the year. Forty per cent of the selling and buying 
work of the salesmen and retailers can be got out 
of the way in the dull months so they will both have 
clean decks for active work on other lines in the busy 
months. Under the hand-to-mouth system, all of this 
buying and selling must be done along with the other 
regular and usual buying and selling in the busiest 
months of the year. Is this economy in time? We 
cannot see it. 

* * * 

There is another angle to this argument which 
one must be rather broad to accept—at least, the re- 
tail merchant must be broad-minded to see and accept 
it. Please remember, however, that my argument is 
not in favor of one division of the trade or the other. 
Let me repeat, as I said when I started this article, 
I am only thinking of the total cost of distribution 
as it lies between the factory and the consumer. I 
do not care who stands it. All I am figuring out is, 
what is the cheapest way to send the goods from the 
manufacturer to the consumer? There are about 
25,000 retail hardware stores in the United States. 
These stores are mostly in small towns where rents 
are very low and the average retail dealer, especially 
in the smaller places, which are in the majority, has, 
or can get, a great deal of very cheap space. On the 
other hand, manufacturers and jobbers are established 
usually in cities where warehouse space is very ex- 
pensive. If there must be a storage of goods in an- 
ticipation of the approaching selling season, it is 
economically cheaper to have these goods waiting and 
stored all over the country in the small towns where 
space is cheap, than to have them stored in the large 
cities where both space and wages are much higher. 


* * * 


We cannot eat our cake and have it, too. Here 
in New York City, two great drug jobbing houses 
attempted to give wonderful service to the retail 
trade without enough profit to cover this service. 
Little drug jobbers had sprung up all around New 
York. In order to compete with these little fellows, 
the big jobbers were making daily deliveries free of 
charge within a radius of 50 miles from New York. 
Everything was lovely and the retail merchant called 
up his jobber, “raising Cain” if his goods, ordered in 
the morning, were not delivered that night. Both 
of these large jobbers in New York City were also 
manufacturers. They discovered that they were meet- 
ing heavy losses in their jobbing business. Within 
a year both of them stopped jobbing and liquidated 
their jobbing stock. They voluntarily gave up an an- 
nual business of $10,000,000. At this time there 
are not enough jobbers to properly take care of the 
drug business in New York City. It is an actual 
fact that the remaining jobbing houses have a wait- 
ing list of customers. A dealer has to show an ex- 
cellent record for payments in order to have the privi- 
lege of buying from them. Not only that, but when 
one of these remaining jobbers considers the applica- 





(Continued on page 100) 
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Shain Display Boosts Accessory 
Sales 


be made, after a man acquires a new car, is a set of 
chains and, in addition, there is a continued number 
of replacement sales due to loss, hard usage and 


OME hardware dealers, like most other human 

beings, are apt to spend considerable time rail- 

ing against adverse conditions, real or imag- 
inary, when the same amount of effort directed in breakage. 
a constructive campaign would do much toward over- In spite of the fact that the dealer invariably 
coming the cause for complaint. For example, some equips his own pleasure car and delivery truck with 
hardware men are busy commenting on the fact that chains, he apparently sometimes fails to appreciate 
automobiles are being more completely factory that there is a good volume of sales attainable to his 
equipped and that there is no chance to make sales customers by proper pushing. However, the Albion 


x ERS 


y a? "= + 
; ~ 





Hardware Company, Albion, Ind., took the oppor- 
tunity the week or two before Christmas to call at- 
tention to their chain stock through an attractive 
window display with most gratifying results. Com- 


of auto accessories. Other dealers are, at the same 
time, increasing their sales by pushing the accesso- 
ries that can be ranked almost as necessities and 


‘which so far no automobile manufacturer has con- 

sidered “showy” enough to increase the sale of his ing at a season when chains were necessary for safe 

-car by its addition. driving, a display, in holiday boxes, was a gift sug- 
Take tire chains—no manufacturer includes them gestion worth while and the sales during that time 

as equipment and yet few motorists but what realize showed that auto accessories are by no means a dead 

that they are essential. Almost the first purchase to issue in the hardware store. 








Icing 


If I am any judge of the pastry business, I take it that the man who puts on the icing is an arch salesman. 
He doesn’t depend on explanations at the counter about the fine ingredients inside to sell his glorified bread- 
stuffs. No! Instead, he puts a generous sample of mouth-watering quality right on the surface where all can 
see. And as you point to the piece which has your palate dancing about in anticipation, the imagination of your 
stomach pictures quality straight through.—Fourthoughts, published by McKinney Mfg. Co. 
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Collecting from the Slow-to-Pay 


(In Eight Articles of Which This Is Number One) 


Quick Collections, the Universal Need of the Merchant 


HERE is scarcely a_ business 
with which the matter of collec- 
tions is not one of primary im- 
portance. The only exceptions are 
those businesses which operate upon a 
cash basis, the number of which is rel- 
atively so small as to be insignificant 
and unimportant. More than 85 per 
cent of the business of the country is 
done on a credit basis, which means 





that fully 85 per cent of our merchants 
must have collection departments and 
collection problems. 

The essential element in every busi- 
ness activity is Time. Time is the foun- 
dation of buying, of selling, of turn- 
over, of rents, of overhead, of carry- 
ing charges, and also of collections. 
The importance of time in relation to 
the latter is well brought out by J. Og- 
den Armour, who, in referring to his 
own business, says: 


Shortening Credits 


“If we could shorten our average 
credits a single day, we would make 
$100,000 more profits in the year. 
Slow-moving credits will retard your 
profits as much as unsold goods on 
your shelves. As far as you are con- 
cerned, the sale on credit means noth- 
ing. Until the bill is paid you have 
merely loaned the customer the goods.”’ 

Every successful merchant must get 
firmly in mind this matter of the im- 
portance of time in its relation to col- 
lections. He must realize that the sale 
which under ideal collection conditions 
may return him a handsome profit may 
result in no profit, or even loss, if col- 
lections are sufficiently delayed. 

The importance of speeding collec- 
tions wherever possible, then, is self- 


By H. L. Allen 


evident. But the fact that quick col- 
lections are practically a prerequisite 
to good business, to successful and 
profitable business, is no excuse, how- 
ever, for collection methods which do 
not point toward the upbuilding of a 
list of customers. 

Obviously, the merchant who can 
make his collections ideally has more 
capital with which to work; and con- 


versely, the merchant who allows his 


collections to drag may not even have 
all of his investment to work with and 
may be virtually giving away a size- 
able share of it in addition. 


Inoffensive Method 


The great difficulty is, of course, that 
many, indeed most, collection methods 
tend to give offense; and an offended 
customer is next to being no customer 
at all. 

On the other hand, it must never be 
forgotten that the debtor customer, too, 
is most unsatisfactory. While his ac- 
count remains unbalanced he usually 
tends to take his current business else- 
where. This obviates explanations be- 
cause he does not come in contact with 
his creditor. If discounts are involved, 
he can get them from “the other fel- 
low,” whereas the creditor merchant 
would probably not allow them to him 
on current business while he still has 
an unpaid old balance. 

As some one has said: “It is proverb- 
ial that in private life a man who owes 
another man $5 will go up a side street 
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to avoid him. In business life it is the 
same, but the side street leads to your 
competitor. A man who owes a long 
past due account is probably buying 
current needs from the other dealer 
and paying cash for them.” 


But, at the same time that it is ap- 
preciated that it is good business to 
retain and continually add to one’s list 
of customers, it may, upon occasion, be 
the better part of collections and 
profit-making to forego the question- 
able pleasure of continuing to do busi- 
ness with certain of those who are 
habitually slow to pay. 

F. C. Letts, a prominent grocer, tells 





in Printers’ Ink Monthly of taking hold 
of an old business, only to find that 
its outstanding uncollected accounts 
equaled 200 per cent of an average 
month’s business. 

He and his associates initiated a 
firmer collection policy, though they 
were warned that it would drive most 
of their business from them. Firmly 
but courteously they pushed outstand- 
ing accounts down to 75 per cent of an 
average month’s business. 


Firmer Collection Policy 


Some customers were lost, it is true. 
But the customers who had been pay- 
ing promptly in the past came to a 
quick appreciation of the fact that they 
would not continue to pay longer prices 
because others were not as prompt in 
making payments as they. They in- 
creased their business. And the worth- 
while among those who had drifted into 
the habit of slow pay in the past awoke 
to the soundness and fairmindedness 
of the new policy, made an effort, paid 
up and resumed on the new basis. 

The net result of Mr. Letts’ quick 
collection policy was that his volume 
of business was doubled. And, because 
it was doubled upon a satisfactory col- 
lection basis, the results were even bet- 
ter than 200 per cent. 
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A Traveling 
Salesman Tells of 
His Experiences 


By J. H. Robinson* 
Vice-president, The Hart & Cooley Co. 


perience on the road as a traveling salesman. 

I have had about thirty years of this kind of 
work and during that time have had some amusing as 
well as serious things happen. I will speak of a few of 
You know, “When you laugh, the world laughs with 
you, and when you weep you weep alone.” 

I started with the Stanley Works about 1895, al- 
though I’d had some experience while in the West. I 
covered the Central- States, namely, Ohio, Indiana, 
Michigan, Kentucky, West Virginia and the western 
half of Pennsylvania, visiting both the jobbers and 
retailers, and seeing most of them four times a year, 
some oftener. I believe it is a good business experi- 
ence for a young man—especially single—to travel at 
least for a few years, but it’s rather hard when one 
is married—especially on his family. Fortunately, I 
arranged my territory so I was away from home not 
longer than two weeks at a time, except one trip that 
took me a month. I usually started the year about 
Feb. 1 and finished my work for the first half about 
July 1, again starting out about Aug. 1 and finishing 
the last half about Dec. 20. After the holidays I 
spent about two weeks at the factory. 

I enjoyed visiting the retail trade because of the 
better class of goods they bought. The jobber, as a 
rule, buys a cheaper class of goods and is somewhat 
easier to sell on this account. About all they think 
of is price. It’s seldom they buy the higher grade 
of goods. 

In the early days the hotels were mostly American 
plan, and it was much cheaper to travel then than 
now. One could get a room with bath and meals from 
$3 to $5 a day, which is a good deal less than it costs 
today. Railroad fares in the old days were based on 
2% to 3 cents a mile, which is about half what they 
are now. Sleeping cars were from $1 to $3 per night. 
Of course, business was smaller then and profits less, 
and everything was on a lower basis. 

In the old days it was a general habit among sales- 
men to drink a good deal, taking customers out both 
during the day and night to entertain them. I not 
being a drinking man, took other means to hold up my 
end, so a dinner or a theater was my choice. I never 
liked the idea of filling a buyer up with booze to get 
his business, because I felt it was not a lasting busi- 


I pute been asked to give a short talk on my ex- 





*Address delivered before Rotary Club in New Britain. 
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ness, and the next fellow who came along might go 
one better. I thought the best way was to entertain 
a buyer as stated, and then try and do business the 
next day or when convenient, in the regular way; 
but the old days are over, and it’s purely business 
now. 

I have found most of the hardware buyers fine men 
to do business with, although occasionally one will 
find some who are hard to talk to. I know of one 
whom it took me four years to sell, and yet after that 
I got all of his business, and some of it was in car- 
load lots. Many a time since that he and I have sat 
and talked over the old days. I remember one retail 
buyer who insisted on taking goods in gross lots. 
I felt he was wrong, and suggested buying in dozen 
lots. He got rather angry, and said he knew his 
business. We filled his order, but when he got his 
invoice he flew into a fit and said I stuffed his order. 
Fortunately, I’d given him a copy of the order, and 
got him to dig it up. We checked this against his 
invoice and found that I was right. His expression 
was: He was a damn fool! Ever after this I had 
this man’s confidence, and that was what I tried to 
get with all buyers. 

I remember one of my competitors in Michigan who 
was asked if he knew Jim Robinson, and he replied: 
“I’d like to know who in hell doesn’t know him in 
the hardware trade!” 

I feel that a young man starting with any firm, if 
he will only bear in mind that it isn’t just taking an 
order and forgetting the party, but will make him- 
self so secure with his trade by honesty and fair 
dealing, that he will find they are pleased to see him 
come and sorry to see him go. 

I remember another case where one of my com- 
petitors stated to one of my close friends: “It looks 
as though you were married to the Stanley Works!” 
My friend ordered the man out of his store, telling 
him never to come back, and said as he was leaving: 
“It is not Stanley Works but Jim Robinson whom I’m 
married to!” I don’t feel that I was stuck on my- 
self. It was just a case where I tried to work out 
my own salvation. 

I was not at all the big salesman that took large 





(Continued on page 74) 
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‘Two More Letters on the 
Hardware Clerk 


Boss Generally to Blame 


‘6 HERE are efficient and in- 
efficient hardware clerks. What 
makes the INEFFICIENT? 

The BOSS generally is to blame. If 
an inexperienced young fellow is em- 
ployed and taken into the store that 
has no janitor, which hardly any small 
hardware store has, and isn’t taught 
to use the DUSTER and keep things 
clean and neat, keep stock in shape, 
pick papers off the floor and not walk 











| Let Us Hear from You 


E present herewith 

letters dealing with 
the Hardware Clerk, evoked 
in response to the query, 
“What Is Your Greatest | 
Problem ?” 

The problem of efficient | 
clerks is a serious one, and in | 
these letters hardware mer- 
_ chants will find food for much 
_ sober consideration. 

HARDWARE AGE wants to 
hear more from its readers on | 
this subject, for it is a vital | 
one affecting the welfare of | 
the entire hardware business. | 

We will pay for all solu- | 
tions published. 











over them all day, to do only wait on 
customers, and then let him dodge 
all of them he can, what more can you, 
Mr. Merchant, expect? You did not 
tell him that his duty was to enter 
in the morning, build the fire, get the 
duster and put back those pliers, that 
hatchet and that string of hose and a 
lot of other things too numerous to 
mention that I forgot to put back yes- 
terday evening while I was waiting 
on that customer. Did you? No! I 
don’t think you did. I heard you hire 
him. Nothing was said in regard 
whatever. If you do those things, 
helter-skelter, you can expect the same 
from the gentlemen that are under you. 
Now let’s all try to keep stock in order 
and see how it goes. 


“Now here comes Builders Hard- 
ware. INEFFICIENT doesn’t know 
his “apples” but yet he will venture 
forward and get all tangled up. Did 
you tell him ta study his “apples” over 
so some day he could go from there, 
or did you say “He never will be worth 
a ” Most buyers I have seen 
hardly ever mention any particular 
points about merchandise that jobbers’ 
salesmen have told them to be of in- 
terest to the selling force. You know 
what PAINT is of course although 
you had forgotten to explain that line 
of mystery to this INEFFICIENT. 

“Did you ever think about the time 
that you stayed away about two-thirds 
of the time for two solid years and left 
things all tangled up for us clerks, 
then came back growling like an old 
Airedale bragging and boasting about 
what you can do? As I remember one 
instance, I was splicing a small rope 
for a friend of mine, a customer that 
i brought to the store, had made him 
a price for the work. The Boss came 
along and said “You are not right on 





that splice, give it to me. You don’t 
know anything anyway.” My friend 
looked at me and winked. When the 


boss got through he charged him four 
times what I asked and I had it high 
enough. 

“Mr. Clerk, do you ever converse 
with the boss? Ask him a few more 
questions, see if that doesn’t please 
him. He told me the other day that 
he wasn’t a fellow to talk much unless 
you asked him about what you would 
like to know, then he would ‘go to the 
very bottom. 

“Say, Mr. Boss, do you remember the 
fellow you hired and let him sit around, 
read the newspapers and smoke cigar- 
ettes and never tell him the other 
clerks are opening up goods and stock- 
ing them. The other clerks won’t 
stand for their working associates lay- 
ing down. No, indeed. SYSTEM spells 
the most important word in hardware. 
What did you say about keeping the 
force working last night until nearly 
seven o’clock when you should have 
closed at six. You simply stole that 
hour from them. You never have 
given us a commission or an extra 
dollar for those several hours they 
were out selling that $160 electric 
washer, pushing sales after working 
hours, etc. Don’t you think you should 
play square also? How about letting 
Bill go out to spend the afternoon 
away from the store once a week or 
once every two weeks and James could 
take another afternoon. That can’t 
cost much and will bring back a fellow 
with different thoughts of the Boss. 


Now precisely you are a fellow that 
hates to see us get out of the store 
really on business for you and do you 
know James was out on his half day 
vacation and sold more goods than Bill 
did at the store that day? Bill is a 
hustler but you hold him down, don’t 
g.ve him a chance. Put on a few spe- 
cial drives, get things worked up a 
little, give the boys a few dollars extra 
once in a while on sales, keep them full 
of spirits, that is what goes. It won’t 
hurt you to buy a nice big turkey and 
say, ‘Boys, we are going to have a nice 
feast, talk over propositions, difficulties 
that have entered our minds and get 
together a little closer.’ You don’t 
have to keep everything to yourself. 
I have seen so much of this so-called 
selfishness that it sure is disgusting. 
Much money gets away because you 
won’t let your help get outside 
and work up your trade, get new custo- 
mers and sell old ones. 

“Now, INEFFICIENT, let’s take 
home a few catalogs, literature and 
HARDWARE AGE. I read it, it isn’t 
poison. Not all all. Some of you think 
so though. Study hurts nobody. 

“Now, Mr. Hardware Merchant, if 
you have a fellow that is willing to 
work hard and will help you it won’t 
hurt to let him assist you in buying. 
It produces knowledge, gives him ideas 
that he could not possess in any other 
source. See if that won’t help him 
a little.” (Signed) 

“EFFICIENT.” 


Profit Sharing Plan Should 
Help 


66 EN reply to your articles regard- 

| ine the hardware clerk, this is 

an old, old story. We have not 

yet arrived at a plan whereby we can 

get the efficiency which we are en- 
titled to. 

“Salaries now paid are well in keep- 
ing with other lines, but we find it very 
difficult to get the sales force to be- 
come thoroughly interested in the mer- 
chandise which they are selling. We 
have thought that it might be well to 
work out some plan whereby they 
would profit by the manner in which 
they put more efficiency into the work 
delegated to them. 

“If it is possible for you to gather 
any data which will throw any light 
on this situation we assure you that 
we would greatly appreciate receiving 
same, and if we are successful in work- 
ing out some plan which we have in 
mind at the present time we would be 
glad to pass this on for what it may 
be worth to others.” J. H. W. 
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After Holiday Clean-up Sales 


VERY year immediately after 
Christmas, Chas. Brown & 
Sons, San Francisco, Cal., holds 

an end-of-the-year sale, at which 
time it cleans out all holiday goods, 
surplus merchandise and dead stock, 
at a special discount of 15 to 30 per 
cent below the regular cash prices. 
This sale has proved so popular with 
the firm’s customers and so success- 
ful for the company itself that it has 
come to be an established annual sale 
which is something more than 
merely a clearance sale for dead 
stock. 

The old price tags are left on the 
merchandise that is offered for sale, 
the former prices are crossed out and 
the new discount or special sale 
prices added. There is a definite 
reason for this. One year this was 
not done. New cards and price tags 
were substituted for the old ones, 
and the result of that sale was not 
nearly as large as at the one the pre- 
vious year when the system of cross- 
ing out the old prices had been fol- 
lowed. The succeeding year the old 
tags were left on the goods dnd the 
new prices inked in, and it was found 
the sale that year exceeded the pre- 
ceding year by about 25 to 30 per 
cent. 

All kinds of holiday goods are of- 
fered at this sale, as well as odds and 
ends that the firm wants to move 
out. Special sale tables are used for 
displaying the merchandise, the sales 
force is instructed to keep the dis- 
play tables full, and to use their best 
judgment in the matter of inducing 
customers to take assortments that 
can be easily made up on the floor. 

Preceding the sale, ads are run in 
the newspapers, a special window 
trim is installed, and the interior of 
the store is arranged so that every- 
thing will be on display and grouped 
as nearly as possible, and in so far 
as the departmentization of the store 
permits, in the central part of the 
floor. Everything possible is done for 
the convenience of both clerks and 
customers, and for the expedition of 
sales. 

There are many of the store’s cus- 
tomers who wait every year for this 
sale in order to buy things that they 
want. 
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of this advertisement illustrates their sales promotion. 
advertisement is a separate 


CHROETER BROS. HARDWARE CO. is a St. Louis down- 
town store and is in direct competition with all department 
and specialty stores in the shopping district. 
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Watson Bill Would Make Sending 
of Unsolicited Merchandise 
Through Mail Unlawful 


By L. W. Moffett 


(Washington office of HARDWARE AGE) 


the mails with an accompanying sugar-coated letter from the 


Pere mais of merchandise received without request through 


sender who actually is attempting to sell the stuff will be no 
more if Representative Watson of Pennsylvania has his way. At 
the request of The Times-Herald of Norristown, Pa., Mr. Watson 
has introduced in the House of Representatives a bill which is in- 
tended to give the knockout to the “buy-it-or-return-it” mail hokus- 


pocus. 


By some it is also called a nuisance and by others it has 


been assailed as nothing short of a menace to retail merchants of 


all classes in the United States. 


Mr. Watson shores the unfavor- 


able views held toward the practice of sending unsolicited by United 
States mails merchandise to people of the country with the state- 


ment that if they do not care to buy it they may return it. 


The 


Norristown paper has long campaigned against this practice, and 
Representative Watson agrees in the opinion that it is an unfair 
method of competing with retail merchants of the country. The 
campaign actually was of a nation-wide character and with this 
afforded as a background the point of attempted legislation has 


been reached. 


The bill of Representative Watson 
would make it unlawful to send unso- 
licited through the mails merchandise 
for the purpose of sale to the addressee. 
Postal employees would be empowered 
to decline to receive or forward such 
parcels and postmasters would be au- 
thorized to require those sending such 
parcels to establish the fact that they 
had been ordered by those to whom they 
were sent. Further, the bill provides 
that the postal service shall not aid or 
assist by the investigation of losses of 
any merchandise, “by the transmission 
of money in payment of merchandise, or 
otherwise any person or concern doing 
business . . . by a method or practice 
of sending to addressees merchandise 
which has not been ordered. . . . And 
the Postmaster General shall adopt such 
regulations as may be necessary 
to enforce this law.” 


Bill Is Drastic 


As will be seen, the bill is drastic 
and if enacted into law no doubt would 
be decidedly effectual. But commenda- 
ble as its purpose may be, serious doubt 
exists that it would ever stand the test 
of the courts even if it were enacted. 
The matter of postal officials denying 
such merchandise to the mail and of not 
searching for it if it were lost in the 
mails is held by some authorities to be 
something which is beyond the power 
of Congress to authorize. The Con- 
gress, it is claimed, could not give such 


(Reading matter continued on page 62) 














authority to the Post Office Department 
on the ground that the merchandise it- 
self might be perfectly legitimate and 
so long as the postal costs were paid 
for the question of sending it would be 
of no concern to the postal authorities. 
Otherwise, it is claimed, discrimination 
would exist against the merchandise, 
as much of a nuisance as the practice 
of sending it may be. There are those 
who think the situation might be more 
adequately met by the sender ignoring 
altogether the request by neither buy- 
ing nor returning the merchandise or 
refusing it if knowing its character. 
The question of seeing that, in the ab- 
sence of purchase, it got back to the 
sender, it is asserted, could well be left 
to the latter. The bill of Representa- 
tive Watson, however, has been prof- 
fered the support of a number of con- 
gressmen. Its actual passage is another 
thing. 


“Peace Rages” in Congress 


Theodore Roosevelt once observed 
that “Peace still rages in Mexico.” 
Paraphrasing that illustrious states- 
man, it may be remarked that ‘Peace 
again rages in Congress.” Only the 
cynic would think this condition was 
merely for political purposes. But the 
fact exists that it is the situation. 
Congress had been going along rather 
placidly. There was no pep. It was 
an atmosphere that gave Washington 





the ennui, even if it did give the coun- 
try a refreshing rest. Even the Re- 
publican elephant, the Democratic don- 
key and the Progressive Bull Moose 
had lain down together with only an oc- 
casional grimace toward each other. 
They even brought forth through the 
Committee on Ways and Means and the 
House itself a tax bill whose discussion 
was characterized by comparatively 
little political bunk. It may have been 
that the Christmas spirit was upon 
them—certainly not in them. Anyhow, 
it was a phenomenon that made Wash- 
ington gasp. Now things are different. 
They are back to normalcy. The row 
has burst forth in many directions and 
the fur is flying. The ideal political 
peace is upon Washington. It may be 
due to the reversal of the Christmas 
spirit brought about by the deluge of 
bills left in the wake of Santa Calus’s 
trail rather than legislative bills. And 
again it might possibly be due to the 
approaching Congressional elections. 

The pow-wows are hydra-headed. It 
depends on the viewpoint as to which 
are the most important and significant, 
if any have either qualification. But 
taking them without regard to tHeir 
supposed importance, the tax question 
comes to mind. The Senate perhaps 
looked askance on the elephant-donkey- 
moose cherubic attitude. The trio were 
too harmonious to sound well. Now the 
finance committee has taken up the tax 
bill and the row is on in good shape. 
The Democrats under Senator Simmons, 
ranking minority member, have served 
notice they are going to prepare an en- 
tire substitute. The “common peepul” 
are going to be given greater reduc- 
tions, ete. The changes proposed by the 
Republicans are minor when compared 
with the House bill and to the hardware 
retailer the changes would mean noth- 
ing one way or the other. Another row 
is coming up, as seemed inevitable, from 
the farm bloc. It seems to be its busi- 
ness to stir them up. Hence the ex- 
pectation because it has never slack- 
ened in its duty yet. 


Farm and Other Blocs Active 


The farm bloc, both in the House and 
the Senate, which, their opponents say, 
do not know what a real farmer looks 
like, is working itself into a frenzy on 
the tariff situation. It has aroused so 
much hostile comment against the pres- 
ent tariff and created so much clamor 
for a greater tariff for the farmer—or 
imagines it has—that some see a small- 
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W e’ve never seen such 
contagious enthusiasm 


When we gave the Griswold Cast Iron 
Skillet a cast iron Cover; told the trade about 
it . . . how the clamors rolled in! Simplest 
kind of idea, but it hit the spot. We're con- 
vinced that that Skillet Cover has made the 
Griswold Cast Iron Skillet the fastest little 
seller on the hardware market. 

You know the skillet. Smooth, satin sur- 
face ; even-thick iron; lips on both sides, sensi- 
bly, for pouring. No ups or downs or thin 
places. And now comes the Cover. It fits. 
It is curved-up to accommodate generous cook- 
ing. It has inner drip-rings that put back into 
the meat the juices and collected steam, giving 
it a tenderness and richness meats have never 


Reg. U.S. Pat. Off. 








had before. A self-basting Cover for a Skillet 
already famed! No wonder the dealers 
started hustling. The Griswold is the only 
skillet made that has its own cover. 

Order these skillets and covers, and we'll 
send display stands to fit. You can fix up a 
window that will pull—PULL. Good House- 
keeping Institute, Pratt Institute, hundreds of 
dealers, thousands of housewives, endorse en- 
thusiastically the Griswold -Cast Iron Skillet 
and Cover, and the other nationally advertised 
Griswold Cooking Utensils. You'll do the 
same. Order from your jobber today. Or 
write us for bulletins and prices. The Gris- 


wold Mfg. Co., Erie, Penna., U. S. A. 


Makers of Extra Finished Cooking Utensils in 
Cast Iron and Aluminum, Waffle Irons, Food 
Choppers, Reversible Stove and Furnace Pipe 
Dampers, Fruit Presses, Mail Boxes, Bolo and 
other Portable Bake Ovens, Gas Hot Plates and 
Electric Waffle Bakers. 
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sized rebellion coming from the agra- 
rian interests. There are those, how- 
ever, who say it is all a political attack 
against the Coolidge administration. 
Support given by Democrats to the cry 
of discontent coming from the farm bloc 
is pointed to as one reason to suspect 
a political aspect inheres in the situa- 
tion. The fact remains, though, that 
Republican leaders are rather wary of 
the situation and are combating it with 
a great deal of zeal. It is likely that 
the farm relief legislation proposed by 
the President will be urged even more 
vigorously for quick action as a counter- 
irritant to the “uprising.” The tariff 
is blamed as one cause for the so-called 
discontent of the farmer. Peculiarly 
enough, the tariff, as Republican leaders 
point out, was framed in many respects 
in actual accordance with the sugges- 
tion of those who supposedly knew what 
the farmer wanted. One of the authors 
of the tariff, former Senator McCumber, 
was one of the strongest supporters of 
the farmer that ever sat in Congress. 
Another row is over the investigation 
of the Aluminum Co. of America. The 
Department of Justice recently said the 
investigation so far conducted disclosed 
nothing done by the company in viola- 
tion of consent decree entered into when 
two concerns which were taken over 
by the company agreed not to manufac- 
ture aluminum. This made some Sen- 
ators see red and they insisted that an 
investigation be made of the “failure” 











HARDWARE AGE 


of the Department of Justice to bring 
contempt proceedings against the com- 
pany which had been charged with vio- 
lating the Sherman anti-trust law. The 
investigation was ordered by the Senate 
and was prompted by Senator Walsh, 
Democrat, of Montana. Secretary of 
the Treasury Mellon is a large stock- 
holder in the Aluminum company. Re- 
publicans say that is one answer for the 
attack by Democrats. The Democrats 
also said that the domestic situation as 
to “trusts” and “monopolies” is a cause 
of much more concern than the rubber 
and other foreign monopolies which the 
Coolidge administration is attacking 
through the lead of Secretary of Com- 
merce Hoover. These are some of the 
rows—the more noisy ones. There are 
cthers. As one political wag said, it 
remains to be seen whether the country 
will be made safe for democracy. 


Hardware Exports 


Exports of hardware showed a slight 
decline both in November, 1925, and 
for the 11 months ending with that 
month when compared with correspond- 
ing periods of 1924. For November of 
last year hardware exports were valued 
at $695,729 as against $697,499 in No- 
vember, 1924. For the 11 months end- 
ing with November, 1925, they were 
valued at $8,075,359 as against $8,428,- 
734 for the corresponding period of the 
previous year. 
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Tax Reduction Program 


While the present congress will de- 
vote most of its time to the tax reduc- 
tion program, appropriation bills, and 
probably shipping legislation, and the 
senate will deal with international ques- 
tions, such as the world court, it is 
expected that other legislation will get 
some attention. Price maintenance is 
being urged by Representative Kelly 
and Senator Capper and legislation on 
the subject may get through at the 
present session. Also legislation deal- 
ing with foreign monopolies having 
control of products on which this 
country is dependent through imports 
looms more likely. Another piece of 
probable legislation, recommended by 
the president, is the enactment of the 
Wadsworth-Williams bill which would 
change the procedure of the Federal 
Trade Commission. The measure, 
however, embodies some _ principles 
which already are in practice at the 
commission since it has come under 
conservative control. The bill gives 
greater protection to business interests 
against which complaint have been is- 
sued or are, contemplated by withhold- 
ing publicity until their side of the case 
has been heard. It would also cut out 
many petty cases, as the commission is 
cutting them out, expedite proceedings, 
reduce costs of operating the commis- 
sion and generally bring about a more 
wholesome regard for the organization. 





Coming Hardware Conventions 


ARKANSAS RETAIL WARE ASS8OCIA- 
TION CONVENTION, Little k, Ark., May, 
1926; L. P. Biggs, secretary, 815 Southern 
Trust Bullding, Little Rock. 


CALIFORNIa RgeTaIL HaARDWaRE & IMPLB- 
CONVENTION, Hotel 
Whitcomb, San Francisco, March 16, 17, 
18, 1926. Le Roy Smith, secretary, 112 
Market St., San Francisco. 


CONNBECTICUT RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, Hotel Bond, Hartford, 
Conn., Feb. 18, 19, 1926. Henry S. Hitch- 
cock, secretary, Woodbury. 


HARDWARE ASSOCIATION OF THB CAROLINAS 
CONVENTION AND EXHIBITION, Raleigh, N. C., 
June 8-9-10, 1926. ; raig, secretary, 
| Bank Building, Charlotte, 


ILLINOIS RETAIL HARDWAaRB ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Sher- 
man, Chicago, Feb. 16-17-18, 1926. Leon 
D. Nish, secretary, Elgin. 


INDIANA RgeTaIL HaRDWARB ASSOCIATION 
CONVENTION AND EXHIBITION, ee olis, 
Ind., Jan. 25-26-27-28-29, 1926; otel 
headquarters, Claypool Hotel ; exhibition at 
Cadle Tabernacle. G. F. Sheely, secretary, 
911 Meyer-Kiser Building, Indianapolis. 


Iowa RETAIL HARDWARE ASSOCIATION 
CONVENTION: Des Moines; Feb. 9-10-11- 
12, 1926; A. ’R. Sale, secretary, Mason City. 


KENTUCKY HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION AND EXHIBITION, 
Jefferson County Armory, Louisville, Jan. 
12-13-14-15, 1926; J. M. Stone, | eaten 
200 Republic Building, Louisvill 

MICHIGAN ee. HARDWAR AssOCIA- 
TION CONVENT Grand Rapids, Mich., 
Feb. 9-10-11- iz 1926 - Karl S. Judson, 248 
Morris Avenue, Grand Rapids, Mich., man- 

er of exhibits: A. J. Scott, secretary, 

arine City. 


MINNESOTA RETAIL HarRpD ASSOCIA 
TION CONVENTION, St. Paul, ‘Feb. 16-17- 18- 
19, 1926; C. H. Casey, secretary, — 
nne- 


Avenue and Twenty-fourth Street, M 
apolis. 








a ee: eee HARDWARE & IMPLE- 
ASSOCIA CONVENTION, Biloxi, 
Miss, June 21- 22. 28, 1926; Guy Nason, 


secretary, Starkville. 


MissouRI RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXHIBITION, Hotel Statler, 
St. Louis, Jan. 18-19-20, 192 F. X. 
Becherer, secretary, 5106 North Broadway, 
St. Louis. 


MONTANA IMPLEMENT & HARDWARB ASB- 
SOCIATION CONVENTION, Great Falls, Feb. 
18-19-20, 1926. A. C. Talmage, secretary- 
treasurer, Bozeman. 

MOUNTAIN STATES HARDWARE AND Im- 
PLEMENT ASSOCIATION CONVENTION, Denver, 
Jan. 19-20-21, 1926. . W. McAllister, 
secretary -treasurer, P. O. Box 613, Boulder, 

O10. 

NEBRASKA ager HARDWARE ASSOCIA- 
TION CONVENTION AND EXHIBITION, Omaha, 
Neb., Feb. 2.3.4.5, 1926; convention head- 
uarters, Rome Hotel; exhibition City 

uditorium: George H. Dietz, secretary, 
414 Littie Building, Lincoln. 

New ENGLAND HARDWARE DBALERS’ A8S80- 
CIATION CONVENTION AND EXHIBITION, Me- 
chanics Building, a4 Mass., Feb. 22- 
23-24, 1926; George A. F'el., secretary. 10 
High Street, Boston, Mass. 

New YorK STATE RETAIL HARDWARE AS- 


SOCIATION CONVENTION AND ITION, 
Rochester, Feb. 9-10-11-12, 1926. Head- 
uarters and session will be held at the 


otel Seneca; exposition will be conducted 
at the State Armory on Main Street East. 
John B. Foley, secretary, City Bank Build- 
ing, Syracuse. 

NorTH DAKOTA hay Leg Asso- 


CIATION CONVE HIBITION, 
Fargo, Feb. 10- 10-11. M12, 1926: Cc. N. Barnes, 


secretary, Grand Forks. 

OuH1I0 HARDWARE ASSOCIATION CONVEN- 
TION, Cleveland, Feb. 16-17-18-19, 1926; 
James B. Carson, secretary, 1001 Schwind 
Building, Dayton. 


OKLAHOMA HARDWARE AND ee PLEMENT 
ASSOCIATION AND =EXHIBITIO Masonic 
Oklahoma City, ion. 26-27-28, 


Temple, 
1926; Chas. L. Unger, secretary-treasurer, 
Oklahoma City. 
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PENNSYLVANIA AND 
HARDWARE ASSOCIATION, 
AND EXHIBITION, Commercial 
ets Pa., Feb. 15-16- 17. 18- 19 926. 
Sharon E. Jo ones, secretary, 604 esley 
Building. Philadelphia. 


SouTH DaKoTA RETAIL HARDWARB ASSO- 
CIATION CONVENTION, Sioux el — 
23-24-25, 1926; Charles H. 


retary, Nicollet Avenue and inwenty boureh 
Street, Minneapolis, Minn. 

SOUTHEASTERN RBTAIL HARDWARB 
IMPLEMENT ASSOCIATION (com 
bama, Florida, 
CONVENTION AND 
May 10, 11, 12, 1926. 
eee A 701 Grand Theater Building, _o ~~ 

, Ga. 

SOUTHERN CALIFORNIA RETAIL HARDWARB 
ASSOCIATION CONVENTION AND EXHIBITION, 
March 10-11-12, 1926. Headquarters, Am- 
bassador Hotel, Los Angeles. H. L. Boyd, 


secretary-treasurer, 61 Hellman Bank 
Building, Los Angeles, Cal. 

TEXAS HARDWARE AND IM ENT Ass0- 
CIATION CONVENTION, Dallas, Jan. 19-30- 


21, 1926. Dan Scoates, secretary, College 
Station. 

VIRGINIA Reprarm HARDWARE ASSOCIATIOB 
CONVENTION AND EXHIBITION, Jefferson 
Hotel, Richmond, Feb. 23-24-25, 1926; Those 
B. Howell, secretary, 301 EB. Grace, 

906, Richmond. 

West VIRGINIA ee ASSOCIATION 
CONVENTION AND EXHIBIT! Kanawha 
Hotel, Charleston, Jan. 19- 20. 21- 22, 1926 
Exhibit at New nonhage  4 Building. James 
B. Carson, secretary, 1001 Schwind Build- 
ing, Dayton, Ohio. 

WESTERN RETAIL IMPLEMENT Ces Harpb.- 
WARB ASSOCIATION CONVENTIO 
City, Mo., Jan. 12-13-14, 1926;  hentaame- 
ters, Coates House; convention canlame, 
Missouri Theater ; H Hodge, secretary. 
Abilene, Kar. 

WISCONSIN RETAIL HARDWARB AssOCIA- 
TION CONVENTION AND EXHIBITION, Audi- 
torium, Milwaukee, Wis., Feb. yn 
1926; G. W. Kornely, 1476 Green Bay A 
nue, Milwaukee. Wis., manager of cabtetne : 
P. J. Jacobs, secretary, Stevens Point, Wis. 
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“*Quality leaves 
its imprint”’ 








METTLE not METAL | 


The Real Gold of a Trademark 























R-W_.. Symbolizes Quality and Service 
‘*Slidetite’”’ , , , 
Garage Door Hardware A Richards-Wilcox trademark fashioned of gold would, 
Vanishing Door Hangers if appraised by a goldsmith, be worth only the market 
Barn Door Hardware price of the metal. As a symbol of R-W service and 
ie oe ee quality an R-W trademark has a value to the user of 
V j ° 
“a R-W products not restricted to dollars and cents. 
Partition Door Hardware 
een ae See For 45 years the Richards-Wilcox trademark has rep- 
OveR-Way resented the highest quality of workmanship, the finest 
Conveying Equipment materials, and the most economical and satisfactory | 
Automatic Fire Doors method of handling doors. : 
and Fire Door Hardware 
pag a This trademark stands for the solution of every doorway 
EY nN problem—house, elevator, barn, industrial, fire and garage. 
Doce C} 5 Otiies Every door equipped with R-W hangers slides right. 
re ae — Joined to good products 1s good service—alert, practical, 
ee ean helpful. There’s an R-W branch near you—or write our 
Revid hs Engineering Department for all the co-operation you need 
Woodworking Vises to make doorways serve as doorways will when properly 
| equipped. This service—symbolized by the trademark 
_ —1is without cost or obligation. 


Richards-Wilcox Mf 


“A Haneer for any Door that Slides. 


(0. 
AURORA, ILLINOIS, U.S.A. 


New York Boston Philadelphia Cleveland Cincinnati Indianapolis St.Louis New Orleans 
Chicago Minneapolis Kansas City Los Angeles SanFrancisco Omaha _ Seattle Detroit 


¢e@) Montreal - RICHARDS-WILCOX CANADIAN CO.,LTD., LONDON,ONT. - Winnipeg 
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CURRENT NEWS 





Whiton Hardware Co. Sold 


The Whiton Hardware Co., hardware wholesalers, 104-114 First 
Avenue, South, Seattle, Wash., has recently disposed of its business 
to the Seattle Hardware Co., the Schwabacher Hardware Co., and the 
Marshall Wells Hardware Co., for a cash consideration of approxi- 


mately $800,000 on Jan. 1. 


A large portion of the organization is also being taken over by the 


purchasers. 


The Whiton Hardware Company was 
founded by John Whiton in 1888, as a 
small retail business, and he _ estab- 
lished a reputation for quality, espe- 
cially in the line of fine tools. In 1902 
the business was incorporated, and 
John F. Welborn, now president of 
the corporation, was one of the orig- 
inal incorporators. 

The Whiton Hardware Company’s 
business has grown to be almost exclu- 
sively wholesale, covering the States of 


Washington, Oregon, British Columbia, 
Alaska and Hawaiian Islands. 

The officers of the corporation, John 
F. Welborn, president; F. L. Larson, 
vice-president; D. A. Mead, secretary; 
J. A. Bennett, treasurer.; Homer 
Hawks, assistant treasurer, and Vera 
Cope, assistant secretary, desire to 
thank the factories with whom they 
have been in contact, and the trade in 
general, for the privilege of having 
been associated with them in the hard- 
ware business for so many years. 





Catskill Firms Consolidate 


The Catskill Hardware & Lumber 
Co., Catskill, N. Y., has been organized 
and incorporated by J. J. Keating and 
G. M. Waddy, with a capital of $100,- 
000, to take over and continue the op- 
eration of the Catskill Supply Co., 
lumber and builders’ supplies, and the 
Catskill Hardware Co. 





Coldwell Lawn Mower Co. 
Issues New General Catalog 


The Coldwell Lawn Mower Co., man- 
ufacturer of hand, horse and motor 
lawn mowers, Newburgh, N. Y., has 
announced a new issue of its general 
catalog. The book is of a convenient 
size, is attractively illustrated and 
fully describes the company’s complete 
line of lawn mowers. Some special cir- 
culars, descriptive of lawn mower 
equipment are also announced. 

A new gasoline power mower, desig- 
nated as its Model R, a new electric 
mower and two new hand mowers have 
recently been added to the company’s 
line, namely, the “Biltmore” and 
“Greenkeeper.” 


Du Pont Issues Booklet 


on “Everdur”’ 


The Du Pont Everdur Company of 
Wilmington, Del., has just issued an at- 
tractively printed and illustrated book- 
let describing in detail important facts 
about Everdur metal, its new product. 
Everdur is a corrosion-resistant alloy 
with physical properties characteristic 
of steel, and was developed by the 
Du Pont company to meet corrosion 


(Reading matter continued on page 66) 





| problems existing in some of its own 


operations which involved the use of 
hydrochloric acid, the corrosion-re- 
sistant alloys and metals available on 
the market not having been found suf- 
ficiently resistant to be of service for 
the construction of plant equipment in 
these operations. 

The new metal is described as an 
alloy of copper, silicon and manganese, 
of the solid solution type, which be- 
cause of its homogeneity is recognized 
as the type of alloy most desirable for 
resistance to corrosion. 

The booklet is full of interesting data 
on corrosion and the details of the re- 
sistance of Everdur to various acids. 
The working qualities of the metal are 
explained, how it is cast, how it should 
be melted and poured, the preparation 
of molds and other information neces- 
sary for customers. 





William J. Stockley Dead 


William J. Stockley, aged fifty-three, 
for many years identified with the 
hardware trade in the Southern States 
and for several years national secretary 
of the Winchester Clubs, died suddenly 
- —_-" in New Haven, Conn., 

an. 5. 


Schlangen Bros. Co. Now 
Making Bathroom Fixtures 


The Schlangen Brothers Co., manu- 
facturer of brass goods, 2435 Irving 
Park Boulevard, Chicago, announces 
the manufacture of a complete line of 
bathroom fixtures, described and illus- 
trated in a new catalog now ready for 
distribution. 





John F. Hemenway Dies 


John F. Hemenway, prominent in 
hardware circles, and for many years 
secretary, treasurer and a director of 
Smith & Hemenway Co., Inc., manu- 
facturer of tools, Irvington, N. J., died 
suddenly of heart disease in his 60th 
year. 





John F. Hemenway 


Mr. Hemenway, who had retired re- 
cently from active business, was attend- 
ing a theater in New York City, when 
he suddenly succumbed to an attack of 
heart failure. Mr. Hemenway, in addi- 
tion to his numerous business activities, 
was an elder in the Marble Collegiate 
Church for fifteen years. He belonged 
to the Union League, Rotary and Hard- 
ware Clubs. 





Death of H. A. Taylor 


Hartwell A. Taylor, sales manager 
P. & F. Corbin division, American 
Hardware Corporation, New Britain, 
Conn., is dead, in his forty-second year. 
He was a native of Richmond, Va. For 
a time he was in the hardware business 
in the South and then joined the Amer- 
ican Hardware Corporation. Leaving 
that organization he became secretary 
of the Manufacturers’ Bureau, New 
York. About five years ago he re- 
turned to the New Britain concern. 





Republic Metalware Co. 
Appoints La Sauvage 


The Republic Metalware Co., Buffalo, 
N. Y., has appointed George R. La 
Sauvage, formerly president of the 
Solar-Sturgis Co., Melrose Park, IIl., 
as vice-president and general manager. 
He succeeds Sidney Detmars, retired, 
who had been with the company for 
thirty-seven years. 
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A Columbian Dealer 


has a real story, regarding Rope, for his customers. This story is about the 
red, white and blue Tape-Marker, which runs in the center, throughout the 
entire length of every Columbian Tape-Marked Pure Manila Rope, and 
contains the manufacturer’s signed guarantee. 

Stock this well known, guaranteed rope. It is an excellent rope to handle 
and the Tape-Marker, right in the rope itself, instills cgnfidence in your 
customers, making it an easy rope to sell. 

Columbian dealer helps, of genuine sales value, are gladly forwarded to 
all Columbian Dealers. 
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Columbian Rope Company 


352-80 Genesee Street 
Auburn, ‘‘The Cordage City,’’ N. Y. 





Branches: New York Chicago Boston New Orleans 
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CURRENT NEWS 





Pratt & Lambert Salesmen 
in Convention 


In his address to the salesmen at- 
tending the semi-annual sales conven- 
tion of the Central, Canadian and 
Industrial Divisions, at Hotel Statler, 
Jan. 6-7, J. H. M-Nulty, president of 
Pratt & Lambert, I:.., briefly reviewed 
the organization’s accomplishments of 
the past six months and paid a fine 
tribute to the men who helped make 
1925 the best year in Pratt & Lambert 
history. 

He predicted another good year, not 
only for his company, but for the paint 
and varnish industry in general, citing 
building figures and other data to sub- 
stantiate his statements. 

The continued expansion of the auto- 
mobile market is a powerful factor, the 
speaker said, in the furtherance of the 
company’s business, through sales of 
varnishes, enamels and lacquers to au- 
tomobile manufacturers. 

To meet the steadily growing volume 
of business, the company has added to 
its laboratory staff, and has also in- 
creased its production facilities. Sales 
in the manufacturing field for the last 
half of the year have been particularly 
gratifying. 

Trade sales problems were discussed 
Wednesday afternoon and all day 
Thursday by R. W. Lindsay, general 
sales manager, with A. D. Graves, vice- 
president and general manager, pre- 
siding. 

W. P. Werheim, advertising man- 
ager, outlined the advertising program 
for the next six months. The edver- 
tising appropriation is by far 
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showing tap drill sizes, decimal equiva- 
lents ot millimeters, U. S. weights and 
measures, the metric system and other 
facts which makes it a highly desirable 
acquisition to the hardware merchants 
library. 

A picture of the founder of the com- 
pany, Clemens Vonnegut, together with 
views of the company’s present and 
proposed new buildings are contained 
in a preface. The company is now in 
its 74th year of its organization and 
its new general catalog reflects its con- 
tinued expansion. 

J. H. Yewdale & Sons Co., of Mil- 
waukee, Wis., compiled, printed and 
bound the company’s new catalog. 





Charles A. Haines Dies 


Charles A. Haines, for more than 
fifty years prominently identified with 
the New England iron and steel trade, 
and for an equal period associated with 
the Dodge-Haley Co., Boston and Cam- 
bridge, died on Dec. 22 at the home 
of his daughter-in-law, Mrs. Robert 
Haines, Melrose, Mass. Mr. Haines, 
familiarly known in the steel trade as 
“Pop,” was a native of South Boston, 
was in his seventy-first year, was pres- 
ident New England Iron and Hardware 
Association, grand secretary United 
Commercial Travelers’ Association and 








was identified with various organiza-_ 


tions. In his early days the Dodge- 
Haley Co. was the largest importer of 
Norway iron in this country, and Mr. 
Haines’ territory as salesman included 


'“the United States.” 


the | 


largest in the company’s history, and | 


the campaign program was enthusias- 

tically received by the salesmen. 
Similar two-day meetings were held 

at the Drake Hotel, Chicago, Jan. 4 


and 5, for the men of the Western Divi- | 
of 67. 


sion; the Eastern Division meeting at 
Hotel Astor, New York, Jan. 8 and 9. 

Sessions for the industrial salesmen 
were held both days at the Tonawanda 
Street plant for technical discussions 
and demonstrations of Pratt & Lambert 
varnish products, with T. E. Murphy, 
manager of industrial sales, as chair- 
man. 


Vonnegut Hardware Co. 
Issues New General Catalog 


The Vonnegut Hardware Co., 120-124 
E. Washington Street, Indianapolis, 
Ind., has recently issued its general 
catalog No. 26, in which its complete 
line of hardware, tools and general sup- 
plies are illustrated and described. 

The new catalog which contains 1000 
pages is very conveniently indexed and 
arranged with a view of expediting 
reference. It is profusely illustrated 
and the various items listed are con- 
veniently grouped. 

The catalog also contains much valu- 
able information in the form of tables 

















Death of C. A. DuCharme 


Charles A. DuCharme, until two 
weeks ago president Michigan Stove 
Co., Detroit, now merged with Detroit 
Stove Works, died Dec. 28 at the age 
He was born in Detroit Sept. 
22, 1858, son of Charles DuCharme, 


_founder of the Michigan Stove Co. His 


business career began as a clerk in his 
father’s employ. Later he became suc- 
cessively purchasing agent, secretary, 
second vice-president and, in February, 
1920, president. He was a director of the 


Union Trust Co., Peoples State Bank, 


Detroit Fire & Marine Insurance Co. 
and the Ireland & Matthews Mfg. Co., 
the latter one of the largest stamping 
and screw machine product companies 
in Detroit, the output being largely au- 
tomotive. One son, Charles Du- 
Charme, is secretary of the merged 
organization, Detroit-Michigan Stove 
Co., Detroit. 





Master Lock Co. Plans 
Addition 


The Master Lock Co., 70-80 West 
Water Street, Milwaukee, Wis., manu- 
facturer of locks and keys, has plans 
under consideratoin for the erection of 
a new plant, 150 by 225 ft. in size, one 
and two stories in height. 





Kokomo Stamped Metal Co. 
Now Junior Wheel Goods 
Corp. 


The Kokomo Stamped Metal Co., Ko- 
komo, Ind., announces the purchase of 
half interest in the Junior Wheel Goods 
Co. of Los Angeles, Cal., manufacturer 
of the Blue Ribbon line of juvenile ve- 
hicles. In connection with the an- 
nouncement, directors of the purchasing 
company state that the name of the 
concern under the new régime has been 
changed to Junior Wheels Goods Corpo- 
ration and that the Blue Ribbon line 
will be manufactured at the Kokomo 
plant of the stamped metal company. 

Sales and advertising will be ¢on- 
ducted from Kokomo, according to the 
terms of the sale, and plans have been 
completed for a very extensive mer- 
chandising campaign for the coming 
year. 





Segal Companies Consolidate 


Effective Jan. 1, the Segal Metal 
Products Co., Inc., was taken over by 
the Segal Lock and Hardware Co., 
155-161 Leonard Street, New York 
City, the use of the former title being 
discontinued from the company’s mer- 
chandise, literature, invoices and other 
records. 





Gas Equipment Concern 


Buys Stove Company 


The Standard Gas Equipment Cor- 

poration of New York announced re- 
cently the purchase of Rathbone, Sard 
& Co., manufacturers of gas ranges at 
Aurora, Ill. The acauisition will double 
the output of the Standard organiza- 
tion and give it a national distribution. 
R. C. Hoffman, Jr., president of the 
corporation, said that new stock prob- 
ably would be issued to finance the pur- 
chase of the Aurora plant and to pro- 
vide capital for other purposes. 
_ The Standard corporation was formed 
in 1924 by the merger of the William 
M. Crane Company of New York, the 
Baltimore Gas Appliance and Manu- 
facturing Company of Baltimore and 
the General Gas Appliance Company 
of New York. To this combination now 
will be added a company which was 
formed in 1830. 





W. W. Miller Joins Hillwood 
Mfg. Co. 


William W. Miller, for the past six 
years sales manager for the Northern 
Hardware & Supply Co., Menominee, 
Mich., has resigned to become identified 
with the sales department of the Hill- 
wood Mfg. Co., manufacturer of tacks, 
— upholstery nails, ete., Euclid, 

io. 


Reading matter continued on page 68 
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OMFORTABLE 
chairs and unique 
advertising. Albert 
B.Weaver, Ligonier, 
Indiana, hardware dealer, 
credits these two factors 
to a great extent for his 
successful record. 

Early last year Weaver 
called his three clerks to- 
gether, and set 100 Superfex Stoves as their 
goal for 12 months. ' 


Ready for Lighting 


A big display was arranged on the second 
floor, with five Superfex Stoves and four 
other Perfection models, all ready for light- 
ing. Big, comfortable chairs were drawn up, 
and Weaver and his force were ready to start 
toward the goal. 

One, two, three, four, five—the stoves be- 
gan to leave the store. In 9 months, 106 
were sold! A great record. Look behind the 
scenes and see how it was done. 


Comfort First 


As customers come in Weaver escorts them 
to his cozy display room. They are made 
comfortable before he begins any sales talk. 
That’s a point Weaver always insists upon. 
The stove is lighted. A complete stove 
demonstration is given. 

“Notice the cooking surface,” says 
Weaver. ‘It’s so convenient for you, just 32 
inches from the floor, like your kitchen table. 
And how roomy it is! Plenty of space for 
seven kettles!”’ And so the sales talk con- 
tinues, until every good point is shown. 

As far as Weaver is concerned, however, 
the sale is not the end. From time to time 
in his advertising he runs the names of his 











IMPORTANT: Sell only genuine Perfection wicks for 
all . @rfection and Puritan stoves. 


Quick 


HARDWARE AGE 





Albert B. Weaver uses novel 
means 1n a town of 21737— 
methodswhtichother Perfection 
Stove dealers everywhere can 


use to good advantage. 
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By F. C. Collins 


Superfex purchasers, with the line, ‘Get a 
testimonial from any of them.” 

“This name-listing has proved a splendid 
influence on the housewives of the com- 
munity,” he says. ‘I count every Superfex 
owner as an auxiliary member of my sales 
force. 

‘‘Whena woman sees her neighbor’s name 
in the paper she is interested, of 


“I figure that every month is Superfex 
month,” he says, ‘‘so we don’t let down one 
bit in our efforts. With our methods we did 
not find it the least bit difficult to sell 106 
Superfex Stoves in nine months. And we 
aren't showing any sign of slowing down.”’ 

yrgfr 

Weaver is a veteran Perfection dealer, 
with up-to-the- 








course. And, it’s dollars to 
doughnuts she wants to have 
just as good furnishings as her 
neighbors. We trace many of 
our sales directly back to this 
advertising.” 


Always on Display 


Twice during the summer 
Weaver holds public Perfection 
cooking demonstrations in his 
store, and he keeps a Superfex 
on display in his windows prac- 
tically every month in the year. 





Others cause trouble. 


ONT miss next 
month's Perfection 
story, ‘Seven Little 

Steps to Good Profits.” 


magazine every month 
for these true stories of 
successful Perfection 
dealers. 


In 20 years he has 
sold more than 600 
Perfections. You 
can profit by his 
experience. His 
“‘tips’’ are worth 


] minute sales ideas. 


It's about the L. F. following. 
Holloway Hardware PERFECTION 
Company of Fremont, STOVE COMPANY 
Nebraska. Watch this Formerly 


The Cleveland Metal 
Products Company 
7609 Platt Avenue 

Cleveland, O. 


In Canada, the 
Perfection Stove Co. 
Ltd., Sarnia, Ont 

















Mitt om-PEERFECTION OIL STOVES 


Good 
Profits 
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Daimon, Raike & Co. 
Opens Canadian Branch 


Daimon, Raike & Co., manufacturer 
and importer of small tools and hard- 
ware, 1401-17 West Jackson Boulevard, 
Chicago, announces the opening of a 
Canadian branch warehouse at Mont- 
real, under the direction of C. G. 
Johnstone, who for the past twenty 
years has been with the Miller-Morse 
Hardware Co., Winnipeg. 


Earle Gear & Machine Co. 
Transfers Pump Business 


The Earle Gear & Machine Co., en- 
gineers and machinists, 4707 Stenton 
Avenue, Philadelphia, announces the 
transfer of all designs, patents, pat- 
terns and good will covering Earle 
centrifugal pumps to the Aldrich 
Pump Co., 1 Pine Street, Allentown, 
Pa., who will continue the manufacture 
and marketing of these pumps. 

This action, the Earle company an- 
nounces, will conflict in no way with 
its regular manufacture of cut gears, 
bridge operating machinery, cold metal 
saws and special machinery. 


India Tire & Rubber Co.., 
to Broadcast by Radio 


The India Tire & Rubber Co., Akron, 
Ohio, announces that beginning on 
Monday, Jan. 4, they will be on the air 
every Monday and Friday for seven- 
teen weeks with the India Owls, a 
ten-piece orchestra, and special enter- 
tainers. 

India broadcasting will be done from 
station WADC, Akron, on a wave- 
length of 268 meters. On Monday 
nights, the India Owls will broadcast 
from 1 to 3 a. m. for the special benefit 
of the Pacific Coast, and on Fridays 
the program will be given from 10 to 
11 p. m. On Mondays, the India Owls 
will play dance music and opera selec- 
tions; on Fridays, dance music only. 











F. W. Schmachtenberg Joins 
H. Boker & Co., Inc. 


F. W. Schmachtenberg, who has been 
connected with the Wade & Butcher 
Corporation, and previously with his 
father, who was the president of the 
Schmachtenberg Bros., exporters of cut- 
lery, has joined the sales forces of H. 
Boker & Co., 101-103 Duane Street, 
New York City, and will cover the 
Middle Western territory. 


Masback Hardware Co. Ac- 
quires Two Eight-Story 
Buildings 


The Masback Hardware Co., distrib- 
utors, 82 Warren Street, New York 
City, has purchased the two eight-story 
buildings at 76 and 78 Warren Street, 





(Reading matter continued on page 70) 





adjoining its present property at 80-82- 
84 Warren Street. This company now 
controls 125 ft. on Warren Street, and 
with the new acquisitions it gives them 
a total floor space of 31 floors, each 
unit being 25 x 100 ft. in size. 





Annual Meeting, Belcher & 
Loomis Hardware Co. 


At the annual meeting of the stock- 
holders of the Belcher & Loomis Hard- 
ware Co., Providence, R. I., held Jan. 5, 
the following were elected officers of 
the company: President, Harry B. 
Read; vice-president and _ treasurer, 
Howard F. Barker, and_ secretary, 
Frank M. Whitford. 

The board of directors now consists 
of William H. Waterman, Hiram E. 
Chaffee, Byron S. Watson, Claude C. 
Ball and Edward C. Stiness, in addition 
to the officers. 


Moffatt with Lamneck Co. 


A. Q. Moffatt, for many years asso- 
ciated with the Wheeling Corrugating 
Co., has assumed his new duties as 
sales manager, stove pipe department, 
oe W. E. Lamneck Co., Columbus, 

io. 


Benjamin Ryder Dead 


Benjamin Hudson Ryder, electrical 
engineer of the American Steel & Wire 
Co. for the past twenty-four years, died 
suddenly Dec. 26. He was widely known 
in the electrical and railroad circles of 
the country. He was born in Hudson, 
N. Y., Dec. 3, 1877. 


O. F. Ostby Appointed by 


Burnoil Corp. 


Oscar F. Ostby has been appointed 
vice-president, general sales manager 
and director of advertising of the Burn- 
oil Oil Burner Corporation, New York. 
He was formerly sales manager, in 
charge of advertising, of the battery 
division of The Prest-O-Lite Co., In- 
dianapolis. 


New England Iron & Hard- 


ware Assoc. Banquet Jan. 28 


The annual banquet of the New Eng- 
land Iron and Hardware Association 
will be held Thursday evening, Jan. 28, 
at Hotel Somerset, Boston. Senator 
Butler of Massachusetts has accepted 
an invitation to attend. 


A. Yonkelewitz Sells 
Dorchester, Mass., Store 


Abraham /Yonkelewitz, who _ con- 
ducted the Easton Square Hardware 
Co., 334 Bowdoin Street, Dorchester, 
Boston, has sold out to two men, who 
will conduct the store under its origi- 
nal name. 




















CURRENT NEWS 





American Merchandise in 


Demand Abroad 


«* increasing demand for American 
merchandise in the principal mar- 
kets of the world is shown in an an- 
alysis of this country’s foreign trade 
for the first nine months of 1925 just 
made public by the Foreign Commerce 
Department of the Chamber of Com- 
merce of the United States. 

“Every continent except Asia,” the 
Chamber’s Foreign Commerce Depart- 
ment says, “increased its purchases 
from this country during the first three 
quarters of 1925 as compared with the 
same period of 1924. Europe, with a 
gain of 16 per cent, accounted for 52 
per cent of our total exports. South 
America led the increases among the 
continents with a 30 per cent gain. 
Asia’s buying fell 18 per cent below 
that of the 1924 level, but indicated a 
decided improvement over the 21 per 
cent loss at the end of the second quar- 
ter of 1925. 

“Every continent except Asia in- 
creased its purchases from us during 
the January-September period of 1925 
as compared to the same period of 1924. 
Europe with a gain of 16 per cent ac- 
counted for 52 per cent of our total ex- 
ports. South America led the increases 
among the continents with a 30 per 
cent gain. Asia’s buying fell 13 per 
cent below that of the 1924 level, but 
indicated a decided improvement over 
the 21 per cent loss at the end of the 
second quarter of 1925. 

Of our twenty-six leading customers, 
none of which bought less than $20,- 
000,000, and whose total purchases of 
$3,212,972,000 accounted for 92 per 
cent of our exports, only four purchased 
less in the January-September period, 
1925, than for the corresponding period 
of 1924. They were France, Cuba, 
China and Japan. 

Of seventy-six principal markets for 
the first three quarters of 1925, sixty- 
three showed increased buying over the 
same period of 1924. Great Britain, 
our leading customer, with total pur- 
chases of $668,964,000, one-fifth of our 
total exports, also headed the dollar 
gains with an increase of $85,716,000 
over the first three quarters of 1924. 
Forty-seven per cent of this gain was 
due to increased purchases of cotton, 
which were $40,671,000 greater than 
those of January-September, 1924. 


Pill Brothers Have Heavy 


Fire Loss 


Pill Brothers, Lawrence, Mass., re- 
cently suffered heavy losses when fire 
damaged their warehouse and contests. 
The company maintains stores in Cam- 
bridge and Quincy, Mass., as well as in 
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CHINAWYTE BATHROOM FIXTURES 


HE “‘Easy-Set”’ advertising campaign for 
1926 will be bigger and broader than 
ever. 

In addition to frequent use of large space 
in three great national publications, our 
plans include the use of a number of great 
daily newspapers, with a combined circula- 
tion of nearly two million. 

Nineteen-twenty-six will bring greater 
profits than ever before to all ““Easy-Set”’ 
merchants. 

For your own use we have extensive 
material in the way of newspaper electro- 
types, which we supply gratis, as well as 
dealer helps of many kinds. 


““Easy-Set” fixtures are coming to be 
better and better known in every corner of 
the country. If you are not now stocking 
this line, write us immediately for full 
details. J. H. Batmer Co., 259-267 Plane 


Street, Newark, N. J. 








69 





70 : 


Adjustable Radio Wrench 
with Long Reach 


A wrench with adjustable jaws, de- 
signed to fit many different sizes of 
nuts, such as are used on radio sockets, 


‘= , WRENCH 
; CLOSED 


i END View 











rheostats and connections, has been 
placed on the market by the William 
Schollhorn Co., 414 Chapel Street, New 
Haven, Conn., manufacturer of the 
“Bernard” line of tools. 

Pushing thumb adjustment forward 
accommodates the wrench jaws to the 
nut; pulling it back with the thumb 
tightens the grip. It will also turn the 
round, knurled type of nut with effi- 
ciency, entirely with the hand that 
holds the wrench. The wrench meas- 
ures 9% in. in length and is designed 
to reach into the far, out-of-the-way 
corners of the radio set. 





Coaster Wagon Features 
Sturdy Construction 


The Saginaw Stamping & Tool Co., 
Saginaw, Mich., is marketing a coaster 
wagon called Race-A-Way. lt is de- 
signed like an automobile and built 
w'th automobile steering gear, steel 
chassis, tubular frame, steel disc wheels 
with balloon tires and ball bearings 
throughout. It is easy running, will 
not tip. The handle is detachable. 





The body is 31 in. by 15% in. by 3% 
in., is built of seasoned wood and may 
be painted any color or combination 
desired. The wheel base is 36 in., with 
rear discs measuring 10 in. and the 
front 8 in. They are packed one in e 
carton with weight of 35 Ib. 
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Portable Oven Will 
Bake, Roast or Toast 


The new oven being marketed by the 
Dollar Oven Works, of Muncie, Ind., is 
proving quite popular with retailers 
and cooks. This new “Kok-or-Bak” 
oven is designated as a _ semi-fireless 
portable device which can cook, bake, 
roast or toast. It is designed to give a 
substantial saving of fuel. 

The interior construction consists of 
an elevated bottom, a radiation plate, 
hot air flues and an adjustable and re- 
versible wire food rack. The heat is 
drawn directly into the bottom of the 
oven and this produces a slight pres- 
sure, which hastens the cooking. The 
oven is top-opening. 

“Kok-or-Bak” ovens are made in two 
sizes. The No. 1 size is large enough 
for a meal for two persons, and the 








No. 2 is made for a family of three or 
four. The smaller is 9% in. in diam- 
eter and the larger 104%— it being 2 in. 
deeper also. Both ovens are fitted with 
electro-welded and plated wire racks 
for supporting the cooking utensils. 
The rack may be set at three different 
elevations. 


All Steel Tool Chest 


The Union Tool Chest Co., Rochester, 
N. Y., announces the addition of All- 
steel chests for auto mechanics, elec- 
tricians, plumbers, masons, engineers, 
etc., to round out its line, which now 
includes all-steel chests, three-ply zinc 
covered, green iron covered and not 








covered chests, and machinists’ and tool 
makers’ chests designed to meet the 
needs of all tool users. 

The all-steel chests are made in a 
number of styles, ranging from both 
flat and steeple top without trays to 
flat or steeple top with one tray and 
two trays. 

Each tray is subdivided into com- 
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partments for grouping small articles. 
The lower tray of the two tray chests 
is a “tote” tray having a handle which 
turns down into the tray when not in 
use. There are compartments for nuts, 
bolts and washers, etc., which prevent 
their being lost among the tools. 

Union all-steel chests are made in 
sizes from 14x7x7 to 22x8x1l and in 
the larger models the trays do not run 
the entire length of the chest, thus 
leaving plenty of room at the end for 
a blow torch, auto mechanics speeder, 
or similar equipment. 

The finish is brown enamel baked on 
to resist wear and weather. It is diffi- 
cult to scratch and does not chip off. 
The lines are simple and the handsome 
hardware, brass plated corner angles, 
loop locks, etc., give it a trim dignified 
appearance. Joints are electrically 
welded throughout, which gives them 
extra strength. 

The 1926 catalog is ready for distri- 
bution and will be sent on request. 





Traffic Signal Operates 
from Engine Suction 


The Safe & Sure Auto Signal Co., 
225 Broadway, Long Beach, Calif., has 
placed on the market a traffic direction 
signal enclosed in a durable, weather- 



































proof case, manipulated by an electric 
hand switch under the steering wheel 
and by a foot switch attached to foot 
brake pedal. Its operation is effected 
by means of a vacuum caused by the 
engine’s suction, at no expense. 

The mechanism consists of a metal 
arrow which is concealed in the case 
and which rises when the driver works 
the hand switch or depresses the fogt 
brake. The interior of the arrow con- 
tains electric light bulb, electric coil 
magnets in connection with the switches 
control the operation of the arrow. 





New Hardware Store 
at Livonia, N. Y. 


The store of C. E. Wemett & Co., 
Livonia, N. Y., has been incorporated 
under the laws of New York State, 
with a capital of $50,000, by C. E. 
Wemett and N. T. Jennings. 
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The Round Oak Romal 
—one of the aristocrats 
in the complete line of 
Round Oak stoves, 
ranges, oil ranges, gas 
ramges, combination 
ranges and_ furnaces. 
Catalog gladly mailed 
upon request. 
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OUND OAK 
Thrift Plan! 


Startlingly new—decidedly different. 





It offers a real opportunity to expand your 
business without extra capital and without 
increasing your overhead. 


It will double or treble the sale of Round 
Oak heating units in your territory. 


It is simple—convenient. It has no compe- 
tition. 


Your banker will readily approve this plan 
as exceptionally advantageous to you. 


It is backed by the Round Oak Folks— 
famous for 55 years as the manufacturers of 
fine ranges, stoves and furnaces. 


If the Round Oak agency is still open in 
your territory, we shal! be glad to present 
this opportunity to you at your convenience. 
If you are now selling Round Oaks, you 
should avail yourself of this helpful plan at 
once. Write us on your letterhead asking 
for complete presentation of plan by mail or 
through our traveling representative in your 
territory, as you desire. 


THE BECKWITH COMPANY 


Dowagiac Michigan 


OUND OAK 


STOVES - - RANGES - - FURNACES 
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Kiddie Koaster Has 
Unique Features 


Many attractive features will recom- 
mend the Kiddie Koaster of H. C. White 
Company, North Bennington, Vt., to 
the trade. It is well constructed with 
the idea of safety. The hub brake that 
may be operated by either hand or foot 
and the non-wobble steering gear are 
designed to appeal to boys and girls. 





The wagon box is built of kiln dried 
ash and maple with a heavy pressed 
steel rail on the top. The pressed steel 
gears are light and strong and the 
double disc steel wheels have renewable 
self contained roller bearings and large 
rubber tires one inch in diameter. An- 
other feature which is designed to add 
to the attractiveness is the automobile 
type hexagon hub cap that is threaded 
to screw on like automobile hub caps. 

The finish is baked spar varnish on 
the woodwork and baked enamel on the 
metal. There are two sizes, No. 605 
with wagon box measuring 34 x 14, and 
No. 606 with wagon box 38 x 16. 





New Lock Is Jimmy Proof 


Francis Keil & Son, Inc., manufac- 
turers of locks and builders’ hardware, 
of 401-425 East 163rd Street, New 
York, have recently added a burglar 
and jimmy-proof mortise dead lock, 
designated as style No. B 51075, to 
their line of locks. Made in both 





¥ 
single and double cylinder, this lock 
has a number of unique features that 
make it desirable for protection in 
homes, offices, shops and warehouses— 
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where absolute safety from burglary 
and intrusion is a paramount factor. 

The extra heavy bronze bolts shoot 
out perpendicularly and turn and rest 
horizontally in locked position. The 
projections on the end of the bolts of- 
fer resistance to the burglar’s jimmy 
or wedge. Hardened steel inserts re- 
volving inside the bronze bolts will 
foil the attempt of any hack saw blade 
to cut them. 

The lock is ruggedly constructed of 
bronze metal, is individually packed in 
an attractive carton and supplied with 
three keys. The manufacturer also 
makes rim, front door and store door 
locks, all in cylinder pattern, and com- 
bining the jimmy and saw-proof fea- 
tures. 


New Pump for Drawing Oils, 
etc., Introduced by Seattle 
Firm 


An improved pump for drawing oil, 
turpentine, paints, anti-freeze com- 
pounds, etc., from steel drums has been 
placed on the market by Rothweiler & 
Co., 2430 First Avenue South, Seattle, 
Wash. It is a fast lightweight pump, 
which, it is claimed, will pump a pint 
to a stroke. Four gallons of medium 
oil, it is said, can be pumped in one 
minute. 





The new pump fits in the three-quar- 
ter inch opening that is standard in all 
steel drums. The cylinder is made of 
heavy brass, the top and bottom caps 
of heavy cast iron. The spout is of the 
non-drip type, and the plunger rod is 
well packed with packing. 

It is not a measuring pump. The 
manufacturer claims that experience 
has demonstrated that any dirt lodged 
under the valves, or any leak in the 
suction, makes any pump throw short 
measure. He, therefore, recommends 
that the proper size measure be used 
when selling liquid oils in bulk. 

Modern practice, it is stated, recom- 
mends showing the customer what he 
pays for. While it is a little more 
trouble to pump a gallon of oil in a 
gallon measure first, and then pour it 
into a container, the customer inva- 
riably feels more confident that he has 
been given a full measure. 
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Aenh indie Rattle Is 
Indestructible 


The Senia Holding Corp., 200 West 
72nd Street, New York, has recently 
placed on the market a patented anti- 
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Would You Pay 10° for A Good Night's Sleep? 





window rattle, krown in the trade as 
the “Stopwell Anti-Rattle.” A special 
feature of this product is the fact that 
when it is once set in place it becomes 
an indestructible fixture and is always 
out of sight. The device does not 
hinder the raising or lowering of the 
window. 





Coasting Scooter Has Riveted 
Frame Feature 


Designated to the trade as the “Spin- 
away” Coasting Scooter, the Spinaway 
Mfg. Co., Anderson, Ind., has recently 
placed on the market four styles of 
this new toy, as illustrated herewith. 

It is equipped with ten inch roller 
bearing double disc steel wheels, elec- 
trically welded, and one inch balloon 
tires. It features a steering post ad- 
justable to three vertical positions, for 
youths of all ages, and may also be 
brought back to a tilting position for 
coasting. Other features are a roller 
foot brake, rubber toe plate and loud 
horn. The frame is constructed of ex- 





tra heavy steel, the footboard riveted 
integral with the frame. There are no 
bolts to come loose. 

Made in four styles, namely No. 6000 
with brake only, 6010 with brake and 
stand, 6020 with brake and seat, 6030 
with brake, stand and seat, they are at- 
tractively finished in colors, lustrous 
enamel and highly polished nickel 
plated trimmings. 
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They need new ones 
—will you sell them? 


N too many homes furniture that should be easily moved 

balks, drags and creaks — poor casters. Heavy chairs 

refuse to roll— poor casters. Tables must be lifted — 
poor casters. 


Of course, they need new ones; easy-rolling, dependable 
Bassicks. Willingly they move the lightest .tea-table, the 
heaviest davenport, the bulkiest bed or chest. 


Bassick Casters need no introduction to your customers. 
A well-known name—a well-made product—an attractive 
package. How easy it is to sell Bassicks. 


Do you know this deal? 


Special Stock Order No. 25 includes a liberal assortment of display 
and sales helps. It is worth knowing about. Write for full details. 


BRIDGEPORT, CONN 





Reg. U.S. Pat. Off. 


For thirty years the leading makers of high grade casters 


for home, office, hospital, warehouse and factory 


738 





Casters 


The BASSICK COMPANY 
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On Starting the New Year Right 


By M. M. Godschalk 


come to Mohammed, Mohammed went to the 

mountain; so it is in business. When there are 
times that business does not come to you easily, 
go after it, GO AFTER IT. 

In one of the recent numbers of the HARDWARE 
AGE some one has quoted very correctly that the hard- 
ware dealer spends more time watching his competitor 
than he does in watching the Red Front store, the 
drug store or the grocer, but this gentleman did not 
mention the department store. 

The executives of these large businesses are mak- 
ing a study of how to increase the business during 
dull periods; for instance, we know that in January 
the White Goods Sale is coming; in August we have 
the Furniture Sale; March and September are reserved 
for Housefurnishings, China, Glassware, Paints and 
Hardware. 

Now, Friends, think a little ahead of time. March 
is coming when all these department stores will ad- 
vertise and sell their specials. Then you will see, to 
your chagrin, their wagons and trucks loaded with 
merchandise which YOU could have sold. You will 
see these very trucks delivering goods around your 
corner, perhaps even to the tenants over your own 
store. 

GET BUSY; it is still time. Go to the market, 
pick up some specials, then reduce your own “mark- 
up,” dress your windows tastily and do the necessary 
advertising and I’ll bet you dollars to doughnuts that 
your sales will take a jump upward and at the same 
time you are demonstrating to your immediate neigh- 
borhood that your store is as up to date as those 
from downtown. 

NEVER sacrifice quality for price. A great hard- 
ware prince once has said, “The price is forgotten, 
but the recollection of quality remains.” Let this be 
your lesson. 

On quality you can build your reputation; coupling 
quality with fair prices you can build up business. 
You can neither build up a reputation nor a good 
business on goods that are dear no matter how low 
the price. 

The good book says, “That which you sow, you 
shall reap.” Have you ever thought of sowing the 
seed of interest and loyalty in your clerks, making 
it worth while to them to exert themselves for your 
interest? See what the large business houses are 


|" has been said that when the mountain did not 


doing to get this loyalty; they give bonuses, premi- 
ums; yes, they even go as far as taking out life 
insurances for their help. This is not all charity or 
to dodge paying high income tax. 

It is good, sound business; it is an investment that 
returns to them tenfold, yes, perhaps hundredfold. 
JUST as SOON as you have the LOYALTY of your 
clerks, JUST SO SOON your business will grow. 

I hear you say, “Well, I give them as high a wage 
as the business will allow,” but DO YOU? Think it 
over. Perhaps by giving them a percentage on and 
above a certain amount of sales may perhaps bring 
these sales sooner to the zenith than they do now. 

First SELL YOURSELF to your assistants and 
your merchandise will sell easier and quicker. 

A salesman, or in fact any assistant instrumental 
in the activities of your business, should be “SOLD” 
to your house. This means to give their full support, 
loyalty and interest. Their heart and soul should be 
in YOUR business and so be proof against a small 
increase in money which perhaps a competitor may 
offey them. And by sowing this seed of interest and 
loyalty in them, you will reap, as stated above, ten- 
fold and more. TRY IT. It is a good investment. 

Another suggestion to boom business and not to 
let the outsider get away with all the cream: This 
will perhaps interest the merchant in the country 
more than the one in the city, but ALL may profit. 

During these months of January and February, 
when gardeners and overseers of estates have much 
time on their hands and are able to give you time 
for interview, why not get their business for future 
delivery on grass seed, lawn mowers, garden sup- 
plies, fencing, poultry wire, even paints and tools 
may be included, and show them that your store is 
at their call for any emergency, that your prices are 
lower than those of the exclusive seed store (who 
must make theirs in a few short weeks), that you 
are always ready to help them in their problems, that 
you are in position to repair or sharpen their tools 
and lawn mowers, even will get small parts if needed. 
These are all accommodations the specialty store does 
not give them. Think it over. 

The winter months can be made to pay. These so- 
called dull times give us better opportunities to study 
and plan and prepare ourselves for those days, which 
surely will bring the harvest of success if the seeds 
are sown. 





A Traveling Salesman Tells His Experiences 


(Continued from page 57) 


orders only. I was after everything that I could get, 
and tried hard to “get under the vest” of all the people 
I was doing business with. I have found certain 
hardware stores that were so busy that they neg- 
lected their stock, and to help them during my visit 
I have taken off my coat and cleaned up the stock 
that I was interested in and got it all in good condi- 
tion, which helped me wonderfully with these people. 

In my present line I find the buyers about the same 
as the hardware buyer. I believe that human nature 
is the same the world over. A rather amusing thing 
occurred to me when my children were small. I 


had to make several jumps and didn’t get the oppor- 
tunity to inform my wife where I was, so she lost 
track of me for a week. When I got home my little 
girl met me at the door and shook her finger at me 
and said: “You’re going to catch it! Me and my 
mamma is going to get a divorce from you!” But 
an explanation to my wife soon set everything right. 

My old Scotch mother used to say to me: “Laddie, 
always keep your nose clean!” meaning by that that 
if your conscience is clean you’re all right, and I have 
tried to always be able to look a man in the face and, 
if it was necessary, I could tell him to go to hell. 
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OUT OF THE DARKNESS OF UNCERTAINTY 


APEX BRINGS ABSOLUTE ASSURANCE OF DEPENDABLE RADIO VALUES 


Apex reputation is a wide open book. The 
reliability—the efficiency—the merit of Apex 
Radio Receiving Sets is being demonstrated 
every day—day after day in thousands of 
homes and every day, every week, every 
month records a mighty increase in demand. 
Apex has conclusively proven its value in 
every phase of operation and upon that 
proven value is based the preference and the 
selection of those thousands of radio buyers 
who want quality beyond question. 


No one feature of Apex Radio Receiving 
Sets has been perfected at the expense of 


some other feature. Step by step every fea- 
ture has been brought to the finest degree of 
excellence and transformed into one marvel- 
ously sensitive instrument that supplies 
every element to be desired in radio recep- 
tivity, combined with rich beauty of ap- 
pearance. 


The few exclusive Apex Dealer Franchises 
now available will prove of unusual value to 
dealers who realize the importance of sup- 
plying their patrons with radio equipment 
of proven quality and established reputa- 
tion. Complete particulars upon request. 


APEX ELECTRIC MFG. COMPANY 


1410 West 59th Street Dept. 135 CHICAGO 










Apex Baby 
Grand Someete 


Price $22 








Price $22.50 


Price $27.50 





Apex Utility 
Radio Table 
Price $75 





Prices West of Rockies slightly higher. 








Apex Entertainer 


Console Type 
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Apex Super Five 
Price $80—without accessories 
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Apex De Luxe—Price $135 


Canadian prices approximately 40 per cent higher. 
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Hardware Trade Looks for Active 


Year—Mid-Season Sales Are Fair 


66 ARDWARE sales throughout the country are being 
H somewhat retarded by the usual lull following the holi- 
days, according to reports from the various wholesale 

market centers. A marked revival in buying interests is looked for 
following the completion of inventories which are now occupying 
the attention of both the wholesaler and retailer. The outlook for 
the new year is decidedly favorable, particularly as there is no ten- 
dency on the part of retailers to delay placing orders in anticipation 





General Market News 


of price declines. On the contrary, there is every indication of prices 
holding firm, and in some instances, tending toward higher levels. 
“The sale of staple items is generally good for this time of the 
year. In some centers an open winter which has permitted the con- 
tinuance of building activities has resulted in stimulating the sale 


of builders’ hardware. 


“Collections are generally favorable, and indicative of the basic- 
ally healthy condition prevailing today.” 





Northwest Looks for Good 


Year 
Everything in business conditions 











points to an excellent year for all lines | 
in the Northwest tributary to the Twin 
Cities. Gains in every branch of agri- 
culture, advances in building totals, 
progress in banking and financial ef- 
forts, increase in sales of many lines 
of merchandise, including radio—all in- 
dicate that the territory covered by the 
Ninth Federal Reserve district is at 
the beginning of an era of business | 
prosperity. | 








York 


Although hampered by the post- 
heliday lull, sales in the New York 
wholesale market attained satisfactory 
proportions during the past week. A 
marked revival in buying interest is 
looked for following the completion of | 
inventories which are still occupying | 
the attention of wholesalers and retail- | 
ers. Prices are firm and in some cases | 
tending toward higher levels. | 


Satisfactory Business in New, 
| 








January Sales Good in 
Cincinnati 


Orders received by Cincinnati jobbers | 
during the opening days of January | 
attained a most gratifying total. Re- 


tailers evidently had permitted their 
stocks to dwindle and are in need of | 
considerable merchandise to fill imme- 
diate requirements. Purchases of spring | 
goods, for delivery in February and | 


March, have increased to a marked ex- 
tent, and there is every indication that 
business will equal or possibly exceed 
that in the same period last year. The 
volume of business on staple goods is 
holding up remarkably well, while 
prices are showing strength, with ad- 
vances pending in tires, hammers and 
hatchets. 





Rope Is Higher and Twine 
Lower in Boston 


Boston jobber’s base prices on Ma- 


nila rope are lc. a pound higher, while 


extras are just about double those here- 
tofore quoted. The jobbers have made 
a belated advance on bicycles, amount- 
ing to perhaps 75c. per machine on the 
average. On the other hand, sheet lead 
is %ec. a pound cheaper, cotton glove 
prices for next season are lower and 
hemp twine is down about 5 per cent 
in cost. New lists issued on A. C. spark 
plugs disclose no changes on _ those 
items carried by the Boston trade. 





Chicago Market Somewhat 
Dormant 


Hardware sales have slowed down 


considerably, as is usual during the 
annual inventory time, but the general 


feeling is that activities will be resumed 
with somewhat of a rush as soon as 
the yearly checking up is over. 

A very slight downward revision in 
jobbers’ prices of butts and hinges is 
the only price change recorded this 
week, but several advances are ex- 
pected when buying starts up again. 
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Exports for First Nine Months 
of 1925 Show Increase 


Exports of the United States for the 
first nine months of this year were 
greater than those of any full year be- 
fore 1916, according to a report on 
American foreign trade for the first 
three quarters of 1925 made public to- 
day by the Foreign Commerce Depart- 
ment of the Chamber of Commerce of 
the United States. 

The report points out that “total ex- 
ports for the first nine months of 1925 
amounted to three and one-half billion 
dollars, which averages 389 million dol- 
lars monthly. This is 12 per cent 
greater than a year ago. 

“When the figures for the best 
months of the year—October, November 
and December—become available, the 
value of our exports for 1925 will be 
close to five billion dollars—a figure 
reached only in the war and postwar 
years 1916 to 1920. Since 1920 the 
general trend of exports has been up- 
ward, with the tendency since Decem- 
ber, 1923, more sharply upward than 
theretofore. 

“In 1925 there was the normal sea- 
sonal slowing up, which lasted from 
May through July, when the usual late 
summer and fall activity began with 
the exportation of cotton and other 
agricultural products. 





Economic Outlook for 1926 


7 HE United States has produced and 
4. consumed more goods in 1925 in pro- 
portion to population than ever before 
in its history, according to a recent 
statement by Secretary of Commerce 
Hoover. “Our standard of living,” says 
Secretary Hoover, “has therefore been 
the highest in our history, and is of 
course the highest in the world. This 
improvement, however, has been greater 
in the urban centers than in agricul- 
tural communities. 

“The dominant favorable factor in 
our outlook is our increased productiv- 
ity, due to fundamental and continuing 
forces—such as the cumulation of edu- 
cation, the advancement of science, skill 
and elimination of waste. Other favor- 
able indications on the immediate hori- 
zon are that the stocks of commodities 
are moderate; there is employment for 
practically everyone; real wages are at 
a high level; savings are the largest in 
history and capital is therefore abun- 
dant; and the whole machinery of pro- 
duction and distribution is operating at 
a higher degree of efficiency than ever 
before. While wholesale prices for the 
year as a whole have averaged about 6 
per cent higher than for the previous 
year, it is largely due to needed advance 
in prices of agricultural products. 
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These jacks eet all the 
demand for Balloon Tire Jacks | 


For all passenger cars, sell the No. 7 or the No. 15. 
For all heavy pneumatic tired trucks, sell the No. 12. 
For all types of busses, sell the No. 18. 





Now there are Reliable Balloon Tire 
Jacks for all kinds of passenger cars, 
trucks and busses. Any dealer stocking 
only these four Reliable Jacks can meet 
the demands of all of his customers. 

The No. 7 and No. 15 Reliables have 
exclusive patented features: (1) double 
screws which work at the same time 
(twice as fast as ordinary jacks). 
(2) long folding handles with semi- 
universal joint and (3) a full 10-inch 
lift, starting at 6# inches. 

This last feature makes these jacks 
just as satisfactory on regular tires as 
on balloon tires. That means you can 
sell these jacks to your customers who 
have regular tires as well as to those 






The Reliable Jack 
Seller will be sent 

free upon receipt of 

an order for a standard 
assortment of 12 Reli- 
able Jacks, consisting 
of 4 of the popular No. 
9 Pressed Steel Jacks. 
2 each of the No. 5-A 
Rall Bearing Jack, the 
No. 10 Jack with flip 
cap, the No. 11 Jack 
with long handle, and 
the No. 46 Jack with 
adjustable foot. Order 
one now! 








NORTHWESTERN BRANCH 
G. A. ASHTON CO., St. Paul, Minn. 
(Complete stock carried in Ashton Bldg.) 
SOUTHWESTERN BRANCH 
THE CARROLL CO., Dallas, Texas. 


( Complete stock carried in Carroll warehouse) 


RELIABLE 








BALLOON 
TIRE 


JACKS 


customers who have balloon tires. 

The new No. 12 Reliable is designed 
for use on heavy trucks (up to 5 tons) 
equipped with pneumatic tires. A low 
starting heighth of eight inches and a 
ten inch lift insure ample clearance for 
changing tires. 

The No. 18 Reliable is designed to 
meet the requirements of all types of 
busses. The long handle avoids the low 
overhanging bus body and enables the 
operator to place the jack and operate 
it from behind the bus. 

Stock up with a few of these four 
Reliables. Their exclusive features sell 
them on sight at a good profit. Your 
jobber will gladly fill your order. 


ELITE MANUFACTURING CO., Dept. HA-1, Ashland, Ohio. 


SALES REPRESENTATIVES 
MOTOR PRODUCTS CO,, 
149 Church Street, New York, N. Y. 
THE L. E. SPENCER CO, 
704 Stahlman Bldg, Nashville, Tenn, 
A. E, MOHRIG, 
1450 Pine Street, San Francisco, Calif. 
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Inventories Slowing Up Pittsburgh Sales— 
Prices Firm—Tending Upwards 


(Pittsburgh office of HARDWARE AGE) 


the inventory period and the fact that most jobbers’ sales- 


ARDWARE business in this district still feels the effects of 


men still are off their routes, but those houses which have 
started their men on the road again have had a run of orders that 
suggests that retailers are not heavily stocked and give encourage- 
ment to the idea that the next few weeks will bring a substantial 


betterment in business. 


This is the usual time for a good many 


price changes to appear and this year has been no exception to the 
rule. New prices have come out on lead sink traps, the Universal 
line of vacuum cleaners, tie-out chains, Diamond ventilators, rope, 


ovens and stove pipe and elbows. 


In the cases of the ventilators, 


rope and cleaners, the latest prices show advances over old lists, 


but the others reflect slight reductions. 


Not much real interest 


yet has developed in spring lines, but incubators and brooders are 
beginning to be wanted for the hatching season, which begins next 
month. Collections are never very good at this season of the year 


and this year is no exception. 


BATTERIES.—Demand holds up well 
here, particularly for radio batteries, 
with prices holding at the levels that 
now have been in effect for almost a 


year. 

Jobbers’ quotations to _ retailers, 
f.o.b. Pittsburgh: 

Broken Unit 

Packages Packages 

Eac Each 
Dm Me estcedecevcs $1.05 97 
a Ur ssckpesankede 1.22 1.14 
i Ci cwEisuesseune 1.32 1.22 
ih Te «secesee0end 1.40 1.30 
i 2 winetebecwed 2.62 2.44 
a, i shticeccesenes 2.62 2.44 
a 2 uucoussees 3.33 = 
Ta SE seesseanonne .42 

No. 6 dry cells, ignition type, s0%e. 
each. 

Fiashlight.—No. 935 9%c. each; 
No. 950, 10%c.; No. 790, 22c.; No. 
705, 21%c.; No, 750, 18c.; No. 751, 
24c. 

Hot Shot.— No. 1461, $1.70; No. 


1662, $2.35. 


Some of the Pittsburgh jobbers who 
have started their salesmen out after 
the holiday lay-off report some fair- 
sized orders, but generally the market 
still feels the effect of the inventory 
period. There is much confidence that 
stock-taking will disclose light stocks 
in retailers’ hands and that the next 
few weeks will show a material better- 
ment in purchases. Price changes, as 
usual around the first of the year, are 
rather numerous. New rope _ prices 
have appeared to cover the next 60 
days; manila rope has been advanced 
le. per lb. for the base sizes and the 
smaller size differentials have been 
raised on both manila and sisal, but no 
change has been made in the base sizes 
of sisal. Diamond ventilators have been 
advanced slightly in a new price list 
just issued, but tie-out chains and lead 
sink traps have been lowered a little. 
Universal line of vacuum cleaners are 
higher to the extent that special sales 
campaign prices have been withdrawn. 
New prices have appeared on stove pipe 
and elbows and on ovens, the new lists 








showing slight reductions from the old 
ones. Collections are seasonably poor. 


BOLTS, NUTS AND RIVETS.—The 
situation does not change much. De- 
mands upon bolt and nut makers are 
notable more for their persistence than 
size; prices now ruling were first es- 
tablished a year or more ago and with 
no fluctuation or sign of change, buyers 
feel perfectly safe in covering their re- 
quirements as they arise instead of 
buying well in advance of them. Job- 
bers are not making very large sales. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent off list: car- 
riage bolts, small rolled threads, 50 
per cent off list; all sizes cut threads, 
45 per cent off list; stove bolts, 75 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.25c. .off list; c.p.c 
and t. blank or tapped, 3.335c. off list; 
rivets, small wagon and tinners’, 60 
per cent off list. 


HORSESHOE CALKS.—This line is 
seasonally active in this part of the 
country. 


Jobbers quote: 

Neverslip and Giant drive calks at 
20 per cent off list and screw calks 
at 15 per cent off list. 


ICE CREEPERS.—On account of the 
hilly topography of this part of the 
country, winter always brings a good 
demand for creepers and this year is 
no exception. 

Jobbers quote: 


Security, $3 per doz.; Instep, $3.25; 
Newark, = 60; Blue Ribbon, $3.75; 
Fit all, "$4.50 


INCUBATORS AND BROODERS.— 
With the hatching season at hand there 
is naturally a growing demand and job- 
bers report some good shipments. The 


Buckeye line is standard in this dis- 
trict. Jobbers quote subject to the reg- 
ular trade discount of 30 per cent. 


Buckeye, No. 14E, $16.5 
$27.50; No. 17K, 
No. 1, $7.50 per set; 


(Reading matter continued on page 80) 


0; No. 16E, 
$36.75; turning trays, 
No. 2, $9; No. 3, 





$12; No. 4, $15; No. 5, $20; brooders, 
blue flame, $17.50 to $22.50; portable, 
a to $19; coal burning, $21.50 to 


LEAD SINK TRAPS.—Prices have 
been lowered due to an easier market 
in raw lead. Jobbers now quote 1%4-in. 
at $1 each, 1%-in. $1.40. 


OIL STOVES AND OVENS. — No 
change is noted in stove prices, but 
slightly lower prices have been made on 
Security ovens. 


Jobbers quote _ retailers, f.o.b. 
Pittsburgh, a discount of 30 and 5 
per cent off these prices: 


LIST PRICES 
Nesco oil cook stoves. 


Sr a ee i.  coccuneses $9.50 
NO. ZIS 3B BURSTS cccccccvsccces 17.35 
INO. BAS BS BPTOED ccvcecccsevecs 22.00 
Des Bae 4 DME occ cdésccveces 28.00 
BNO, BES © BUMS ccccccccsccces 9.50 
No. 1102 High Shelf ee 5.26 
No. 1103 High Shelf Only..... 6.50 
No. 1104 High Shelf Only..... 8.00 
No. 1105 High Shelf Only..... 9.75 
Rockweave wicks, 25c. each. 
Nesco ovens. 
No. 05 1 Burner Solid Door... $2.10 
No. 51 Burner Glass Door... 2.25 
No. 010 1 Burner Solid Door... 4.15 
No. 101 Burner Glass Door... 4.40 
No. 020 2 Burners Solid Door... 5.15 
No. 20 2 Burners Glass Door.. 5.40 
No. 030 2 Burners Solid Door.. 5.40 
No. 30 2 Burners Glass Door.. 5.70 
Security ovens. Net prices to re- 
tailers: 
No. 30 21-in. Plain Door........ $3.00 
No. 35 13-in. Plain Door........ 2.25 
No. 36 26-in. Plain Door........ 4.00 
No. 20 21-in. Glass Door........ 3.20 
No. 25 13-in. Glass Door........ 2.45 
No. 26 26-in. Glass Door........ 4.20 
No. 40 21-in. Twin Glass Door.. 3.20 
No. 45 21-in. Twin Glass Door 
a eee 3.80 
No. 46 26-in. Twin Glass Door.. 4.20 
No. 50 12%-in. Plain Door...... 1.35 
No. 55 12%-in, Glass Door.... 1.45 


PAINTING SUPPLIES.—Recent prices 
are holding. Not much business is be- 
ing done, but it is expected that pur- 
chases against spring demand will soon 
begin. 

Prices to retailers: 

Ready mixed paints, best grades, 
$3.10 per gal.; lower grades, $2.50; 
white lead, 15%c. per lb. in 100-Ilb. 
lots, 10 per cent less in lots of 500 
lb. or more and an extra 5 per cent 
less in lots of a ton or more; turpen- 
tine, $1.12 per gal. in barrel lots; 
linseed oil, 13.7c. per lb. in barrel 
lots. 

ROPE.—Prices for the next 60-day pe- 
riod have been announced. Manila has 
been advanced lc. per lb. in the base 
sizes and differentials for the smaller 
sizes have also been increased, this 
change extending to sisal rope, al- 
though the base price of that grade re- 
mains at its former level. Jobbers now 
quote No. 1 manila at 28c. per lb., base, 
%-in. and larger, and sisal at 18c. per 
lb. base; with %-in. in both grades lc. 
per lb. over base, % and 7 1/16-in. 2c. 
over base, %-in. 3c. over base; 5/16 and 
%-in. 4c. over base and 3/16-in. 5c. 


over base. 


SIDEWALK CLEANERS AND SHOV- 
ELS.—These items still are good with 
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Rich Hardware Co., Pontiac, Mich. 


The Price of Leadership— 


More is always expected of a leader. 

The home-run king is expected to put the ball over the fence, and 
the football star must continue to “do his stuff” in the face of all the 
barriers his opponents can raise. But the fact that he can maintain his 
high standard proves his worth. 

Because of this fact the merchant who buys “Duluth” Equipment 
expects more value from his investment. Not only value in equipment, 
but more important, in the merchandising service rendered by the 
“Duluth” Organization. 

Every worthwhile improvement in hardware store equipment in the 
past five years was first brought out by “Duluth.” “Duluth” 1s able to 
pay the price of leadership by maintaining the high standards established. 

Let us tell you how “Duluth” Equipment can increase your sales 
and profits. “Duluth” Equipment will sell more hardware and last 











longer. 
DULUTH SHOW CASE CoO. 
New York Office GENERAL OFFICES Chicago Office 
101 Park Avenue Duluth, Minnesota 180 N. Wabash Avenue 
e 
DULUTH SHOW CASE CO. ER os a east chads staccnwbaeennev enna’ 
Box 778-A1, DULUTH, MINN. ooo Beamer he wa heen eedh ee enk sneer ae eed 
Please send.me complete information on increasing sales iit i cccnunniuveuntnuaanee 
with less expense in hardware stores. No obligation, of 


course. 
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local jobbers, although lately there has 
been more cold weather than snow. 
Jobbers eaete: 
Cleaners, No $4.20 per ove. No. 
6, $5; No. 7, $7.00: No. 8, $8.40; 
shovels, wood, D- handle, $6 per doz.; 
long handle, $5.50; galvanized steel, 
$11; black spring steel, $10. 
SK ATES.—Weather has been favorable 
for skating and keeping ice surfaces 
and a good demand continues for ice 
skates. There is no activity in roller 
skates. 
Jobbers quote: 


Roller Skates. — Union Hardware 
Co. line, No. 2, 65c. per pair; No. 3, 
75c.; No. 10, $1.05; No. 6, $1.50; Win- 
ay line, No. 38%, $1.50; No. 38, 

ice Skates. sate line, No. 
2110, 82c.; No. “2110 L. we $1.15; No. 
2120, $1. 20: No. 2120 L. S., $1.40. 


SLEDS.—tThis line has done well this 
winter and both jobbers and retailers 
have had a good turnover. 


List prices subject to customary 
discount of 33%4 per cent. Flexible 
Flyer, steering sleds, 38-in., $3.75 
each; 42-in., $4.75; 47-in., $6, and 52- 
in., 0. 

SHEET METAL.—Recent prices are 
holding, but business is rather slow, 


due to inventories. Jobbers have had 


a good year, however, and are satis- | 
fied that 1926 will be another, since | 
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| there is good promise of house building 


in this district. 


We quote sheet copper at 22%c. per 
lb. from jobbers’ stocks in lots of 
300 lb. or more and 26%c. per Ib. in 


single 14c. per 
Ib. in ‘in 100 Ib. 


casks; casks and 

12%4c. in 600 lb. casks. 
SHEET STEEL.—The mills are not 
getting much new business at present, 
but they are well provided with busi- 
ness placed in November and December 
and are depending upon new busi- 
ness to sustain a high rate of mill en- 
gagement. Mill prices are firm, but 
the real test of them is ahead, since 
buyers now are drawing against lower 
priced purchases and the occasion for 
buying or specifying at today’s prices 
is yet to develop. Jobbers are experi- 
encing quiet times, common to the in- 
ventory period. Last year was a good 
one for jobbers as they were able to 
profit by the weakness in mill prices. 


Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.60 
base per 100 Ib.; corrugated No. 28 
gage, 2%-in., $4.74 per square; one 
pass cold rolled black, No. 28 gage, 
$4.35 base per 100 Ib. Armco ingot 
iron galvanized flat No. 28 gage, 
$6.35° Toncan metal galvanized flat, 
No. 28 gage, $6.35; all for lots of one 
to nine bundles. 


sheets; sheet zinc, 
loose sheets; 13c. 
12%c. in 300 Ib. 
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SOLDER.—Jobbers here now quote 
half and half solder at 49%c. per lb., 
this representing advance of 4c. per lb.. 
over recent prices. 

STOVE PIPE AND ELBOWS.—New 
prices for the first quarter have ap- 
peared and show a moderate decline as 
compared with old quotations. 


Jobbers quote: 
Blue nested pipe per Sih of 25 


joints, 3-in. $2.95; 4-in., 41% to 
5-in., $3.33; 5% to 6-in., $3.61; 7-in., 
$4.20; elbows, per doz., 3- i $1.07; 
4-in., $1.19; 44% to 5-in., $1.36; 5% to 
6-in., $1. 48: 7-in., $1.96; nickeled pipe, 
per dozen joints, 3 to -in., $8.70; 
5-in., $12.50; 6-in., $14.60; elbows per 
dozen, 3 to 4-in., : '5-in. -» $8.25; 
6-in., $9.25. 


TIE-OUT CHAINS.— Slightly lower 
prices are noted in new price lists. 
Jobbers now quote 20-ft. at $4.20 per 
doz. and 30-ft. at $6. 

VACUUM CLEANERS.—Special sales 
campaign prices on the Universal line 
have been withdrawn and former prices 
restored. Jobbers now quote No. 720, 
without attachments at $35 each, and 
No. 7201, with attachments, $41.50. 
VENTILATORS.—Diamond ll steel 
ventilators are higher. Jobbers now 
quote No. 1, $5.60 per doz., No. 2, $6, 
No. 3, $6.80, and No. 4, $8. 








Advertising, the Express Train 


T behooves no one who is connected with the business of handling merchandise in any 
capacity to acquire that unfortunate attitude which habitually looks upon advertising as 
an expense and advertised goods as necessarily higher in cost. Advertising is not an ex- 


pense. 


Rather it is an investment which brings to pass enormous dividends not only to the 


investor but to every one concerned. Advertising is s the go-getter, the messenger to Garcia, 
the swift express train of merchandising. 


Those Doubting Thomases who cling tenaciously to the theory that advertising increases 
costs would do well to take into consideration facts like the following: There is no occasion to 
become excited over the fact that the California Fruit Growers spent all of $300,000 in adver- 
tising in thirty-six magazines last year. The important fact is that their total cost of market- 
ing, including advertising, was only a little more than 2 per cent of sales, which is less than 
the marketing costs of any non-advertising producer of perishable fruit. 


The amount of the Eastman Kodak Company’s advertising appropriation is not of vital 


moment. 


It is the fact that, in spite of rising costs of labor and materials, that company is 


today able to sell you and me a better camera at $10 than it could at $25 twenty years ago. 


Don’t worry over the amount The Campbell Soup Company spends for advertising. 


Instead 


think of the fact that this advertising makes it possible for the housewife to buy for twelve 
cents soup containing meat which would cost her nine cents, if she made the soup herself, and 
total ingredients, not accounting for heat and labor which would cost her all 6f fifty-five cents. 
And that twelve cent price is the same in Camden, where the product is made, or far-off 


Seattle. 





—— 
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sale for 


Carborundum 
Combination 


Stones 
e 


CARPENTERS, cabinet makers, 
pattern makers, general mechan- 
ics—all users of edge tools have 
a real need for a Carborundum 
Combination Stone. 


A Carborundum Combination 
Stone, you know, completes 
the tool kit. 


Your stock should include an as- 
sortment of these stones to meet 
the needs of your trade. 


We would suggest our assort- 
ment No. 10, which includes all 
of the popular sizes and comes 
to you with the attractive, prac- 
tical display shown in the illus- 
tration. 


This metal lithographed display 
carries six of the actual stones, 
plainly numbered and priced. It 
is a great sales booster. 


New York Detroit 
Chicago Cincinnati 
Boston Pittsburgh 
Philadelphia Milwaukee 
Cleveland Grand Rapids 





There is always a ready 


f CARBORUNDUM 


= COMBINATION STONES 


J 


Glad to send you complete details 
USE THE COUPON 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. 


Name 


Street 


City 





ai The 
* Carborundum 


Company 
Niagara Falls, N. Y. 


Please send me complete 
details regarding No. 10 As- 
sortment of Carborundum 
Combination Stones. 


atte 
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Northwest Looks for Good Year— 
Retail Stocks Generally Low 


(Minneapolis office of HARDWARE AGE) 


of opinion seems to be that the Northwest may look forward 


\ N [ITH the beginning of the new year, the general consensus 


to continued and improved prosperity for 1926. Wholesale 
houses in the Twin Cities are preparing for a larger volume of busi- 
ness than last year, and dealers in practically every line seem to be- 
lieve that better business is practically certain. 

A gain in 1925 of $10,000,000 in the Minnesota butter crop; a 
$150,000,000 total for livestock receipts; a grain and potato crop of 
$750,000,000 in four Northwest States—these totals mean increased 
business for the industries and other business in this section of the 
country. And with the fall retail trade averaging 8 per cent over 
that of 1924, the prospects are for a continued prosperity on a safe, 
sound, sane and healthy basis for 1926. 

Radio sales for 1925 in the Northwest were more than a quarter 
of a billion dollars, and the industry has just started. There is an 
ever-increasing demand for radio, which is coming to fill a real 


place in the homes of the people. 


Dealers have ordered carefully, 


and have been ‘compelled, during the holiday season, to reorder to 
cover the demands of their customers. 

In general, the dealers are more inclined to let the jobbers carry 
the stocks and to order more frequently and in smaller quantities at 


a time. 


Prices are still a matter of secondary consideration, as far 


as alterations are concerned, as both jobber and dealer are far to 
much occupied with inventories, and with planning for the start of 


the year, to make price changes. 


ASH SIFTERS.—Sales are good, with 
stocks well filled. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood square ash 
sifters at $2; metallic rounds, $4.25; 
and wood barrel at $6 per dozen, net. 


AXES.—Demand is good, with wood 
cutting and other activities at a high 
point. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 
base weight axes at $19.50 per doz., 


net. 
BOLTS.— Prices are _ steady, with 
ample stocks on hand for present needs. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
45 per cent; machine bolts at 10 per 
cent; stove bolts at 75 per cent, and 
lag screws at 5 per cent from list. 


BRADS.—Call for brads is fair, with 
stocks rather light. Prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25 
lb. boxes at 75 per cent from lists. 


BUILDERS’ HARDWARE.—Prospects 
for 1926 in the building line are even 
more favorable than for last year. 
Minneapolis alone will exceed the thirty 
million dollar program, and this is in- 
dicative of the general condition over 
the Northwest, where residences, busi- 
ness blocks and civic structures are 
being planned. So far the weather con- 
ditions have been such that some build- 
ing has continued, and contractors see 
one of their busiest years ahead of 
them. Finishing hardware will be very 
much in demand. 


a 








COAL HODS.—Sales are good, with 
ample stocks on hand. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned open 17 
in. coal hods at $3.60; 18 in. at $4.15; 
japanned funnel] hods, 17 in., $4.50; 
18 in., $5.15; galvanized open, 17 in., 
$5; 18 in., $5. 50; galvanized funnel, 
ad pase $6.45, and 18 in., $7 per dozen, 


EAVES TROUGH CONDUCTOR PIPE 
AND ELBOWS.—Prices are_ steady, 
with immediate demand at a low point. 
Spring delivery orders are being made 


up. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Slip joint 28 ga., 
5 in. single bead eaves trough at 
$6.05 per 100 ft.; 29 ga., $5.50 per 
; 3 in., elbows, $1. 73 per dozen, 


FIELD FENCE.—Present sales are 
light, with spring orders the main fea- 
ture. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga. top 
and bottom 13 ga. intermediate type 


of fence at $30.04 per roli with other 
sizes and weights in proportion. 


FILES.— Demand is normal, with 
prices steady. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 


GALVANIZED WARE. — Demand is 
good in some items, with ample stocks 
for present needs. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
alge age tubs at $7.50; _ 2, a wy 


3, $9.45: heavy ‘i 
312. 60; No. 2, $13.80; No. 3. $15; aE 
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ard 10-qt., pails, $2.70; 12-qt., $3.05; 
14-qt., $3.40; stock pails, 16-qt., $9, 
and 18-qt., $5.50 per dozen, net. 


GLASS AND PUTTY.—Demand is 
fair, though lighter than the latter 
part of last year. Stocks are well as- 
sorted with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 
strength, 85 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Call 
for small tools is lighter than a few 
weeks ago. Stocks are rather uneven, 
and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole, No. 11% 
carpenters’ hammers at $12.60; 
sor No. HF81, $10.50; Plumb No. 
2 broad hatchets, $14.45; ‘No. 2 shing- 
ling, $11.20, and No. 2. claw, $12.50 
per doz., net. 


ICE CRBAM FREEZERS.—Spring or- 
ders are of particular interest at pres- 
ent. Retail sales are light at present 
though there is always a steady de- 
mand. Stocks are very small with deal- 
ers. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b.Twin Cities: Peerless ice cream 
freezers, 1 qt., $2.10; 2 qt., $2.45; 3 
qt., $2.95; 4 qt., $3.60; 6 qt., $4.55, and 
8 qt., $5.90 each, net. Arctic freezers, 
2 at., $2.30; 3 qt., $2.78; 4 qt., $2.98; 
6 qt., $4.30 each, net. White 
tain, 2 qt., $2.83; 3 qt., 
$4.13; 6 qt., $5.23 each, net. 
freezers in both grades, 20-10 per 
cent from list. Auto Vacuum freez- 
ers, 3314 per cent from lists. 


LANTERNS.—Demand still 
with stocks in good condition. 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or _ short 
globe tubular lanterns, $13 per dozen 
net. 


NAILS.—Sales of nails have shown a 
tendency to drop. Stocks are light in 
dealers’ hands, but are in good condi- 
tion with the jobbers. Prices have not 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 


OIL HEATERS.—Demand is steady, 
though lighter than a few weeks ago. 
Stocks are ample for present needs, 
with prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 12 oil heaters, 
japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5.32 each net. 


OIL STOVES, OVENS AND WATER 
HEATERS.—Spring business in this 
line is of the most interest at the pres- 


is good, 
Prices. 


ent time. Sales are light, and prices 
steady. 
Prices to retailers f.o.b. Twin 
Cities: 
Oil Cook Stoves 
PERFECTION— 
i ee $17.50 
a ee ae A, ccnvecceawes 22.5 
INNO. 74 4 DUPMOPB..cccccccccecces 28.50 
Be, FO DB BMD ccccccccecvsecs 39.50 


Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 














January 14, 1926 


HARDWARE AGE 


83 











American Radiant Heater 














The homes located outside the gas 
service limits comprise a bigger 
market for radiant heaters than 
those served by city gas because 
there are more of them. 


And here is the heater to sell them. 
The American Radiant Heater is 
built and operates on the same efh- 
cient and economical principle as 


the Albert Lea Kitchenkook. Has 


the same electrically welded steel 





Albert Lea, Minn. 











tank, the same long life generator, 
just as handy to light. Tank is de- 
tachable for easy filling. Burns six 
to twenty hours on one filling. 


Handsomely finished in_ black 
baked enamel with polished nickel 
trimmings and reflector. 


A splendid source of profit for the 
winter and spring season. Write 
for prices now. 


American Gas Machine Company, Inc. 


New York, N. Y. 
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PURITAN (improved Model)— 

a 2 ee. ccceseseewe sé $17.50 
No. 43 3 DUFMOTB..ccccccccccese Sa00 
Die, 26 © BMGER. oc ccccccccnces 28.50 

Puritan discounts same as Perfec- 
tion. 

NESCO— - 
om Gee B OR. 00s cevcsesdes $9.50 
No. 358 2 DUPRETB. 6c ccccccccess 17.35 
No. SIS BS BURMGTB.cccccecescees 22.00 
Me, BEG B DPMS Bic ove cccecssecs 28.00 
Mo, BED B DME. ccc co ccccetées 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

Nesco dealer’s discount, 30 and 5 
per cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
ih DE canconessessokseenseeseee 6.15 


Dealer’s discount, on 10 or more, 

30 and 5 per cent; less than 10, 30 
per cent. 

PURITAN— : 

No. 42G 2 burners glass door...$5.50 

Dealer’s discount, 10 or more, 30 

and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 
Dealer’s discount, 30 and 5 per 
cent. 
Water Heaters 
i, |. cntnn snes bese tenceee $45.00 
Perfection No. 412............- 40.00 
Perfection No. 121............- 80.00 
Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 


cent in lots of 10 or more; less than 
10, 30 per cent. 
Wicks, Etc. 

Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—De- 
mand is fair, with stocks at a low 
point with the dealers. Prices show 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade house 
paints at $2.80 per gallon, in 1 gal- 
lon cans, and white lead in 100 Ib. 
kegs at $14.29 cwt., net. 


PAPER.—Building paper is not very 
much in demand at present. Stocks 
have been reduced and prices show no 
changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 
ing paper in 20, 25 and 30 Ib. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PYREX OVENWARE.—Holiday sales 
were very satisfactory, and stocks are 
rather broken. Prices are firm as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 casseroles, 
1.17; No. 202 pie plates, 50c.: No. 
10 pie plates, 67c.; No. 212 bread 


cock 
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pans, 60c.; No. 231 utility pans, 67c.; 
No. 12 tea pots, $1.67; No. 24 tea 
pots, $2, and No. 36 tea pots, $2.33 
each net. 


ROPE.—Present demand is fair, with 
the greater interest in spring require- 
ments. Both base prices and differen- 
tials for sizes have been changed. 
Differentials have been doubled in all 
cases, the manufacturers claiming to 
have lost money on many of the sizes 
on the old basis. Sisal base remains 
unchanged, but the change in differen- 
tials applies the same as for manila. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 27%c. lb., base, and best 
grade sisal rope at 19%c. Ib., base. 

SASH CORD AND WEIGHTS.—Call 
for this class of material is light, with 
building of small homes at the slack 
season. Stocks. are ample with prices 
steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade sash 
cord, 78%4c.; second grade, 45c.; 
cast iron sash weights at $2.10 cwt., 
net. 

SCREWS.—Demand is fair, with stocks 
fairly well assorted. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 7-25 per cent; flat 
head japanned, 65-25 per cent; 
round head blued, 70-25 per cent; 
flat head brass, 70-25 per cent, and 
round head brass, 70-20. per cent 
from lists. 

SIDEWALK SCRAPERS.—Sales are 
good with plenty of stocks on hand. 
Prices have not changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Kohler’s side- 
walk scrapers at $5 per dozen, net. 

SKATES.—Sales have been exception- 
ally good for skates, and the end of 
the selling season has not been reached. 
The peak load, however, is past, and 
dealers are beginning to reduce their 
stocks. Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Sterling half 
hockey shoes and skates, $4 pair; 
North Star aluminum ffinish tube 
skates and shoes, $7.25 pair; nickel 
finish, $8.25 pair; Nestor Johnson 


Flyer skates and shoes, aluminum 
soba” $5.50 pair, and nickel finish, 


SNOW SHOVELS.—Demand is good, 
with prospects, for this section of the 
country, of at least two months of sales 
ahead. Stocks are well filled, with 
prices steady. . 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood snow shov- 
els, $19; steel blade, straight handle, 
$4.50: galvanized steel blade, D han- 

le, 15% x $10.80, and 16 x 21, 
$11.50 per dozen, net. : 

SOLDER.—Demand is light, with ample 
stocks on hand. Prices are slightly 
higher than last quotation. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Warranted half 
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and half solder at 42%c. lb., and 
“a half and half solder at 41%c. 
lb., net. 


STEEL SHEETS.—Call is normal for 
this season of the year, with stocks 
rather light, but ample. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black steel sheets 
at $4.35 ecewt., and galvanized steel 
sheets at $5.60 cwt., base. 


STEEL TRAPS.—Sales are very good, 
with prospects for an excellent season. 
Stocks are well filled, and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Triumph No. 0, 
traps, 9c.; No. 1, 22c.; No. 1%, 18%4c.; 
. 25¥%c.; No. 3, 41%c.; No. 4, 
0%c.; No. 115, 15c.; No. 215, 29%4c.; 
No. 315, $1.15; No. 115X, 20%c.; No. 
215X, 30%c. each; Victor, No. 4 traps 
at $1.10; No. 1, $1.38; No. 1%, $2.44; 
No. 2, $3.36. Oneida jump traps, No. 
0, $1.59; No. 1, $1.83; No. 1%, $2.81 
per dozen, net. 


STOVE BOARDS.—Sales are light, 
with prices unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Crystallized stove 


boards, 28 x 28, $16.95; 30 x 30, 
=e 36 x 36, $27.45 per dozen, 
net. 


STOVE PIPE AND ELBOWS.—De- 
mand is light, with stocks in good con- 
dition. Jobbers are preparing to take 
orders for fall delivery, and are plan- 
ning their stocks. Prices show no 
changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Uniform blued, 
28 ga., 6 in., knocked down stove 
pipe at $14.75 per 100 lengths; com- 
mon iron corrugated elbows, 6 in., 
$1.30; and adjustable charcoal iron, 6 
in. elbows at $2.05 per dozen, net. 

STOVE SHOVELS.—Call is steady and 
normal. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Japanned, 14% in. 
stove shovels, 50c.; Jumbo, 21% in., 
$1.55; Jumbo, Jr., 14 in., 85c. per 
dozen, net. 

TORCHES.— Demand is fair, with 

stocks well assorted. Prices have not 

changed. 

We uote from jobbers’ stocks, 

. Twin Cities: Turner Master 

Line, No. 43, qt., $5.76; No. 45, qt., 

$6.53; No. 47, qt., $7.08; No. 48 


48; No. 49, qt., $8.54; No. 52, qt. 
Turner Standard 


qt., $5.25 each Turner Fire Pots, 
No. 53, $7.20; No. 63, $7.97; No. 66 


$10.18;' No. 76, No. 34, $8.67 


each, net. 
WIRE.—Jobbers are urging orders for 
spring delivery, while retail sales are 
light. Prices show no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Painted cattle wire 
at $3.01 per 80-rod spool; painted 
hog wire at $3.22 per 80-rod spool; 
galvanized cattle wire at $3.21 per 
80-rod spool; galvanized hog wire at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 cwt., and galva- 
nized smooth wire No. 9, $3.70 cwt. 


$7.13; 








we says My Pa shovin’ the cat out of the chair with his knee as he sat down, this is somethin’ 


like. 


Funny thing both nights and mornin’s the last four-five days, place seems just ’bout right, 


not too warm, not so cold, and seems to me the coal is start’n to go a lot slower than last year. 


Hardly scratched the pile yet. Sure is funny. And My Ma says what’s funny about it? 
to notice you’d see what was on the wall as did it. 
What’s that got to do with it? And My Ma Says Well the man down in Bump’s Hardware 


mometer. 


And my Pa looks and says. 


’F you’d eyes 
Why that’s a ther- 


store was telling me how people feel this and that way about it being cold or warm, but thermometers 
aint got feelings and show just what it is. And if the degrees says its warm enough, it is. And so you 


could run the furnace by it and kee 


So that’s how My Ma She Goes by Degrees. 


p the house right nice and use lots less coal ’stead of your feelings. 








(Reading matter continued on page 87) 








i i A i A i A ll i 
‘ ta. , ' i 
, . 7 a : 4 : 3 
{ : : » 3 


Eww 
3 3 ; | ; & ; 


i a a —~ 
, @eaeams CO 
; ; : 
' 2 : ; & fF , & . & . & F ; | Be. 


———— eee 


"> 
| 7 - - 








Ba 
eh 


' ? 


eee» 
















u- C ne en n 
= Sen e SE yy ti 
cee ae ee 











i I i i i i 























A Billion Pieces of Furniture 
--- Silence Them! 


HERE are a billion pieces of furniture 
in use in the country--and Domes of 
Silence, in their various sizes, fit them 
all. Every home needs several dollar’s worth. 
Almost every room needs half-a-dozen packages. 
Domes of Silence are known to save rugs an 
floors and to make furniture slide easily. 
Housewives like them. They can apply them 
in a jiffy. Display Domes where they can be 
seen. You have no idea how the new Display 
Cabinet empties itself without effort from you. 
It is shown on the next page. Examine it.. 





DOMES of SILENCE 


ox Easily Applied 
| a, | Save Furniture, Floors 
CY and ‘Rugs 


Better Than (asters 
The Perfect Furniture 
‘ Footwear 





Reg. U. S. Pat. Off. 
No. 995,758 which will 
be strictly enforced. 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 














The New Counter Cabinet 
That Stocks 





HIS new, handsome, five-inch- 
deep counter display cabinet re- 
Be, : minds your customers of the 
Ay Pe popular, nationally-advertised Domes of 
Uipackedtdocense31359 Silence, It reminds them to save their 
furniture, floors and rugs. It reminds 
them to buy from you. In the back this 
cabinet stocks a full gross--with sizes 
visible--so you may serve them quickly 
or select and suggest'sizes for other rooms 
and turn thirty-cent requests into three- 
dollar sales. You need this cabinet for 


profits. Order one from your jobber now. 


DOMES 4 SILENCE 


Easily Applied 


Save Furniture, Floors, 


and ‘Rugs 












Better Than (asters 
The Perfect Furniture 


Footwear 





Reg. U. S. Part. Off. 
No. 995,758 which will 
be str ioahe entorc ne 


DOMES OF SILENCE Division, Henry W. Peabody & Co. 17 State Street, New York City. 
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F averable Outlook for 1926 in Chicago— 


Inventories Temporarily Slow Up Business. 


attendant to inventory time. 


(Chicago office of HARDWARE AGB) 


Dealers’ stocks are conceded to 


fie: hardware trade generally is experiencing the annual lull 


be low and it is anticipated that just as soon as the stock tak- 
ing is over there will be an active demand for all staple lines for the 


purpose of filling in. 


Every indication points to a resumption of the general good busi- 
ness conditions that prevailed during the later part of the old year 
for, at least, the first six months of 1926. The building operations 
which reached a record breaking level during the past few months 
are slowing down slightly due to unfavorable weather conditions, 
but judging from the number of projects contemplated and contracts 


let the let-down is only temporary. 


. Naturally the current demand for builders’ hardware and mate- 
rials has eased off with the actual construction work, but the volume 
of orders being placed for later delivery is a most optimistic indi- 


cation. 


The steel industry is exceptionally active for this season and the 
year just closed has established a record for production in the Chi- 
cago territory. Heavy railroad buying is a feature at this particular 


time. 


Dealers who are making an effort to clean up outstanding book 
accounts are meeting with good success and consequently jobbers 
are finding collections satisfactorily good. 


AUTOMOBILE ACCESSORIES.— 
There is a steady and satisfactory de- 
mand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 45c. 
each; Champion Blue Box line, 53c. 
each; A. C. Titan, 58c. each; lots of 
100, 56c. A. C. Special Ford, 44c. 
each. 

r Lights.—Anderson, No. 3280, 


Horn.—A. A. Electric (Ford), $4 


ach. 
Jacks.—National Standard No. 21, 
$1.20 each, 

Pumps. — Rose, 1%-in. 


Tires and Tubes.—30 x 3% oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 
3%, $1.80 each; red inner tubes, 30 x 
3%, $2.25 each. 


AXES.—Prices are firm and sales are 
normally good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4 Ib., $14 
doz. base; double bitted, $19 doz. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz. base; single bitted handled axes, 
$15.50 to $24 per doz., according to 
quality and grade of handle; special 
unguaranteed handled axes, $12 per 
doz. base. 


BOLTS AND NUTS.—A satisfactory 
volume of business is being placed and 
prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 
carriage bolts, rolled thread, 50-5 
per cent discount; machine bolts, 
cut thread, 50-5 per cent discount; 
small machine bolts, rolled thread, 
50-10-5 per cent discount; all stove 
bolts, 75-5 per cent discount; lag 
screws, 60 per cent discount. 


BUILDERS’ HARDWARE.—Butt and 
hinge prices undergo a slight down- 
ward revision. Sales are very good. 


e€ 


cylinder, 








———_= 


We quote from jobbers’ stocks, 
f.o.b. Chicago, 3% x 3% steel butts, 
case lots, old copper and dull brass 
finish, $2.70 per doz. pair; 4 x 4 steel 
butts, old copper and dull brass fin- 
ish, $3.66. per doz. pair; heavy steel 
bevel inside sets, case lots, $6.25 per 
doz. ; Steel bit-keyed front door sets, 
$1.65 per set; wrought brass _ bit- 
keyed front door sets, $3.25 per set; 
cee front door sets, $7.50 per 
set. 


CHAIN.—There is a steady demand 
and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof. coil 
chains, $8.50 per 100 lb.; Tenso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-41% electric 
welded cow ties, $2.75 per doz. 


COPPER RIVETS AND BURRS.— 
Prices are unchanged and sales show a 
satisfactory volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—Battery sales continue 
to hold the center of the stage. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.—No. 14 rub- 
ber-covered wire, $8 per 1000 ft.; in 
1000-ft. lots, $7.75; No. 18 lamp cords, 
$14.25 per 1000 ft.; in 1000-ft. lots, 
$13.65; %-in., brush brass key sock- 
ets, 18c. each; two-way plugs, 45c. 
each; in lots of 10, 40c. each; one- 
piece attachment plugs, 18c. each; 
two-piece attachment plugs, § 12c. 
each; dry cells, boxes of 50, 30%c. 
each; less than case lots, 34c. each. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 767, $2.62 
each; No. 770, $3.33 each; No. 772, 
$2.62 each; No. 486, $3.85 each. 

Battery Chargers.—Apco line, lots 
of less than 10, $13.50 each, net. 

Loud Speakers.—Western Electric, 
ee $9.50 list. Discount, 30 per 
cent. 





FIELD FENCE.—Orders for spring 
delivery continue to show a most satis- 
factory volume. 


We quote from jobbers’ _ stocks, 
f.o.b. Chicago: 726-6-12%, $29.02 per 
a rods; 1848-6-14%, $14.08 per 100 
rods. 


FILES.—Prices are firm and there is a 
good normal demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list: Black Diamond files, 
40-10-5 per cent off list. 


GALVANIZED WARE.—Business has 
been quiet since the holidays with no 
price changes. Jobbers are offering 
dealers “sweeteners” for their January 
sales. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Standard galvanized 
after made tubs, No. 1, $6.35; No. 2, 
$7.20; No. 3, $8.35; 10-qt. galvanized 
after made pails, $2.25; 12-qt., $2.45; 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz. 


GARDEN HOSE AND LAWN SPRIN- 
KLERS.—The present volume of orders 
for spring delivery compares very fav- 
orably with a year ago. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 11%c. 
per ft.; %-in., l4c. per ft.; 5-ply, 
good quality, wrapped, %-in., 9c. per 
ft.; %-in., llc. per ft. Lawn sprin- 
klers, Rain King, $28 doz.; original 
fountain sprinklers, $8 doz.; Rainbow, 
38-in. high, $24 doz. 


GLASS AND PUTTY.—The demand is 
steady and prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 
single strength A, 34 to 40-in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent dis- 
count; double strength A, all sizes, 
82 per cent discount; double strength 
B, up to 4 in., 87 per cent discount; 
balance, 85 per cent Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 Ib. 


HATCHETS.—There is an active de- 
mand. The recent 11 per cent advance 
has not yet been made general. Local 
prices continue for the present as fol- 
lows: 


We quote from ‘jobbers’ _ stocks, 
f.o.b. Chicago: First quality hatch- 
ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14.45 
doz.; medium quality hatchets, No. 
2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, $10.50 doz. 


HANDLED HAMMERS.—The demand 
is heavy. Although some leading man- 
ufacturers have advanced 12% to 15 
per cent, for the present below (old) 
prices continue in this market. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Vaughan-Bushnell, 16- 
oz. nail hammers, $10.50 doz.; May- 
dole, $12.60 doz.; other makes, 16-o0z. 
machinist hammers, $7.85 doz.; Com- 
petitive grade, 16-oz. najl hammers, 
$4.50 to $6 doz. 

HANDLES, AGRICULTURAL.—Prices 
are firm and the demand is active. 

We quote from jobbers’ stocks, 


f.o.b. Chicago: 

Hay Fork Handles. — Straight, 
chucked and bored, best grade, 4%- 
ft., $4.50 doz.; 5-ft., $5.50 doz.’ XX, 


414-ft., $4 doz.; 5-ft., $4.80 doz.; X, 
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4%4-ft., $2.40 doz.; 5-ft., $2.80 doz. 

Hay Fork Handles.—Bent, chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 
414-ft., $5.75 doz.: XX, bent, 4%-ft., 
$4.50 doz.; 5-ft., $5.50 Cos. ; X, bent, 
41, -ft., $3 doz.; 5-ft., $3.40, 

Manure Fork Handles. —Bent, best 
grade, 4-ft., $4.75 doz.: 4%-ft., $5.10 
doz. ; xx bent, 4-ft., $4.15 doz.: 41,- 
Fess £0 doz.; X, bent, 4-ft., $2.60 
doz. ; >-ft., $2 95 doz. 

BA Hoe Handies.—XX, 41.-ft., 
$3.45 doz.;: X, 4%-ft., $2.40 doz. 

Garden Rake Handles. —XX, 5%-ft., 
$5.25 doz.; X, 5%-ft., $3.25 doz. 

Shovel Mandles. —Regular pattern, 
XX, 4%-ft., $5.90 doz.: X. 4%-ft., $3.90 
doz.: D handle best grade, $7.95 doz.: 
X grade, $6 doz. 

Spade WHandiles.—D handles, best 
grade, $7.75 doz.;: X grade, $6 doz. 


HANDLES, TOOL.—There is a satis- 
factory volume of business and prices 


are unchanged. 


We quote from 
f.o.b. Chicago: 
Axe Handies.—No. 1 Hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6 doz. 
Hatchet and Hammer Handies.— 
No. 1, 9c. doz.: finest second growth 
hickory, $1.50 doz. 
HINGES. 
and there is no change in prices. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1.42; 
6§-in., $1.60; S8-in., $2.70; 10-in., $4.30 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.08; 8-in., $3.56; 10-in., $5.10 
per doz. pairs. 


jobbers’ stocks, 


ICE CREAM FREEZERS.—There is a 
good volume of business being placed 


for future delivery. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: White Mountain, 
l-qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75 list; 4-qt., $8.25 list: 6-qt., 


10.45 list; S8-qt., $13.50 list; 10-qt., 
$18 list; 12-qt., $21.55 list; 15-qt., 
25.60 list; 20-qt., $33.20 list; 25-at., 
$42.60 list;; Arctic, 1-qt., $4 list; 2-qt.. 
$4.60 list; 3-qt., $5.55 list; 4-qt., $6.80 
list; 6-qt., $8.60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
Alaska, 1-qt., $2.95 list; 2-qt.. 
$3.45 list; 3-qt., $4.10 list; 4-qt., $3 
list; 6-qt., $6.30 list; 8-qt., $8.20 list; 
10-qt., $10.75 list; 12-qt., $14 list; 
15-qt., $17 list; 20-qt., $21.50 list. A 
discount of 20 and 10 per cent on all 
above prices. 


ICE SKATES.—Sales are holding up 


very well, due to colder weather. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Key Clamp, Rocker, 
Men's and Boys’, bright finish, 75c. 
pair. Half Key Clamps, Rocker. 
Women’s and Girls’, $1 pair; Kev 
Clamp, Hockey, Men’s and Boys’, 
$1.20 pair; Half Key Clamp, Hockey, 
Women’s and ~—<Girls’, $1.40 pair; 
Tubular Skates, Men’s or Women’s, 
Racer or Hockey, $5.50 pair. 


—Orders show a fair volume 
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9-in. wheels, $7.85 each; 16-in., plain 
bearing, 4- knife, 9-in. WwW heels, $7.35 
each; 16-in. ball bearing, 4-knife, 
8-in. wheels, $8 each; 16-in. plain 
bearing, 3-knife, 8-in. wheels, $5.85 
each 
NAILS.—Prices are 
the demand is steady. 
We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base: cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
and longer, $2.25 for shorter than 
1-in. 


“OW STOVES.—tThere is a very satis- 
“factory volume of future business be- 
‘ing placed. 


These are list prices. Dealers’ dis- 
counts are noted after each group. 


PERFECTION— 
RE $17.50 
ee ae CR eas 22.50 
SN i oe ae ll 28.50 
ee 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (Improved Model)— 


a, ee ae” I, 5 cc ccccccssecd $17.50 
ah, ae 2) DS « cwaewene wees 22.50 
FS ee 28.50 
Puritan discounts same as Per- 
fection. 
NESCO— 
a ee - ee. ct sewcecues $9.50 
, eee ONE. . o ccccceseees 17.35 
, eee ae NEE. cc. ccécccuess 22.00 
eh, ae GS Po oc weawee se 06% 28.00 
Te, aw we  WOPUIER, co cccccccesess 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only..... ~.. 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 


Nesco dealers’ discount, 30 and 5 
per cent. 


Ovens 
PERFECTION— 
No. 211 1 burner plain door....$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door. 6.00 
OE reer 6.15 


Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 20 
per cent. 


| PURITAN— 


| 


LANTERNS. —Sales are fair and 


prices firm. 

We quote from jobbers’ _ stocks, 
f.o.b. Chicago: Dietz D-Lite, $13 doz.; 
with large fount, $14.25 doz.: Little 
Wizard, $8.50 doz.; Blizzard, $13 doz. 


LARD PRESSES AND 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Enterprise No. 25, 
4-qt., $7.28 each; No. 31, 6-qt., $7.89 
each; No. 35, 8-qt., $8.67 each. 


LAWN MOWERS.—The 


down materially. 
We quote from jobbers’ 

f.o.b. Chicago: 
Lawn Mowers.—1l6-in. ball bearing, 
5-knife, ll-in. wheels, $12.35 each; 


stocks, 


16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each: 16-in., plain bear- 
ing, 4-knife, 10%-in. 
each; 16-in. ball bearing, 


wheels. $8.65 
4-knife, 


amount of 
business for future delivery has slowed 


SAUSAGE | 
STUFFERS.—tThere is a fair demand. 


| shown 
December. 


No. 42G 2 burners glass door... .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 

NESCO— 
No. 7 1 burner solid door...... $2.10 
No. 1 burner glass door..... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.../. 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door.... 5.70 


Dealers’ discount, 30 and 5 per 


cent, 

Water Heaters 
IN oo ales den Ace ed et dl thd cca Ole Rie ae $15.00 
Perrection NO. 4123. ....scccscceces 40.00 
rerfection INO. 421... ccccsceces 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND _ OILS.—Prices have 
no change since the middle of 


The demand is normal. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: 
Linseed Oil.—Raw, barrel lots, $1.08 
per gal.; 5-barrel lots, $1.05 per gal. 
Linseed Oil. — Boiled, barrel lots, 
$1.11 per gal.; 5-barrel lots, $1.08 per 
gal. 
Turpentine.—Barrel lots, $1.16 per 
] 


gal, 

Denatured Alcohol. — Barrel lots, 
64c. per gal.; steel drums, extra, $6 
returnable. 


unchanged and 
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White Lead. > 100-Ib. kegs, $15.25; 
50-lb. wegs, $7.75; 25-Ilb. kegs, $3.90; 
1214-lb. kegs, $2. 

Shellac. — (4%-lb. goods), white 
$4.25 per gal.; orange, $4.05 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7c. per 


PYREX WARE.—January is always a 


good month and dealers are advised 
keep up their stocks. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

Casseroles — Round, No. 167, $12 
doz.: No. 168, $14 doz.; No. 182, $12 
doz.; No. 184, $14 doz. 

Casseroles.—Oval No. 193, $12 doz.; 
“a. rats $14 doz. 

ates.—No. 202, $6 doz.; No. 

203: “37. 86 doz.: No. 209, $7.20 doz. 

Tea Pots.—2 “cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 

Utility Pans.--No. 231, $8 doz.; No. 
232, $14 doz. 


ROLLER SKATES.—The demand 
very good and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Union roller skates 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chicago roller skates 
for boys, $1.30 per pair; for girls, 
$1.40 per pair. 


stocks, 


to 


is 


ROOFING AND PAPER.— Jobbers’ 
prices do not reflect the somewhat un- 
settled condition of the manufacturers’ 
prices, but revisions may be expected 


shortly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.30 per 
square; best grade _ tale surfaced, 
$2.65 per square; medium tale sur- 
faced, $2 per square; light tale sur- 
faced. $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—There is a steady demand 
the recently advanced prices. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: No. 1 Manila Standard 
brands 25téc. per Ib.: No. 2 Manila 
2414c. per Ib.: No. 1 Sisal, 17%%c. per 
Ib.; No. 2 Sisal, 16%c. per Ib. 


SASH CORD.—The demand is season- 


| ably light. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 4xstandard 
brands, $8.55 per doz. hanks; No. 8, 
$10 per doz, hanks. 


SASH PULLEYS.—Prices are firm and 


the demand is fair. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common. sash _ pul- 
leys, 50c. doz.; barre's, 54c. doz.; 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.: No. 105, 52e. doz.; 
barrels, 48c. doz. 


SCREWS.—There is a satisfactory de- 


mand and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 82-10 per cent new list: 
round head blued, 80-10 per cent 
new list; flat head brass, 76-20 per 
cent new list: round head brass, 74- 
10-10 per cent new list: japanned, 
74-10-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
The demand is very good and prices 


are firm. 

We quote from _ jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $43 per 100 1lb.: medium 45- 
55 solder, $42 per 100 Ib.; tinners’ 
40-60 solder, $41 per 100 Ib.; high 
speed babbitt metal, $20 per 100 Ib.; 
antare No. 4 babitt metal, $13 per 
100 Ib. 





tive demand and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28- “Rage galvanized 
sheets, $5.25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 Ib. 


There is a good ac- 
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“The best ice-cream 


freezer I ever sold” 
writes one dealer 














“And the most beautiful’’ 


ae | SURE am sold on the Alaska Grey Goose,” 
writes one enthusiastic dealer from a middle 
western city. “Every woman who came into my 
store admired it. That grey enamel coat is a winner, 
and it’s easy to cash in on your four-minute idea.’ 
From everywhere come such enthusiastic reports | 
of the new Alaska Grey Goose. In its smart French | 
grey enameled covering, which preserves the wood | 
from wear, it gives an up-to-date and good-looking | 
appearance to your store. Every woman loves it, | 
and wants to own it. ; 
The Grey Goose, like the standard Alaska freezers, | 
has the famous open-spoon dasher that freezes ice- | 
| 
| 
| 
| 
| 





cream in four minutes. It whips and aerates the 
cream to delicious smoothness as it freezes. The 
freezer is skillfully made—with covered mechanism 
to prevent pinched fingers. It comes individually 
packed, to keep each freezer clean and new. 


Advertised In Five Leading Women’s National Magazines | 


In May, June and July, 1926, 
effective Alaska freezer adver- 
tising will appe*r in Good 
Housekeeping, The Ladies 
Home Journal, Woman’s 
Home Companion, Modern 
Priscilla and American Cook- 
ery. Each ad ‘will mention 
the Grey Goose and tell 
women to ask for it. Be 
sure that you have a stock 
of both the standard Alaska 
freezer and the Grey Goose 
freezer on hand to show them 

















‘when the m i 2 : 
a Ss yee Freezes in 4 minutes 
store. 

Write us for prices. Here is the famous Alaska 


THE open-spoon dasher that 
Dept. B4, Winchendon, Mass. minutes. 


ALASKA 


for delicious ice-cream 


























BUHL 


Semi-Solderless 


MILK CAN 


The new Buhl “H” Milk Can is a development 
in massed strength without increased weight. 
Stress, strain and abuse _ fall upon greatly 
strengthened  eelectrically-welded joint construc- 
tion—only one soldered seam—no open crevices 
to gather dirt. 

Write your jobber for circular and prices of 
this new model ‘“‘H’’—representing the develop- 
ment of years of experience in milk-can building. 






One-piece seam- 
less neck is locked 
to the heavy seam- 
less breast by this 
special interlocking 
joint. 





No soldered 
seam to break open 
—the “*Locktite’”’ 
hoop locks the 
breast and cylinder ——__}> 
together, then they 
are electrically 
welded into one 
solid piece. 





Cylinder seam 


electrically welded 
into one piece. =e, 





Offset on heavy 
steel hoop provides 
a rigid seat for side 
and bottom flange 
—no sharp or 
rough edges to cut 
the hands — no 
cracks to collect 
dirt. 





Only One Soldered Seam 
—and that protected by a 
heavy steel hoop that adds 
great rigidity and an ex- 
ceptionally large amount of 
wearing surface. 


Buhl Stamping Co. 


Detroit, Mich. Walkerville, Ont. 
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Mid-Season Business Fair in New 


York—Prices Generally Firm 


HE New York wholesale market is now experiencing the usual 
post holiday lull in business, although certain of the jobbers 
report that the sale of staple items is holding up better than 
might be reasonably expected at this season of the year. Practically 
all of the wholesalers are still in the throes of inventory, a condition 
which is naturally operating to retard current business and the 


same applies to retailers throughout the country. 


Retailers for the most part are now buying on a hand to mouth 
basis, but the total business derived from these numerous small or- 
ders continues to maintain sizable proportions. 


staples are moving fairly well. 


to a marked degree, the sale of builders’ hardware. 


In the New York market the New Year may be said to have start- 
ed off auspiciously, and there is every indication that the next few 
months will see many retailers coming strongly into the market for 
their future requirements, particularly as there is no prospect of 
any reductions in prevailing price levels. 
of articles made of iron and steel, and this assurance regarding the 
price situation is injecting a strong note of confidence in the outlook. 


Collections may be described as generally good. 





Picks and Mattocks Advance 


A general advance, representing ap- 
proximately a 5 per cent increase on 


picks and mattocks occurred in the New 
York market during the past week. | 


These items are particularly active at 
the present time, and stocks are gener- 
ally sufficient for current needs. 


Weatherstrip Prices Firm 


The movement of weatherstrip con- 
tinues excellent, with prices firm and 
stocks sufficient. 


JOBBERS’ gle ges TO RE- 
TAILERS, F.0.B. NEW YORK: 


Wirf’s weatherstrip, packed 500 ft. 
to the reel, maroon, $27.50 per reel; 
white, $35 per reel. 

Nero weatherstrip, in 500-ft. reels; 
maroon, $21 per reel or $4.20 per 
100 ft 

Metropolitan weatherstrip, in 100- 
ft. rolls; No. 0 and No. 1, $1.80 per 
roll: No. 1%, $2.55 per roll, and No. 
2, $2. 90 per roll; No. 4, $3.60 per roll 
and No. 7, $4.35 per roll. 

Metallic weatherstrip, in 100-ft. 
rolis; No. 38, $2.15 per roll; No. 339, 
og per roll, and No. 40, $2.90 per 
roll. 

Felt yr ge in 100-ft. rolls; 


No. 18, $2.35 “3 roll; 0. 19, $2.75 
per roll, and $3. 75 per roll. 
Flexible wenthanntrtn. in 100-ft. 


rolls; No. 8, $1.90 per roll; No. 9, 
aoe per roll, and No. 10, $3.05 per 
roll. 


Furnace Scoops Moving 


There has been no abatement in the 
demand for furnace scoops and these 
continue among the active items in the 
New York wholesale market. Stocks 
are adequate, and prices holding. 

JOBBERS’ QUOTATIONS TO RE. 

TAILERS, F.O.B. NEW YORK: 

Furnace scoops, No. 2, hollow back, 
black steel blade, malleable ‘‘D”’ han- 
dle, $5.04 per doz.; long handles, $4.80 


per doz.; furnace scoops, No. 2, riv- 
eted back, heavy black steel blade 


and wood “D” handle, 84c. each; 


long handle, 84c. each. 


Heaters in Demand 





in this respect. 


requirements. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS F.O.B. NEW YORK: 


Oil Heaters 
PE + iy yy N— 





a Pa... pcceeeescewes $17.50 

xe 73 3 Seer Tee 22.50 
No. 74 4 DUPMETS.....ccccccceche BODO 
oh, Tee ae ee, cca seunaunasen 39.50 
Perfection dealers’ discount, 30 and 

5 per cent on lots of 10 or more; on 


less than 10, 30 per cent. 
a may (Improved Model)— 


Ie. 43 3 BUPMOTS. .cccccvcvsvecscs $17.5 
No. a a Ge. . c sdecdsasesav’ oS 50 
Ss ££ & — , errr 28.50 

Puritan discounts same as Perfec- 
tion. 

NESCO— 
a en. OOD. . dace vcecanee $9.50 
a ee, ae er Coe ewe sine 17.35 
a, Eee ae NS 6 464 «660000886 22.50 
No. 214 4 burners.............. 28.00 
MO. Bib B BUTMOTB..ccccccccccee See 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 


Nesco dealers’ discount, 30 and 5 
per cent; in lots of 10 or more, 36 





and 5. 
Ovens 
ng ae 
11 1 burner plain door... .$2.50 
No. 311G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door. 6.00 
PCE ics dati heiee seta keee es % 6.15 
Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door.. .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 


(Reading matter continued on page 92) 


Tools and other 
The mild weather is enabling the 
continuance of building activities, a condition which is stimulating 


This is particularly true 


There has been no abatement in the 
— demand for heaters, particu- 
larly from the outlying sections of the 
country, and wholesalers in the metro- 
politan area foresee continued activity 
Prices are generally 
firm, and stocks sufficient for current 
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NESCO— 
No. 05 1 burner solid door...... $2.10 
No. -5 1 burner glass door..... 2.25 
No. 010 1 burner solid door...... 4.15 
No. 10 1 burner glass door..... 4.40 
No. 020 2 burners solid door..... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door..... 5.40 
No. 30 2 burners glass door.... 5.70 
Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 
Oe ee Re awed $45.00 
CC SE ee 40.00 
ES re 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent, 


Wicks, Etc. 


Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 





Stove Boards Are Active; 


Stove Pipe Dampers, Also 


There is a good movement of stove 


boards, stove pipe dampers and kin- 
dred lines. Prices are steady and stocks 
appear adequate. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 


Stove Boards 


Stove boards (paper lined), 24 x 24, 
$8.40 per doz.;: 26 x 26, $9 per doz.; 
28 x 28, $10. 05 per doz.; 30 x 30, $12 
per doz. ; 32 x 32, $14. 15 per doz.; 
35 x 35, $17.40 per doz., and 32 x 42, 
$19.80 per doz. 

Stove Pipe Dampers 

Stove pipe dampers, 4% and 5 in. 
$1.35 per doz.; 5% in., $1. 50 per doz.; 
6 in., $1.60 per doz.; 7 in., $2.25 per 
doz., and 8 in., $2.60 per doz. These 
prices are net, 


Axes and Saws in Demand 
Although temporarily curtailed by in- 


ventories, the demand for axes and buck 
saws continues excellent, according to 
statements by wholesalers in the New 
York market. 
prevailing levels, and supplies are gen- 
erally good, although some retailers are 
finding it difficult to procure prompt 
shipments. 


Prices are holding to 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Axes 


Axes, Long Island patern, 2% to 
3 Ib , $1. 69 each; Connecticut pattern, 
2% ‘to 3% Ib., $1. 70 each; 3 to 4 Ib., 
$1.75 each, and 4 to 5 Ib., $1.81 each. 
Columbia pattern, 3% to 4% lb., $1.80 
each; 4 to 5 Ib., $1.85 each, and 5% 
lb., $1.95 each. Kentucky pattern, 3 
to 4 Ib., $1.45 each; 4 to 5 Ib., $1.58 


each. 
Buck Saws 


Double braced, polished blades, 
length 30 in., with regular tooth blade 
and red frame, 88 cents each; with 
Champion tooth blade, red frame, 95 
cents; Disston Electric, with regular 
tooth thin blade, $1.22 each; and 
Disston Perfection, regular tooth clock 
spring, blue blade, extra thin $1.17 


each. 
One-Man Saw 


Cross cut type, crucible steel, pol- 
ished, taper ground, with supple- 
mentary handle, 3 ft. long, $2.40 
each; same 4 ft. long, $3.20; same 3% 
ft. long, $2.80. 


Two-Man Saw 


Cross cut pattern, 4 ft. long, $2.65 
each; 4% ft., $3 each, and 5 ft. long, 
$3.30 each. 
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A Small Department 
with a Big Tenover 


LOGICAL, safe way for a hard- 
ware store to expand is to 
add a glass department. After all, 
glass is a staple hardware item— 
not a novelty that should better be 
sold in a drug, grocery, or dry goods 
store. The amount of initial invest- 
ment is trifling compared to other 
departments. And best of all it solves 
the space problem—all the room it 
requires is about 6 feet square. 
Very little—considering the turnover 
prof! 








The best way to start a glass depart- 
ment 3s to start with 


"ae 


It wins the confidence of the trade 
because it’s remarkably free from 
defects, is perfectly flat and has 
a higher tensile strength than ordi- 
nary glass. Yet it costs no more! 


SOLD AND DISTRIBUTED BY LEAD- 
ING JOBBERS IN THE PRINCIPAL 
CITIES OF THE UNITED STATES 












AMERICAN WINDOW GLASS CO, 


RAL OFFICES. PITTSBURGH PA. .BRANCHES IN PRINCIPAL CITIES 








Full Size Cut of Block and Numbers 


Screen Number Tacks 


Brass, Black Inlaid 
Furnished in Numerals from 0 to 99 


Packed Conveniently as Follows: 
On Wall Board Blocks Like the Picture—1 to 25 
Other Combinations on Special Order 





Packed In Sets in Cartons;+As 0 to 24—1 to 50, Etc. 
One Each or Two Each—Specify When Ordering 





Packed in Bulk: Each Numeral in Separate Cartons 





Packed Right - Made Right - Priced Right 
Your Orders and Inquiries Are Solicited 
WHEN You Check Up Your Screen 

Number Stock, Look Up 


Other Items You Are Short of in the 
BRAINERD Line 


The Brainerd Mfg. Co. 
East Rochester, N. Y. 














ae RY Ree? 
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Sales Active in Cincinnati Market— 


Retail Stocks Reported Low 


LTHOUGH jobbers’ 


(Cincinnati Office of HARDWARE AGE) 


salesmen have only been on the road a 


few days since the holidays, orders that they have secured 


have reached a gratifying total. 


Evidently retailers had al- 


lowed their stocks to dwindle and are in need of considerable mer- 


chandise to fill their immediate requirements. 


The comand is well 


distributed among staple and spring items. 

While it is true that the majority of retail dealers vine postponed 
their purchases of spring goods, orders for February and March 
delivery are increasing to a marked extent and there is every indi- | 


cation that business will equal or possibly 


exceed that in the same 


period last year. One of the outstanding features of the local mar- 
ket is the large tonnage of rope which retailers have contracted for 


for shipment in March and April. 
The volume of business no staple merchandise is holding up re- | 
Jobbers note that roller skates are beginning to | 


markably well. 


be looked upon locally as a staple article which sells well through- 


out the entire year. 


Prices are showing strength with advances pending in tires, 


hammers and hatchets. 


Jobbers are finding it necessary to place 


liberal orders for many items with factories because of the in- 
creased call from the retail trade. 


ACCESSORIES.—AI- 


AUTOMOBILE 
experienced a 


though Cincinnatians 


few days of zero weather recently, the | 
| spring requirements, 


cold spell was not of sufficient duration 
to stimulate an active demand for alco- 
hol, radiator covers, chains and other 
merchandise suitable for frigid tem- 
peratures. Consequently, many local 
jobbers have considerable stock which 
is moving slowly at best. Sales of 
tires and tubes have been only moder- 
ate in volume. While there has been 
no change in prices, an increase in tire 
quotations is pending. 
We quote from Cincinnati jobbers’ 
stocks 
Alcohol.—63c. gal. in 50 gal. drums; 
charge of $6 for drum, which money 
will be refunded upon return of the 
drum in good condition. 
Tires.—30 x 3 Beaver fabric, $7: 
30 x 38% Beaver cord, $11.50; 30 x 3% 
Badger cord, $15; 30 x 3% Commer- 
cial cord, $17.75. 
Tubes.—30 x 3% 
tubes, $2.25. 
Chains.—McKay tire chains, 1 to 9 
pairs, 30 per cent off list; 10 to 49 
pairs, 35 per cent off list: in lots of 
50 pairs, 40 per cent off list, 30 x 


standard gray 


348, $4.50: 31 x 4, $5.50; 33 x 4, $5.75; 

4x 4%, $6.75; 30 x 5, $6.75; 33 x 5, 
$7.50. Standard balloon tire chains, 
29 x 440, $5: 29 x 495, $5.50: 30 x 577, 
$7: 32 x 577, $7.50; 35 x 660, $10. 


Radiator Covers.—Ford radiator 
end engine covers: for 1924 and 1925 
models, $2.25 each: for 1926 models, 
$2.35 each; radiator covers only; for 
1924 and 1925 models, $1: for 1926 
at Wag $1.05 each. 

AXES.—Business has been fairly well 
sustained. 
reduced considerably in the past month. 
Prices are the same. 

We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight handle. axe, $19.65: Dread- 
naught single bit base weight un- 
handled axe, $14.85: double bit base 


weight handle axe, $24.75: double bit 
base weight unhandled axe, $20. 








AGRICULTURAL HANDLES. — The 





| BUILDERS’ 


retail trade is slow in ordering its 
but jobbers an- 
ticipate a healthy volume of business 
during the next month. Prices for 
spring delivery are given below. 
We quote from Cincinnati jobbers’ 
ew fork, 5'o-ft., $2.85; 5%%-ft. 
bent hay fork. $3.30: long manure 


fork, $2.45; cotton hoe handles, $1.85; 
wood D shovel handle, $4.80. 

BOLTS AND NUTS.—A steady all 
for bolts and nuts from the retailers 
in this territory has resulted in the 
establishment of a strong market local- 
ly. Most orders specify small lots, but 
the sales in the aggregate have been 
gratifying. Quotations are firm. 

We quote from Cincinnati jobbers’ 
stocks. Machine bolts. large, 50 and 
10 off; small, 50, 10 and 10 off; car- 
riage bolts, large, 50 off: small, 50 
and 10 off; stove bolts, 75 off: semi- 
finished nuts, 9/16-in. and smaller, 75 
off; larger sizes, 65 off 


HARDWARE. — While 


|jobbers are in the midst of their dull 


season, the open winter which has pre- 
vailed with but one interruption to 
date has enabled builders to go ahead 
with construction operations. Plans 
now under way or under contemplation 
promise an active year in 1926. Appa- 


rently there will be no diminution of 
building this year as compared with 
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‘last vear, 
Jobbers’ stocks have been | ~ . 


which set a high mark in 
Cincinnati. Prices are steady. 

We quote from Cincinnati jobbers’ 
stocks: 

Hinges.—Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10, 10 and 5 off. 

Hasps.—Common hinges, 70 off; 
safety hasps, 3- ray 95c., single per 


doz.: 4%-in., $1.25: 6-in., $1.75. 
Butts.—Steel, dull brass and an- 


tique copper, case * & 3% x 3h, 
20c. per pair net; 4 x 28c. In less 
than case lots, 3% x 314, 22c.; 4 x 4, 
30c. 


EAVES TROUGH AND CONDUCTOR 
_PIPE.—Sales have reached satisfactory 
proportions for this time of the year. 
Quotations are unchanged. 


} 


| 

















We quote from _ Cincinnati jobbers’ 
stocks: 28- “gage, -in., eaves trough, 
$6 per 100 ft.; 28-emae. 3-in. corru- 
~— conductor pipe, $5.75 per 100 
 &e -in. corrugated conductor el- 
bows, $1.94 per doz.; 29-gage, 3-in. 
corrugated conductor elbows, $1.51 
per doz. 


FILES.—A steady demand exists local- 
ly and dealers are finding it necessary 
to carry a representative line of files. 
Prices are showing strength. 

We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 19 
and 10 off list; Keystone files, 70, 10 
and 5 off list. 

GALVANIZED WARE.—Business is 
holding up well, and jobbers are ex- 
pecting sales to be maintained at a high 
level. Retailers have ordered consider- 
able merchandise to replace that sold 
preceding the holidays. No change has 
been made in quotations. 


ki quote from Cincinnati jobbers’ 
sto 
Galvanized Pails.—10-qt., $2.25 per 

doz.; 12-qt., $2.45 per doz.; 14-qt., 

$2.75 per doz.; 16-qt., $3.35 per doz.; 

galvanized tubs, No. 1, $6.40 per doz. 
GARDEN HOSE.—An increase in de- 
mand has been noted in the past week. 
However, the majority of orders for 
the spring season are expected between 
now and the middle of February. Prices 
are firm. 


We quote from Cincinnati jobbers’ 
stocks: 

Rubber Hose.—5-ply, -in., 8c. 
per ft. in 50-ft. lengths; 6-ply, ™%-in., 
10c. per ft. in 50-ft. lengths; 7-ply, 
1%-in., 12c. per ft. in 50-ft. lengths; 
double braid in %-in., 500-ft. coils, 
10c. per ft. 


GARDEN TOOLS.—Scattered orders 
have been received, but buying on an 
extensive scale is not expected for sev- 
eral weeks. Quotations are the same. 


We quote from Cincinnati jobbers’ 
stocks: 

Forks.—035% Iowa hay forks, 
$12.25 doz.; 044144 Iowa manure 
forks, $15.60 doz.; OHW Iowa spad- 
ing forks, $19.80 doz. 

Rakes.—14SM _ rakes, $5.64 doz.; 
No. 314 Peerless rakes, $9.84 doz. 

GLASS.—The market is dormant, be- 
cause of the usual seasonal falling off 
in activities. Business in January is 
expected to equal that of the corre- 
sponding period last year. Prices are 
steady. 

We quote from Cincinnati jobbers’ 
stocks: Single strength A and B, 
first three brackets 87 per cent dis- 
count; double strength A, 87 rer cent 
discount; double strength B, 88 per 
cent discount. 

HAMMERS AND HATCHETS.—Man- 
ufacturers have advanced their sched- 
ule of prices, but for the immediate 
future jobbers will retain their old quo- 


tations. However, it is likely that an 











January 14, 1926 


HARDWARE AGE 
































AT 7. 





























































































































© 
O 


S originators of the Tu- 
bular and Clinch rivets 
and with a record of more 
than fifty years of successful 
accomplishment behind us, 
we know that this product 
cannot be made better or 
priced fairer than we make 
them and price them. 


Coast Representative 
J. T. McDEVITI 
Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 
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Winter Service 


Cold weather again brings another use 
for the Brookins Measure. It is just the 
thing for putting aleohol in radiators. 
The flexible metal hose and the handy 
thumb valve eliminate all risk of danger 
to the finish of the car. There 
is no spilling, no splashing and 
no overflow. 


See that you have Brookins 
Measures for serving both alco- 
hol and oil. 


The Brookins Portable Drain 
Tank also serves a double purpose in 
winter. It adds new convenience to 
radiator service as well as crankcase ser- 
vice. By using it in drain- : 
ing radiators, floors and 
drive-ways can be kept 
clean, dry and free from 
ice. You need at least two 
Brookins Portable Drain 
Tanks. One for draining 
radiators and one for crank 
case service. 








Brookins 
Gasoline 
Can 





Brookins 
Oil Measure 


M ade in one, 





ft 'e quart sizes. 

Equipped with 

flexible metal 

. hose and thumb 

The Brookins Mfg. Co. = control vaive. 
Saves time and 


trouble. 


342 Xenia Ave., Dayton, O. 


J SERVICE STATION EQUIPMENT 
—— 


Brookins 
Portable 
Drain Tank 
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upward revision of jobbers’ prices will 
be made about Feb. 1. 


We quote from Cincinnati jobbers 
stocks: Hatchets, No. 2961, $11. 2 
doz.; hammers, No. 81, $10.50 doz.; 
Boy ‘Scout, $11 doz. 


ICE CREAM FREEZERS.—Little de- 
mand has developed, but jobbers believe 
that a fair number of orders will be 
placed in the next month. No altera- 
tion of prices has been made. 

We quote from Cincinnati jobbers’ 


“a? 4 —2-qt., Rie = 3-qt., $4.10; 
4-qt., 6-qt., 0; 8-qt., $8.20 
in ay ‘dealer's Tapuek is 25 and 
10 per cent off above list. 

White Mountain.—2-qt., $5.65; 3- + 


at bb. “z $8.25; 6-qt., $10.45: 8-qt., 
hite Mountain dealer’s d 
count is 50 per cent off above list. 


ICE SKATES.—In the recent cold spell 
which held the city in its grip for sev- 
eral days jobbers disposed of the major 
portion of their stock. Retailers were 
able to move a large stock, and both 
the retail and wholesale trade is in a 
comfortable condition at present. Ap- 
pearance of another period of zero 
weather will probably clear jobbers’ 
warehouses of all the ice skates which 
they have in stock. Prices are firm. 
We aes from Cincinnati jobbers’ 


stocks 
Ice " ska 84c.; nickel-plated, 


1.25; ta lated hardened runner, 
2.20: lady’s ice skates, $1.15; hockey 
ice skates, 0. 


LAMPS.—A steady call for lamps has 
resulted in a profitable season on this 
product. Many fill-in orders have been 
received locally. Prices have _ not 
changed. 
ae quote from Cincinnati jobbers 
Qu ick k Life “agnor lamps, C317, 
$7. oe C329, $6.25; C318, $7; C324, $7; 


Quic Life lanterns, L327, $5. 25; 
LA27, 


$6. 
LAWN SPRINKLERS.— Orders are 
beginning to flow in more freely, but 
bookings have not yet attained liberal 
proportions. Quotations are steady. 


We quote from Cincinnati jobbers’ 
stocks: Fountain ring xy" “4 
doz.; Rain King sprinkler, $28.20 doz 


MOPS.—Business has maintained a 
moderately steady pace, and the call 
from the retail trade has been satis- 
factory. Prices are firm. 


We quote from Cincinnati 
stocks: O’Cedar line with 
No. 3, $12; No. 4, $8; No. 5, 
No. 8, $12; No. 15, $6. 


NAILS.—Orders from retailers have 
been above the average, and jobbers 
Have been compelled to secure addi- 
tional stock from producers. Present 
indications point to continued good 
business during the latter part of Janu- 
ary. Prices are showing stability. 


We quote from Cincinnati jobbers’ 
stocks: Common wire nails, $2.95 per 
keg: cement coated nails, $2.25 per 

er. 

OIL STOVES, OVENS AND WATER 
HEATERS. — While deliveries have 
been restricted to small lots, bookings 
for shipment during February are ex- 
cellent. Prices have not changed. 


These are list prices. Dealer’s dis- 
counts are noted after each group. 


Oil Cook Stoves 


obbers’ 
andles, 
$10; 


PERFECTION— 
nS © WUUOTD. ccccccccccsce $17.50 
No. 73 i i 22.50 
 *. ££ e Sapa 28.50 


ee BO a 39.50 

Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


7 
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ee $17.50 
No O. 43 S We occ cess seeds 22.50 
ek on © Pr op ccecpeeceeen 28.50 


tion. 
NESCO— 
a ee 2 es ceneeeeesé $9.50 
No. 2123 2 Durmers........esec- 17.35 
a ) ee ee cc cca ceened 2.00 
a ee oe eR cess Seee Ses 28.00 
mm, | «— DD UME oc ccccccscces 39.50 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 
Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 


No. 211G 1 burner glass door.... 2. 
No. 121G 1 burner glass door.... 
No. 122G 2 burners glass door... 6. 00 
tt (t--ccosceck Seba bale dhaee weet 6.15 

Dealer’s discount, on 10 or Ro ng 


30 and 5 per cent; less than 10, 30 
per cent 
PURITAN— 
No. 42G 2 burners glass door...$5.50 
Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 
NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 
No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 
No. 30 2 burners glass door.... 5.70 
Dealer’s discount, 30 and 5 per 
cent. 

Water Heaters 
re $45.00 
Percection BUG. 418. ...cccccccces 40.00 
Perfection No. 421.......ccccces 00 


80. 
Nesco discount, 30 and 5 per cent; 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 
Wicks, Etc. 
Rockweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil 
stoves, ovens and heaters. 


PAINT.—Sales are about normal for 
the post-holiday season. Retailers are 
carrying comparatively small stocks, 
but are prepared to meet actual re- 
quirements that may develop. Prices 
are holding up well. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.75 per gal.; linseed oil, 
barrels, $1.02 per ral.; 
2-barrel lots, $1.04 per gal.; 
and red lead in 500-Ib. kegs, 15%c. 
per Ib. less 10 per cent. 


POULTRY AND WIRE NETTING.— 
Orders for the spring trade have in- 
creased materially in the past week, 
and jobbers feel that their season’s 
sales will be better than those last year. 
Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: 12 mesh black wire netting, 
$1.75 per 106 s ft.; 12 mesh yor 
wire netting, $ 05 per 100 . : 

14 mesh opal wire netting, $2.45 pe 

100 sq. ft.; poultry nettin alvanined 
after, 57% off list; poultry netting 
galvanized before, 57% and 10 off 


RADIO BATTERIES.—Retailers, in 
checking over their sales for the holi- 
days, find that trade increased about 
15 per cent compared with 1924. Move- 
ment of merchandise from _ jobbers’ 


cook 


warehouses is being well sustained. 
Prices are firm. 
We quote from Cincinnati jobbers’ 
yy 22% volt B radio ttery, 


1.30 each; two cell tubular flashlight 

ttery, 19%, c. each; three cell tubu- 
lar flashlight battery, 27%c. each; 
small monocells, 8%c. each: large 
monocells, 9%c. each. 


ROLLER SKATES.—Christmas sales 
were larger than they have been for 
many years, and jobbers believe that 
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roller skates are rapidly being estab- 
lished as an all-year round staple ar- 
ticle. The volume of business done by 
Cincinnati jobbers has been extremely 
large. 


We quote from Cincinnati jobbers’ 
cite Nos. 4 and 5, $1.45; No. 6, 


ROOFING MATERIAL. — Activities 
are normal for this time of the year, 
and prices are steady. 


+ quote from Cincinnati jobbers’ 
stoc 

Roofing Paper. — Light, standard, 
$1.05; medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium Holdfast, $1.55; heavy Hold- 
fast, $1.80; red and green slate 
surface, $2. 

Roof Coating — Coal tar, refined, 
in barrel lots, 24c. per gal; in half 
barrel lots, 7c. per gal.; in half 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 
1-lb. cans, 32 
in 3-Ib. 
in 5-lIb. 
10-Ib. 


Roofing Cement.—lIn 
to the case, 15c. per Ib. net; 
cans, 12 to the case, 13c.; 
cans, 12 to the case, llc.; in 
cans, 10c.; in 25-lb. cans, 9c. 

ROPE.—Orders for delivery in March 
and April are heavy. The rumor is 
current that an advance in prices will 
be made within the next month. For 
the present, however, quotations will 
not be disturbed. 


We quote from Cincinnati jobbers’ 
stocks: Best ade Manila rope, 
Ocean brand, 25%c. per Ib.; Plym- 
outh brand, 26%, c. per Ib.; sisal rope, 
15c. per Ib. 

SAWS.—Increased bookings are noted 

by the jobbing houses. Price are firm. 


soe quote from Cincinnati jobbers’ 
ocks: Disston ne, 20-in., 
$o4, 40; 22-in., $26.20; 26- in., $29.50; 
Atkins Junior Mechanic, 20- in., $1 19. 


SCREWS.—Demand is lagging, al- 
though sales have been fairly good. 
Prices remain the same. 

her quote from Cincinnati jobbers’ 


stocks: 
Flat head bright screws, 85 and 
7% off list; flat head blue screws, 


85 and 2% off list; flat head brass 
screws, 80, 10 and 10 off list: round 
head blue screws, 80, 20 and 2% off 
list; round head brass screws, 80 
and 5 off list: round head nickel- 
plated screws, 75, 10 and 5 off list. 


SCREEN DOORS AND WINDOWS.— 
The schedule of prices for spring de- 
livery has been announced, and jobbers 
are beginning to book scattered orders. 


We quote from prices made by job- 
bers on lots taken from cars direct 
from mill, without handling by job- 


bers: 

Doors.—No. 241, 2-ft. 8-in., x 6-ft. 
8-in., $15.35; No. 281, 2-ft. 8-in. x 
6-ft. 8-in., $16. = 315G, 2-ft. 8-in. x 
6-ft. 8 in., $28 

Windows. we ow x 33-in., $4:35; 30- 
in. x 37-in., $5.95; Sherwood windows, 
24A, $6.05; 30A, $8.45. 


TORCHES AND FIRE POTS.—Cold 
weather stimulated sales, and orders 
received by jobbers have been good. 
No change has occurred in quotations. 
A.B quote from Cincinnati jobbers’ 


Torches.—Turner Dinster Line, 43 
» $6.53 each; 47 


urner 
line-Kerosened, 9 q $5.33 each; 14 
at., $5. ¥4 each; 22 — $6.53 oe: 30 


qt., . qat., : each; 
39 qt., $6.05 eneh: 92 at., 6.79 each; 
93 qt., $7.42 each; 105 qt., $4.88 each; 
205 at., “re each. Clayton & Lam- 
bert No. $5; No. 146, $4.75; dou- 
ble a Rigg 5 208, $6; ‘No. 210, $6. 

Fire Pots.—Turner Line, No. 53, 
7.20 each; No. 63, $7.97 som: No. 
6, mete ‘each: No. 76, $7.13 each; 
No. $8.67 each; Clayton fe Lam- 
bert vine. No. 1, $9.4 40. 
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You take no chances in selling “Sno-Wite” Bath Room 
Trimmings—we tag each article—guarantee it for 10 
years—furnish attractive display boards that sell them Catalog on 
and stand back of every dealer. Application 


Originators of Porcelain Enameled Bathroom Trimmings 


American Enameled Products Co. 


Boston CHICAGO New York 
San Francisco Atlanta Toronto Detroit 
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THE BRIDGEPORT SCREW CO. 


Bridgeport, Conn. 


Representatives: 


George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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J anuary 14, 1926 


New Year Starts Favorably in Boston— 
Retailers Ordering Staples Freely 


(Boston office of HARDWARE AGE) 


MAJORITY of the Boston shelf hardware jobbing houses say 
January has been an exceptionally active month so far. Their 
sales to the fifteenth will run well ahead of those for the cor- 

responding time last year, and it is confidently felt that bookings 
this year will establish a new high record. There is ground for 
reasonable doubt as to the actual tonnage of hardware moving in 


wholesale channels being larger than last year, however. 


A large 


percentage of the gain in business reported by jobbers unquestion- 
ably can be ascribed to the taking over of accounts of the Atlantic | 
Coast Hardware Co., South Boston, which recently ended its career, 
and to increased buying by those retail hardware firms who here- 
tofore placed at least a part of their business with the Atlantic 
concern. Those jobbers reporting increased business are willing to 


concede that much. 


The hardware market nevertheless is active and the average 
retail dealer is selling more standard merchandise than is usually 
his fortune at this season, because weather conditions have been 
such that much outdoor work has been possible and home con- 
struction has held up at a remarkably high ratio so far this win- 
ter. Of the many and varied lines of goods carried by the aver- 
age retail dealer it may be said that possibly only one has not and 


is not selling as well as anticipated. 


Sleds have sold slow just as 


they did last year, and most everybody has a stock of them. Some 
have stocks of the vintage of 1924, but not large ones, however. 
Most retail dealers are placing orders freely for goods that will 
be needed later in the year and these go to swell the total weekly 


bookings by the jobbing houses. 


AUTOMOBILE ACCESSORIES.—New 
manufacturers’ lists are out on A. C. 


spark plugs, but so far as quotations | 


made on stock carried by jobbers go no 
change is noted. Registration of pleas- | 
ure cars in Massachusetts during the | 
first nine days of January exceeded 
500,000, thereby indicating a new high 
record being hung up this year. It 
would appear, therefore, that automo- 
bile accessories should sell well, pro- 
vided the retail dealer makes a real ef- 
fort to distribute such goods. Indica- 


tions are the boom in crude rubber is | 


over and that the next movement in 
automobile tire prices should be down- 
ward, which will help the ordinary ac- 
cessory department in the retail hard- 
ware store a whole lot. 

We quote from Boston jobbers’ 


stocks: 
Spark Plugs.—-A. C., in lots of 10, 
58ec. each net: in lots" of 50, 54c.; in 


lots of 100, 52c.: in lots of 300, 47c. 
Ford numbers, in lots of 10, 44e.; in 
lots of 50, 42c.; in lots of 100, 39c.; in 
lots of 300, 37c. 


BARROWS.—Orders for garden and | 


other styles of barrows are beginning 
to filter into local jobbing channels. 


The recent advance in prices evidently 


was too slight to influence sentiment 


in retail circles. 

We quote from Boston jobbers’ 
stocks: 

Barrows.—Garden, from stock, steel 
wheel, No. 4, $5.50 each net: No. 5, 
$6. Wood wheel, No. 4, $5.75; No. 5, 
$6.25. From factory, steel wheel, No. 


;— 





4, $5: No. 5, $5.50. Wood wheel, No. 

4, $5.25; No. 5, $5.75. Toledo canal 

barrows, $5.40 each net. 
BICYCLES.—Jobbers have put into 
effect new prices on bicycles, which 
show an average advance of 75c. each 
per machine. This advance is a belated 
one, manufacturers having issugd their 
new lists some time ago. 


We quote from Boston jobbers’ 
stocks: 
rie ey Men’s 20-in.. $30.50 each 
net; 22-in., $30.50; arched bar, $31.25; 
motor bike tvpe with double bar, 
$32.75. Women’s, 20-in., $32.75; boys’, 
18-in., $29. 


_~BRUSHES.—tThe first week of the new 
year witnessed quite an improved de- 
mand for all styles of house brushes. 
_Retail interest in paint brushes like- 
| wise is coming ahead very fast. There 
'is indication that first quarter buying 
of all brushes in this market will ex- 
ceed previous records. 

We quote from Boston jobbers’ 
stocks: 

Brushes.—House, Osborn line, men’s 
clothing, $1.07 each net: wall clean- 
ing, $1.24; dry duster (floor), $1.27: 
vegetable, 17c.; radiator, 37c.; refrig- 
erator, 20c.; dust pan, 67c.: bath, 

| large $1.54, medium $1.30; shirt, $1.07; 
| nail, medium 57c., stiff 57e. 

Paint Brushes—Wall, $5 to $60 per 
| 
i 





doz. net: varnish, $3.50 to $25: calci- 
mine, $10.50 to $90: whitewash, $3.50 
to $130. 























'CAN OPENERS.—One or two of the 
_ jobbers report an unexpected demand 
for can openers, indicating that at least 
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some retailers have allowed their stocks 
to be depleted. 

We quote from Boston jobbers’ 
stocks: 

Can Openers.—FEdlund line, house- 
hold size, with bracket, $2.25 each 
list; hotel size, $5. Household size 
with wall bracket, $2.25 each list, 
hotel size, $5. 

Discount, 334% per cent. 

CARTS AND WAGONS.—tThe lack of 
snow has materially hurt the sale of 
sleds throughout New England, accord- 
ing to retailer and jobber alike. On 
the other hand there is a remarkably 
consistent demand for all kinds and 
makes of carts and wagons. 


We quote from boston jobbers’ 
stocks: 

Kiddie Kars.—Special, two in car- 
ton, No. 101, $2.25 each list: No. 102, 
$3; No. 103, $3.75; No. 104, $4.50; No. 
105, $5. 

Kiddie Koasters.— One to carton, 
a107 605, $10.50 each list; No. 606, 
Sy de >. a 

Kiddie Karts.—Special No. 201, $3 
each list: No. 202, $4; No. 203, $5; 
No. 204, $6: No. 205, $7. 

Pedal Kars.—T wo in carton, No. 
124, $4.25 each list; No. 125, $5.25; 
No. 154, $5.75; No. 155, $6.75. 

Kiddie Skooters.—T wo in carton, 
No. 801, $4 each; No. 802, $5; No. 
802B, $6. 


CEMENT WORKING TOOLS.—Acting 
on the theory that it will soon be time 
for the increased use of cement work- 
ing tools, jobbing houses are beginning 
to round up quite a few orders. 


We quote from 30ston ~*~ jobbers’ 
stocks: : 
Cement Working Tools.—Edgers, 
70ec. to $1.50 each net; Jointers, 72c. 
to $1.80: angles, 90c to $1.20; curvers, 
$1.50; gutter tools, $1.20; pointers, 
72c.; beaders, 72c.; brick jointers, 
2.75. 
CLAM DIGGERS.—Although a little 
early in the season, retailers are evinc- 
ing interest in clam diggers. The lack 
of ice along New England shores, mak- 
ing possible clam digging at a time 
when the industry usually is at a stand- 
still, may have much to do with jobbers’ 


current sales of diggers. 


We quote from soston jobbers’ 
stocks: 

Clam Diggers.— Six tine, 26-in. 
handle, $14.10 per doz. net; six tine, 
extra heavy, 26-in. handle, $18.90; 
Ipswich pattern, four tine, riveted, 
$12. 56. 

_CLIPPERS.—Advance orders for clip- 
pers to be delivered a little later in the 
year are showing up. Jobbers feel 
reasonably certain that most of the re- 
tail trade will have covered spring re- 
quirements by the end of this month. 

We quote from Boston jobbers’ 
stocks: 

Clippers.— Toilet, Plymouth, No. 0, 
$1, each net: No. 00, $1.20: Success, 
No. 0, $1.40; No. 00, $1.60: Mayflower, 
No. 0, $1. 10: No. 00, $1.25; American 

Gentleman, No. 00, $2; No. 000, $2. 
Brown and Sharpe narrow plate and 
other kinds carried by jobbers, 
$4.50 each list; discount, 25 and 15 
per cent. 

Horse a et —No. 169, $2.50 each 
net; No. $1.40. Horse clipping 
machines, INO. 1, ball bearing, $14 
each list: discount, 331%4 per cent. 

Sheep Shearing Machines. — Ball 
bearing, No. 9, .$24 each list; dis- 
count, 3314 per cent. 
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Side Cutter: 
A tool of all- 
round _ service. 
Cutting jaws 
are parallel 
with the han- 
dle3, 


NUT 
SPLITTERS 


End Cutter: 
Cutting edge 
on this tool is 
at right angles 
to the handles. 


Every POR- 
TER Cutter is 
built on  ex- 


actly the same 
principles, 
Differences be- 
tween the va- 
rious models lie 
in the types of 
cutting jaws. 


CHAIN 
CUTTERS 


Angular Cutter: 
Jaws are set 
at 30° angle to 
handles. Gets 
into difficult 
places. Saves 
stooping. 










H. K. PORTER, Inc. 
Everett, Mass., U. S. A. 
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“Pistol Grip” , . 
Saw Set “rs 


Sor 


7 
Roy {Um 








with 
Oscillating Plunger 


This is the only Saw 4 
Set on the market ® 
having an oscillating c“4 
plunger which en- , / 
ables the user to set 
the plunger to the 
pitch of the tooth, so 





that when setting a No. 695 

Patented 
saw the plunger ‘ian a we 
comes in_ contact 





with the tooth at the 7 
proper angle and does not interfere with any other, 
either ahead or back of one being set. It is, there- 
fore, the only Saw Set which makes it possible to 
set the teeth on both sides alike, thereby clearing 
the saw equally on both sides and preventing it from 
cutting or running to one side, as the carpenter usually 
calls it. 
Packed one in a box with Direction Sheet. 


SSizavnd, Steel Bar Carpenter’s Clamp 


Style No. 1 
The Original 
Notched Bar 





the 


instantly because 
notches are cut on the lower edge of the bar, afford- 
ing greater holding power to the sliding jaw than if 


Appeals to carpenters 


Bar is of special qual- 


they were on the upper edge. 
shape insures greater 


ity steel, very rigid; the ““T”’ 
strength than flat stock. * 


SH “Lock Fast’’ Oil Gate 
[déarerd, » ,ooular seller to all handlere of 

barrel and tank liquids, from mo- 
lasses to gasoline. Drip, drizzle ‘and unauthorized 
drawing positively prevented. Locks Not Supplied. 
Any padlock up to % in. may be used 


Write for Descriptive Price List. 






Furnished in 
both wood and 
iron pipe Patented 

t ad. Dec. 14, 1915 


Manufactured by 


E.C. STEARNS & COMPANY 
Syracuse, N. Y., U. S. A. 


Sales Representatives: 
Ww. erg & CO. 417 Market St., San Francisco, ~~ 
THOMAS A . TROY, 150-152 Chambers St., New York, N 
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CULTIVATORS.—The cultivator mar- 
ket is beginning to evince signs of life, 
although buying is not as brisk as it 
probably will be within a fortnight or 
so. The outlook for the new season 


seems bright. 
We quote from Boston jobbers’ 


stocks: 
Cultivators. — rth y $6.72 


per doz. net.; five-prong, $9.6 


FENCING, GUARD, GATES.—Jobbers 
have had remarkably good success 
rounding up fencing, guard and gate 
business. Of the three items, fencing 
is by far the most active. 


We quote from Boston jobbers’ 
stocks: 

Fencing. — Cyclone fencing, flower 
bed guard, etc., from store, 45 per 
cent discount. Direct shipments, 
55 per cent discount, f.o.b. Wauke- 


gan, Ill. 

Gates.— Cyclone, from store, 40 
per cent discount. Direct shipments, 
53 per cent discount f.o.b. Waukegan, 
I 


Guard.—Flower bed guard, 45 per 
cent discount; trellis, 45 per cent dis- 
count. 

GARDEN TOOLS.—Spring will be 
upon us before we realize it, and the 
professional and amateur gardener will 
be tugging at the bit to get out into the 
open. For that reason jobbers are mak- 
ing a special effort to have retail deal- 
ers cover their spring 1926 garden tool 


requirements. 


We quote from Boston jobbers’ 
stocks: 

Garden Tools.—Trowels, 6-in., gar- 
den, $1.32 per doz. net; florists’, $2.25; 
gg yg $1.50 and $2.50. Forks, 
No. 300, $3.50; No. 40, $1.75. Sets, 
garden, No. 83, $6; floral, No. 112, 
$1.50; No. 120, $2; : 
HF, $9; No. '3FSX, $12.80. Rakes, 
$4. 32: weeders, $2. 


GLOVES.—Manufacturers of cotton 
gloves are out with next season’s prices 
which show a general slight reduction. 
Jobbing prices have been cut according- 
ly, as follows: 


We quote from Soston jobbers’ 
stocks: 

Gloves.—Cotton, knit wrist, 6-0z., 
$1.08 per doz. net; 8-0z., $1.50; 12-o0z., 
$1.80; 14-0z., $2. 35. With leather palm, 
with ‘gauntlet, $2.85 per doz. net; with 
wrister, $2.85; with Jersey back, $4.50; 
Jersey back ‘with wrister, $4. ‘Jersey 
gloves, mottled black. No. 402, $1.90; 
No. 403, $1.90; No. 410, $3.75. Boys’ 
Jersey, $1.90. 


HOCKEY STICKS.—Although there 
has not been very much ice, a demand 
for hockey sticks still persists. To be 
sure, it is not large, but it is unusually 
late. 


We quote from Boston jobbers’ 


stocks: 

Hockey Sticks.—Scout = * ha 30 per 
doz. net; Boys’ X, $5; 
Men’s xXx, $10.40; aetn $15. Boys! 
wite, $3 a doz. net; boys’ special, $5; 
Amate ur, $8; Championship, $11; spe- 


cial, $11. 
Pucks.—Standard makes, $2 a doz. 


. Sole Sticks.—No. H, a doz. 
net: No. G, $1.50; No. Cc, "33.7 75. 

PAINTS. — Everybody expects 1926 
will be a profitable year in paints. 
With the steady expansion in popula- 
tion and home building there is a grow- 
ing need of paints, and it rests with the 
retail hardware dealer to secure his 
share of business this year. Prices, it 
is understood, will compare favorably 
with those of 1925. Jobbers are pre- 


pared to handle a big business, and they 
are convinced the average retail stock 
of paint is inadequate. 


7. 
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ROPE AND TWINE.—Manila rope has 
advanced lc. a pound, while the extras 
are just about double those for 1925. 
On the other hand, hemp twine is 
cheaper—about 5 per cent cheaper. Re- 
vised prices on rope and twine follow: 


We quote from Boston jobbers’ 
stocks: 

Rope.—Manila, 27c. per Ib. base; 
sisal rope, 20%c.; hay rope, 21c.; cot- 
ton rope, 46c. 

Lathe Yarn.—Sisal, C130, 20c.; D200, 
21c. per Ib. 

Twine. —Hemp in %-lb. balls, No. 
12, 45c. a Ib.; No. 18, 39c.; No. 24, 
38c.; No. 36, '36c.: No. 48, 35c.; No. 
18 in reels, 41c. No. 24, 40c. Cotton 
cones, 44c. Jute 2-ply, = Marlin, , 
2-ply in 1-Ib. balls, No. 4%, 27c.; No. 
6, 24c.; in 2-Ib. balls, No. 8, 22c. 


SCREENS AND DOORS.—Even at 
this early date jobbers’ bookings for 
1926 retail screens and doors require- 
ments are very flattering. 


We quote from Boston jobbers’ 
stocks: 
Doors.—No. 241, 2/6, $17.88 per doz. 
net from store: 2/8, $18.75; t+ 


No. 457G, 2/6. $21. 25 - 2/8, 322 44; 2/10, 
$23.75; 3/7, $24.94. No. G-14, 2/6, 
$31.70; 2/8, $33. ‘12: 2/10, 1 06: 3/7, 
$36.75. No. 345G-14, 2/6, $39.88; 2/8, 
$41.31; 2/10, $43.06; 3/7, "$44.6 63. 
Screens. —Competitor, No. 2, $4 per 
doz. net from store: No. 3 $4.81. 
Hummer, No. 1833 


No. 1833G, $4.56: No. 2433G, $5.44; 
No. 2437G, $5.81. Diamond E, No. 2, 
$10; No. 3, $12: No. 12, $14:'No. 13. 


SHEET LEAD.—Jobbing quotations 
have been reduced %c. a pound, follow- 
ing the receipt of new price lists from 
producers. 


We quote from Boston jobbers’ 
stocks: 

Sheet Lead.—l7c. per Ib. base list. 
Discount 20 per cent. 


SPRAYS AND SPRAYERS.—From 
now on jobbers will endeavor to secure 
spray and sprayer orders. The lack 
of snow so far this winter may mean 
that more spray than ever will be 
needed later in the year to preserve 
crops. 


We quote from Boston jobbers’ 
stocks: 

Arsenate of Lead.—Swift’s, in paste 
form, in case lots, 1-lb. cans, 21 , 
per Ib. net; 5-lb. cans, 18%%4c.;,10-Ib. 
cans, 16%c.; 25-lb. cans, 14%c.; 50-Ib. 
eans. 13%4c.; 100-lb. cans, 12%c. In 
dry form, in 1-lb. bags, 23c. per Ib.; 
in 4-lIb. bags, 20c.; in 10-lb. bags, 
20c.; in 100 lb. bags, 20c. 

Pyrox.—In case lots, 1-lb. jars, 24 
to the case, $7.80 per case: in 5-Ib. 
crocks, 12 to the crate, $15; 10-Ib. 
crocks, 6 to the crate, $13.50; 25-Ib. 
containers, 4 to the crate, $20.50; 
50-lb. kegs, $8.75; 100-lb. kegs, $14.10. 

Dry Lime Sulphur. —In 1-lb. pack- 
ages, 20c. net; in 5-Ilb. packages, 18c. 
per Ib.: in 10-Ib. packages, 16c.; in 
25-Ib. drums, 12c.; in 50-Ib. drums, 
llc.; in 100-Ib. drums, 10c. 
Fungi-Bordo.—Dry Bordeaux mix- 
ture, in 1-lb. packages, 24c. net; in 
4-lb. packages, 17c. a Ib.; in 5-Ib. 
packages, 19%c.; in 25-Ib. packages, 
1614c.: in 50-lb. packages, 14%c.; in 
100-Ib. packages, 14c. 

Sprayers.—Midget, $2.50 per sos. 
net; Cyclone, $4; Continuous, SF Bo: 
compressed ‘air, galvanized, 
brass, $6.25; standard spray Bang 
3.500: fog sprayers, $4.50; bucket 
sprayers, $3.05. 


STOVES.—Further encouraging’ re- 
ports are had from wholesale houses 
regarding current and future needs of 
the retail trade. 


Prices to Retailers, f.o.b. Boston 


These are list prices. Dealers’ dis- 
counts are noted after each group. 
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Oil Cook Stoves 


PERFECTION— 
a 2 oe. Cece cccccces $17.50 
Te ee  “ Se aaa 22.50 
i: SM es ie 28.50 
ae 8 a eee 39.50 





Perfection dealer’s discount, 30 and 
5 per cent on lots of 10 or more: on 
less than 10, 30 per cent. 


PURITAN (Improved Model)— 





a es ee Oe we $17.50 
cm -  , . gacc ccboc bac 
No. 44 4 DUPMETS......cccccces 28.50 

ee discounts same as Perfec- 

NESCO— 

Ee $9.50 
NO. 313 3 DUFmers....i.cccccce 17.35 
No. 218 3 burmers........ccccce 22.00 
No. 214 4 burmerS.........ccce 28.00 
a a a rr 39.50 
No. 1102 high shelf only....... 5.25 
No. 1103 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 
No. 1105 high shelf only....... 9.75 

Nesco dealers’ discount, 30 and 5 
per cent. 

Ovens 


PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 122G 2 burners glass door... 6.00 
Pe WT 4 ocdedd cnevadeweswse nest 6.15 
Dealer’s discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door...$5.25 


Dealer’s discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 

NESCO— 
No. 05 1 burner solid door..... $2.10 
No. 5 1 burner glass door..... 2.25 
No. 010 1 burner solid door..... 4.15 
No. 101 burner glass door..... 4.40 


No. 020 2 burners solid door.... 5.15 
No. 20 2 burners glass door.... 5.40 
No. 030 2 burners solid door.... 5.40 


No. 30 2 burners glass door.... 5.70 
Dealer’s discount, 30 and 5 per 
cent. 
Water Heaters 
ID 0g nie cdiie aebiteen b64060600R $45.00 
Perfection No. 412..........c00. 40.00 
Umeeeee BOO, Giieccccccceccces 80.00 


Nesco discount, 30 and 5 per cent; 
Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Etc. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


WASH BOILERS.—tThere is a very fair 
current demand for wash boilers. The 
copper bottom kind appear to have it 
all over others. 


be quote from Boston jobbers’ 
stoc 

Wash Boilers.—Tin, No. 81X, $23 
per doz. net; No. 81XX, $27.75; No. 
91X, $24; No. 91XX, $29.45. 


WIRE CLOTH.—More retail dealers 
who previously failed to cover their 
wire cloth requirements this year have 
come into line. 


We quote from Boston jobbers’ 
stocks: 

Wire Cloth.—From stock, black, 12 
mesh, $2.15 per 100 sq. ft., 14 mesh, 
$2.55; dull galvanized, 14 mesh, $2.45; 
bronze, 14 mesh, $6; 16 mesh, $6.50; 
copper, 14 mesh, $5.50, 16 mesh, $6. 
From mill, f.o.b. Worcester, Mass., 
black, 12 mesh, $1.80, 14 mesh, $2.20; 
dull galvanized, 12 mesh, $2.05, 14 
mesh, $2.45; 16 mesh, $2.90; bronze, 
mesh, $2.45; 16 mesh, $2.90; bronze, 
14 mesh, $5.50; 16 mesh, $6; copper, 
14 mesh, $5; 16 mesh, $5.50. 
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made by Grammes 





Card and Label Holders 
also Cabinet Hardware 


For Your Industrial Trade 


RAMMES line of Card and Label 

Holders, also Cabinet Hardware of 
established reputation, makes for greater 
sales and profits. Our extensive stock of 
all popular numbers assures prompt service. 
Quantity production makes the Grammes 
prices right. 


You will be glad you asked for 
catalog and quotations. 


305 Union St., Allentown, Pa. 


New York Office—Fisk Building 
Are you handling Grammes Shoe Nails? If not 
let us submit you our interesting proposition. 
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Made Safe for 


Your Customers 


Concerning step ladders a dealer’s first thought 
should be the SAFETY of his customers. 


Our first thought is to make 
every step ladder so LIGHT 
it will be easy to handle 
and so STRONG it will be 
perfectly SAFE to use. 


Every 
Trade-Mark 


Super-Strong 


Step Ladder 


is trussed at the point of 
strain by a Patented Steel 
Step Support which rein- 
forces and holds each step 
secure. No _ nails. No 
slots. No grooves. Send 
for Catalog and Prices. 


The Superior Ladder Company 


516 East Madison St. (Lincoln Highway) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied line 
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1924 MODEL DOOR CHECK 


We Give an Absolute Two-Year Guarantee 
Covering This Check 


illustration shows with HOLDER ARM; can be supplied with 
REGULAR ARM. 
Operates RIGHT or LEFT-HAND doors without any change 
in the mechanism. 

Circular upon request 


THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 
NEW YORK OFFICE, 101 PARK AVE., N. Y. 








To push _ slow-turning, 
small volume lines, they 
must be displayed. 







Your average customer 
comes to your store for 
certain definite things. To 




















This is the book that 
will help you increase 
profits. It’s FREE. 
Ask for it today! 


W. C. HELLER & COMPANY 


supply these asked-for ar- 
ticles is good business, of 
course—but to sell other 
things the customer needs 
is real merchandising, and 
the customer will thank 
you for it! 


There is a little booklet “The 
Heller System of Larger 
Profits,” which will help you. 
A postal will do—but ask 
today! 


767 Bryant St., Montpelier, Ohio 
20 Vesey St., New York City 


i ee nn ee ne oe ee ee a a a ee a ee ee 











W. C. HELLER & CO., Montpelier, Ohio 29A 
Please send the new book. “The Heller System of Larger 
Profits.” 

NE 9660s KR Ld ee ds Sa Obes cee eb adtandebmeadeun 
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More Hardware | 
Stores Should 
Handle Refrigerators 





Many hardware dealers have built 
up a nice busines on the Challenge line. 


But there are still a good many | 
others who pass up these profits and | 
send their customers down the street to | 
a competitor when they want to buy 
refrigerators. 


Write to your jobber or to us about 
putting in the Challenge line. Do it 
now to be ready for the spring busi- 
ness. 








See our line in Hardware Buyers 
Guide and Directory. 


CHALLENGE REFRIGERATOR CO. 


Grand Haven, Michigan 
One of the oldest refrigerator manufacturers, 


making one of the best lines. 


ORR GE TL ST 








Are You Helping People 


to Steal in Your Store? 
(Continued from page 41) 

A ruse with which many smaller retailers have to 
contend is for the thief to require that a certain 
article on display in the window be taken out. If the 
store is a small one, the shoplifting is done while the 
dealer is fishing the article out of the window. 

There is no “shoplifting type’—unfortunately. In 
my experience, shoplifters seldom look like crooks. 
You cannot spot them as a rule. But you can go 
pretty far in determining their guilt after you have 
accused them. While the pilferer has plenty of nerve 
when he sets about a job, it usually breaks down when 
he is caught in the act. 

When a dealer is reasonably sure that he has caught 
a thief, he takes little chance in making an accusa- 
tion; that is, if he sets about it properly. 

It is a well known fact that some retail stores are 
known to the professional shoplifters as hard to work 
in, and they steer shy of such places. The dealer who 
has caught a few shoplifters in the act is apt to be 
on the alert. 

Thieves of this type seek out stores where careless- 
ness reigns, where goods are piled in disorder and 
where the proprietor seems to believe in the honesty 
of people generally. Or, they will seek the store where 
business is brisk and where people are constantly busy. 

I think I am safe in saying that you can enter 
half the stores in the hardware trade and with rea- 
sonable caution pilfer five dollars’ worth of stuff with- 
out being caught. That is, half your efforts will be 
easily successful. There seems to be an abiding faith 
in human honesty among a host of hardware retailers! 
Perhaps because they are so honest themselves. 

No protection is possible until the dealer comes to 
realize how many dishonest persons actually enter 
his store in the course of a week. This is the basis 
for all action to protect the business from pilfering, 
either by casual non-professional or by out-and-out 
crooks who work in pairs and study their ground. 


aut 








| The kleptomaniac often has something to be said in 


his favor, though not much; but the cold blooded pil- 
ferer who lives by it has nothing. 





The A. B. C. of Future Buying 


(Continued from page 54) 





nt CURRIED TAD EODa Tee 


tion of a retail dealer to buy goods from him, he 
makes this retail merchant agree to buy his profitable 
items as well as only staple goods. In other words, 
in New York City, a retail dealer cannot buy his 
patent medicines from a local jobber and then give 
a manufacturer his business on SPECIALTIES. No 
jobber in New York City will sell proprietary medi- 
cines unless that class of unprofitable business is 
sweetened up by purchases of enough SPECIALTIES 
to make the business profitable. Needless to say, 
there has been a very general stiffening up in prices. 

The above conditions exist today in New York 
City. They are actual conditions and not theories. 
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The retail drug trade in New York City did not know 
a good thing when they had it. They know it now. 
They even call on those jobbers who have retired 
from the business and beg them to come back into 
the wholesale drug business again. They say—‘“What 
wonderful service you gave us! We will never again 
have such service’—and the former jobbers reply— 
“Yes, yes, but my dear retail friend, you never paid 
for that service. Your exactions killed the goose 
that laid the golden egg.”” I have no axe to grind. It is. 
nothing to me, but just as an intellectual study, just 
as an analysis of a hand at bridge, I cannot, for the life 
of me, see where anyone can figure out how this 
hand-to-mouth buying of futures is economical. 





H. M. Finch, Super Salesman 


(Continued from page 46) 
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Both in appearance and meritorious perform- 
ance, the ARCADE No. 4 Crystal Coffee Mill 
is above the standard. _The Coffee Mill has 
come back to its place in the home kitchen, and 
the reason is that countless housewives are 
learning that “the fresher the grind, the better 
the coffee.” The No. 4 Crystal is a mill that 
any housewife will be proud to possess. Fur- 
nished in either black, blue or white enamel to 
harmonize with other kitchen furnishings. 


‘The neat appearance of the 
| No 3 Crystal Coffee Mill 
‘appeals to the most dis- 
‘criminating housewife. Air- 
‘tight glass canister, gradu- 
ated cup for receiving and 
measuring the ground coffee, 





and 


adjustable grinding 


outstanding 


your customers 


burrs are among its 


features. 


many 
Let 


actually 


grind the coffee and examine 
for themselves the distinc- 


tive 


things about this mill. 


Furnished in either 


blue, 


























Copyright 1926, New York Tribune, Inc. 
Courtesy New York Herald Tribune 


and the very essence of true gentility—a true southern 
gentleman. 

_As I reflect upon the passing of my old friend, there 
comes before my vision the immortal drawing by 
“Ding” and published in the New York Tribune at 
the time of the death of that great American, Theo- 
dore Roosevelt, “The Long, Long Trail.” Just as 
Roosevelt is shown preceded by a procession headed 
toward The Great Beyond of the pioneers of our 
country, and as he looks backward waving a farewell 
to those he is leaving behind, so do I see my old friend 
Finch starting on his last “trip,” this time into “new 
territory,” waving a farewell to the friends he loved 
and to whom his loyalty never wavered, and who, 
while mourning his loss, will cherish his memory and 


rejoice to have known him. 








_— or black enamel. 
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No. 3 Crystal 


The No. 25 Arcade includes 
all the advantages of an air- 
tight transpare nt hopper and 
glass receiving cup at a very 
reasonable price. A turn of 
the handle — ground coffee; 
coarse or pulverized as de- 
sired. 


No. 25 Arcade 


Ask us for catalog 


LAD 


PWRARE 
TOYS 
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“Now— 


is the time 


to push farm 


chain specialties 
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Halter 
- Chains 





The farmer is repairing equipment for 1926 


EL-WEL-TRA TRACES 


One of the best selling chain specialties to the 
farm trade. Electrically welded. Hardware 
dealers are displaying them with other ACCO 
Specialties and doubling their chain sales. 






Breast Chains 


Another very popular farm chain item and a 
good profit maker. Also a complete line of 
Elwel Breast Chains in single, double, or ta- 
pered chain. Ask your jobber about them. 


Tie-Out 
Chains 


Last for years—won’t rot. 
Lengths 20 to 50 feet. Ask 
for Tenso pattern, strong 
but light in weight. You 
—— should be able to sell 
— — scores—every farmer needs 


several. 











Acomplete line of harness chains 
and harness hardware, farm 
chain specialties—ACCO quality 


ARDWARE dealers supplying the farm 
trade can boost their chain profits these 
winter months by displaying the numerous 
ACCO Farm Chain Specialties every farmer 
needs. Don’t wait for requests for these items 
—remind your customers about them—feature 
them in your windows—on counters and other 
prominent places. 


There’s good profit in chain—and every time 
you sell chain instead of rope you make a bet- 
ter satisfied customer. The ACCO Line sup- 
plies chain in bulk or as specialties for every 
farm, home and industrial requirement. 


Check stock with your jobber’s salesman 


AMERICAN CHAIN COMPANY 


ncorpurate 
BRIDGEPORT, CONN. 
In Canada: DOMINION CHA'N Co., Limited 
Niagara Falls, Ontario 
District Sales Offices: 
Boston + Chicago + New York + Philadelphia 
Pitsburgh - San Francisco 


World’s Largest Manufacturers of Welded 
and Weldless Chains for ali Purposes 








“ACCO” CHAIN 


A style, a size, for every purpose 
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The suspicion in the customer’s mind 
that the sample may be specially pre- 
pared is overcome at once. .The stiff- 
ness and tensile strength of Jersey are 
unmediately proved. Showing Jersey 
in the roll makes up the customer’s 
mind, 


On this point one merchant writes us: 
“When a customer is shown the differ- 
ence between Jersey and the average 
grades of bronze cloth and is explain- 
ed the difference in the wearing qual- 
ity of your hand-drawn copper wire 
as against the bronze, he will readily 


Help Your Customer 
Make Up His Mind 


"PHERE is more selling punch in showing a 

customer the actual article he is going to use 
than in giving him any number of samples. That 
is why so many hardware merchants have adopted 
the plan of having their prospects examine Jersey 
Copper Insect Screen Cloth tn the roll. 


HARDWARE AGE 
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pay the small difference in cost.” 


The still greater national advertising 
campaign which we have planned for 
this year, coupled with a judicious 
use of sample cards, will bring many 
prospective customers into your store 
asking for Jersey Copper Screen 
Cloth. Showing them Jersey in the 
roll will clinch the deal. 


Lay in a stock of Jersey before it is 
too late and be prepared to get your 
share of the profits from this most 
widely advertised screen cloth in the 
market. 


THE New JERSEY WIRE CLOTH COMPANY 
628 South Broad Street | 


Trenton 


New Jersey 


All Grades of Wire Cloth Made of All Kinds of Wire 





JERSEY 
Copper Screen Cloth 


Made of Copper 99.8 % Pure 

























Order 
“Only Jersey” 





and Get It! 


Look for 


Sete a Bs ade: 
’ e eae 
Say ee 





this 
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A BALL BEARING 
CASTER 


Operation As Smooth 
As Glass 


Absolutely noiseless. Rolls along 
without the slightest friction. Will 
not scratch, rub or wear the most 
highly polished surface. Does not 
disturb rugs or floor covering. 
Moves readily and easily in any 
direction. 


During 1925, the demand for 
“ACME” Ball Bearing Casters 
doubled. This means that dealers 
are making quick sales with conse- 
quent profits. 





“Roll Along on Acmes’’ 


From your Jobber: send for Catalogue 


THE SCHATZ MFG. CO. 


Poughkeepsie, N. Y. 


AGENTS: 
J. C. McCarty & Co., 29 Murray St., New York City 
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KESTER 
Self FluxingS OLDER. 


Simple, Safeand Sure 
Requires Only Heat 


=... S 


KESTER Acid CoreSOLDER 
For general soldering and heavier electrical work. 
Self Fluxing—**Requires Only Heat.’’ Standard size 
No. 3 about 1/8 inch in diameter, runs about 30 feet 
r pound. Packed on 1, 5 and 10 pound spools, 
Epockel gauges also available. 
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Kester Metal Mender 
The Household Solder 
Here is the small package of Acid Core Solder. So sim- 
ple anybody can use it. Ten cans about 1/4 pound 
each are packed per carton. Ten cartons (100 cans) 
to the case lot. 





= = 





Kester Rosin Core Solder 
For very delicate electrical and radio work. Contains 
highest quality metals and rosin flux. Standard size 
about 3/32 inch in diameter, runs about 50 feet per 
pound. Packed on 1, 5 and 10 pounds Is and 18 
‘inch sticks in 5 pound boxes. Special gauges also 
available. . 


Rosin Core) 
Safe, Sure and Simple — approved by radio engineers. 
Harmless to the most delicate parts. Absolutely non- 
corrosive flux makes low-loss joints. Ten cans about 
1/4 pound each per carton. Ten cartons (100 cans) 
to the case lot. 


GENUINE SOLDER 


CHICAGO SOLDER COMPANY 
4205 Weighewood Avenue, Chicago, U.S.A. 


Originators and world’s largest 
manufacturers of Self Fluxing Solder 








Your Jobber Can Supply You 
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A Winning Combination 


This Combination Tumbler and Tooth Brush 
Holder is one of many patterns which have won 
favor with people of refinement who demand last- 
ing quality in modern bathroom fixtures. 


The distinctive design of this and other 


RINGCOBathroom Fixtures 


has created a universal demand for them. Besides being 
sure to attract favorable attention these beautifully 
Nickel Plated fixtures are equally sure to give permanent 
satisfaction, because made of Solid Brass which never 
rusts. 


Selection from more than 300 different designs for every 
bath room requirement is made convenient for dealers and 
customers through the latest RINGCE Catalog, which we 
will gladly send on request. : 


Leading Jobbers handle the RNINGCO Line. 


AMERICAN RING COMPANY 


Waterbury Connecticut 


Branch Offices: 
Boston—1!70 Summer St. New York—2 Hudson St. 
San Francisco—!1!16 New Montgomery St. 
Chicago—29 E. Madison St. 
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The “Customers” Who Send a Friend 


Some of those “Customers” we have been mentroning 
here week after week are getting into action. We under- 
stand they have been boosting “Perfect’’ Screen and Hard- 
ware cloth. All the neighbors are talking about its quality 
and fine appearance and passing it on to their friends. 


Avs sc. ; =“ , 
NIKO LI rE | It started some time ago when our Dealer Friends insured 
iat themselves against dissatisfied customers by selling better 


PULL FINTSE 
% ‘ 3 re 
weet ene W ire Cloth. 


| 
i] 
i] 
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And now all their efforts are being rewarded by repeat 
sales and new customers. 


If you are not meeting these folks ask your Jobber to 
tell you about “Perfect.” 


POU UML UU GULLIT 


LUDLOW-SAYLOR WIRE CO. 


Galvanized St. Louis, Mo. Painted 
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Oh) skilled crattsman- 
ship and a high ideal of 


uality makes possible 
the precise uniformity 
and superior finish of 


GRIFFIN Hinges 





PENNSYLVANIA 
“ Branch Offices__. 


shit i 45 WARREN ST. NEW YORK 
oe 74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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Jesus §=FULL LINEOF sumac 


IRON 
BRASS nity 


and BRONZE 
WOOD SCREWS 


FLAT, ROUND AND 
OVAL HEADS 


Feaiilaave Accurately Cut Threads 


Uniform Heads 


The Eagle Quality Line 


Night Latches Cabinet Locks 

Trunk Locks Store Door Sets 

Front Door Sets Padlocks 
Wood Screws 


eee 
~woaaa 











Eagle Lock Co. 
General Sales Office 
26 Warren St., New York 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 





REGim ye Bar OFF. 766 Hus Bar ore. 


114 Bedford Street, Boston, Mass. 
Works at Terryville, Connecticut 
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acts as a cushion. 


Stetson’s Combination Cushion Chair Tips 
are made from selected sole leather. The 
chair is able to move about freely without 
noise or scratching the floor. The felt washer 
This line is only one of our 
big sellers. Write for catalog. 
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on page 763. 


370 Atlantic Ave., Boston, Mass. 





Elastic Tip Co. 
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Better 


Machine Screws 
for the 
Hardware Trade 





HARVEY HUBBELL 
Nomoceron O) ‘com. v8. 


new vousn.6 om 
80 EAST 42 
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Are always in working order. They rep- 











Genuine Armstrong 


Stocks and Dies 


resent the utmost simplicity and efh- 
ciency in operation. 





All genuine Armstrong stocks and dies 
bear this trade-mark: 





<oee* 


Be Sure You Get the Genuine 


The Armstrong pane Co. 


Bridgeport, Conn. 








KLEIN@ 






Mathias 


Established 1857 


KLEI 
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& Sons 
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Bronze ana Copper 
FLY SCREEN CLOTH 


Spargo is real fly screen cloth that looks the 


part. 
And besides its attractive appearance, du- 
rability is woven into every square foot of it. 


Write for prices. 


Spargo Wire Co., Rome, N. Y. 


























@u-ve-co AUTO HARDWARE 
~<a Standard 


Lysure Vou Dysipess ‘1926 | | Equipment 


Sell Auto Hardware That Satisfies For many years the Coes 


a g ” RUNNING BOARD Steel-Handle Wrench has 
Cpveee MOULDING been the standard equipment 


of leading railroads, mining 
companies, machine shops 
and all places where an All- 
Steel Wrench is preferable to 


Equally practical and serviceable on wood or metal run- d-handl bh! 
ning boards. Always in big demand by garage and re- a wood-nandie wrencn. 
pair men. Stock up now ahead of the Spring season. 












pitas etiiaa 





It will serve every purpose 
where an extra strong wrench 


Twelve 6-ft. lengths sealed in cardboard 
is needed and give everlasting 


tubes with metal ends so you can stock 














them easily. satisfaction. 
SS) 7 All leading Jobbers sell Coes 
Phone Your Order also Wrenches. 
Jobber for Plated driv 
a Trial sitesidan | No. 100— No. 150— 
.: safe ff gst tat | || COES WRENCH CO. 
n , - metal run- 
nal a? ” — ning bends. mo boards. “a , , . 
—— In Business Since 1841 
Worcester Mass. 
OD) Selling Agents 
$ Auilo-VWelucie raul Co. 
J. ©. MeGCAmee & CO... cccecss 29 Murray Street, New York 
Manufacturers JOHN H. GRAHAM & CO..... 113 Chambers St., New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 


3319 Colerain Ave. CINCINNATI, OHIO 














tr Owyvr LINE of POULTRY SUPB 
Ee Sells easily - Stays sold 








Brooders The Royal Brooder Successfully Burns Soft Coal Qu Gc =e 
Incubators Handle the Royal Brooder this year and your trade will appreciate the NAS : | 
; Waterers service. The Royal Brooder is made with an extra large fire-pot with AW at oa fj ‘ 
straight sides. It will not clog and the fire holds perfectly even with soft NX ° Ve 
Feeders coal. Combustion is complete because of the large 5 inch smoke pipe and \\ Oe b/ 
N F Fo untains extra large combustion chamber at the top of the stove. 4 Riv. fh 
! on- reeze . The trade wants a brooder stove this year that will handle soft coal success- ‘ _f af a0 
Miscellaneous Supplies fully and the Royal will do it. 1 iA \ uPA) 


ROYAL MANUFACTURING CO. TOLEDO, OHIO ~g%& 
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INDISPENSABLE! 


Needed in the 





AN WORKSHOP 
IDEAL BENCH LAUNDRY 
» and 
for use in GARAGE 
connection with an 
ELECTRIC Made of Hardwood 


WASHING MACHINE 


LOVELL’S FOLDING HANDY WASHER BENCH 


Varnished 





18 inches wide—51 inches long. ie = Sates > 14 denen ag Fo per 
LOVELL MANUFACTURING CO. " - Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World 














DROP FORGED WELDLESS For 1926 Tool Profits— 


CRECOITE 


en CRE-CO-ITE) 





EYE BOLTS 


ROLLED THREAD 
GALVANIZED OR PLAIN 


CRECOITE 
“pion ny, WS 


Y,” Diam. with Eye ‘4, Inside 









Fay 
Ye” rT) we : ee 1% 

% OW is the time to 
1” ee anticipate your re- 
quirements for spring in 

ry “n of MARION There’s a complete line of 

‘ bk Shi orged tools— CRE-CO-ITE hatchets, ham- 

Quic ipment Hedge Shears mers, camp axe, men’s and 

Grass Shears nny —_ og gaye Shoes 

an unting Knives. All pro- 

e Sheep Shears vide wonderful service at a 

Oliver Iron and Steel Corp. Mule Shears moderate price, hence easy for 

Grass Hooks every dealer to sell. 


1001 Muriel St. 
PITTSBURGH, PA. 


ESTABLISHED 1863 


Ask your jobber or write for Catalog H 


MARION TOOL WORKS, INC. 
Marion, Indiana 




















Growing demand for 


W. ROSE Teele 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., ""?:. 


Selling Agents 


Wiebusch & Hilger, Ltd. 


No. 1111—6 inches Wide Heel Cut Back New York 
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Northland Skis 


are worthy and _ reliable 
enough to be the choice of 


90% of America’s ski jump- 
ing champions. 
Their popularity makes 


them fast sellers. 


NORTHLAND SKI MFG. CO. 


World's Largest Ski Manufacturers 


22 Merriam Park St. Paul, Minn. 
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and Bell Toys 


For 
HARDWARE, SADDLERY 
and TOY TRADE 


Also for the manufacturers of 
Electrical Bells, Telephones, 
Clocks, Recorders, Registers, 
Typewriters, etc., etc. Special 
sizes made to order. 


The N. N. HILL BRASS CO. 
East Hampton, Conn. 


Bells 














After the Holidays Will You 
Be Prepared 


To print display cards, price tickets, and streamers, 
and make a quick turnover of your last year’s stock? 


If not, order a NATIONAL SHOW CARD WRITER 
today and let your clerk convince you that more at- 
tractive show cards and price tickets will sell more 
merchandise. 

Further particulars sent upon request. 


NATIONAL SIGN STENCIL CO. 


1602 University Avenue 
Saint Paul, Minnesota 





Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Il. 

















__ PAINE STOVE BOLTS 











As Good as the Best 


~ One hundred bolts and nuts 
in a strong, substantial box. 


In bulk if you wish. 
Prompt deliveries. 
Sold to jobbers only. 


Samples and discounts on request. 
No charge. 





















THE PAINE COMPANY 











2949 Carroll Avenue, Chicago, IIl. 
33 Warren Street, New York, N. Y. 








The LOWELL 
Clothes Line Reel 


An article of daily useful- 
ness in every home. 36 feet 
of strong braided’ cord 
wound on a reel encased in dust 
proof metal drum. A simple rachet 
wheel locked by a pawl regulates 
the length of line. Line winds up 
out of sight when not in use. 

The Green Reel—for cellar, attic, or porch. The White 
Reet—for bathroom, kitchen, or nursery. Your customers know 
the Lowell Reel because of its national advertising. Satisfy 


them by selling the Lowell Reels. 
THEY MOVE FAST—Order from your jobber—to avoid dis- 
appointment insist on the Lowell Reel or write us direct 


for prices. 
THE HOGE MFG. CO., Ine. 
215 FULTON STREET NEW YORK, N. Y. 




















pa W Ice Too Tool: S| 


' bess \ 


) LASTS bes 
LONGER 


Made in all types for every ice harvest- 
ing and handling requirement. 
Write for price list and discount sheet. 


GIFFORD-WOOD CO. 
7 Hill St., Hudson, N. Y. 
New York Chicago Boston Pittsburgh 


: iN wen Pie 
! 


i a ( | 


>. ¢ 





rd Neighbors Tell Neighbors \ 


about the extra wear and extra 
comfort they get from 





~~. TRADE MARK HEG. 


Half Soles—Heels—Strips 


Sales follow naturally. Black 

or tan for men, women and 

7 Outwear best leather 
to 1. 


(See page advt. next week) 


Panco Co., Chelsea, Mass. 
“a 
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WOMEN 
WANT ’EM 








Women are quick to appreciate the 
satisfaction in having clean, pure, 
delicious, wholesome Ice Cream, 
made at home, under their own 
supervision, in our easy running, 
quick freezers. They take very 
little ice and salt and freeze so 
quickly, it’s really no trouble at all. 


They sell on a 35 year reputation and they stay sold. 
permanent profits for you. 


The Blizzard is simpler in c¢ 
as well as either the Lightning or Gem and should be 


either style to satisfy the demand. 


Better get in touch with your jobber early. Be sure ae 


oa in your oueer. or write for these direct to us. TH 
FOR THE ASKING 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 





onstruction and a trifle cheaper, but sells 


BETTER 
STOCK °’EM 


This means 
ordered with 


include sales 
ARE FREE 














Belt Punches 


i quality. 








Spring Punches Revolving Punches 


ak. og pus Bod :' - the a Trade. Alse: Leather 
orkers’, mmers’ a pholsterers’ and umbers’ Tools of superior 
“Th J 
e Line 


The above tools will please your customers, as well as our famous Round 
1 Punches. 


Arch Rnthies 





It takes steam to make 


and Ova 
Remember we have had 99 years’ of successful manufacturing experience, materials to keep tools moving 
employ only skilled workmen and use the finest quality of materiais in We've built ‘‘Go’’ as well as Quality into the complete line of ‘‘Threadwell’’ 
making our products Tools. Get the Catalog 
neg stand back of every tool we make. Try us. Write for Catalog The THREADWELL TOOL CO., Greenfield, Mass. 
- wea 
Cc. S. OSBORNE & CO., NEWARK, N. J New York City Philadelphia Chicag Cleveland San Francisco 
396 Broadway 809 Harrison 300 Wrigley 135 ‘St. Clair 604 Mission St. 
ESTABLISHED 1826 Bldg. Bldg. Ave. N.E 








Screw Plate Sets 


That Keeps Moving” 


the engine ‘‘Go’’ and it takes more than good 














“Torrid” Tinners 
Furnaces are built, 
tested and inspected 


(Patented April 21, 1925) 








with as much care 


<n. Cates KEYSTONE AUTO “SOC-KIT” 


engine. They are the 


authoritative stand- Seven different size sockets, socket screw driver and 
8 in. hex. steel handle—all in neat pressed case of 
heavy gauge nickel plated steel. Ready seller to auto 
mechanicseand car owners. 


ard of quality. 


GEO. W. DIENER “Keystone 


MFG. CO. The Keystone Manufacturing Co. 


CHICAGO 


Makers of Fine Blow 
Torches and Fire Pots New York 








Sales Representatives—Surpless, Dunn & 


quality.” Write for Discounts. 


Buffalo, N. Y. 


o. 
Chicago 




















The Sateen & Young 


Scientific — Accurate — Practical 


Jobber. 
The Moisture Guide Co. 





Attachments otemee _for all turning trays. 217 E. Olive Ac. Springfield , Mo. 


Incubator Moisture Guide 


Solves the Moisture Problem in incubation. 
Is NOT a Hygrometer—BUT Records Evapo- 
ration. Approved by Agricultural Colleges, 
Experiment Stations and Thousands of Satis- 
fied Users. Selling for the first time through 
the Regular Trade. Wide Demand exists 
wherever Incubators are used. Ask Your 
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FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other bits, > gene oe its Circular Rim instead of its center, 
arc of a circle and can grain or or knots, leaving a true polished surface. It 


be guided in any direction regardless of 








THE PROGRESSIVE MFG. CO. - 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


expeditious than 
boxes, fine and delicate patterns, veneers, screen 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


uently it em Sas aay any 
chisel, gouge, scroll-saw, or lathe tool combined for core- 


TORRINGTON, CONN., U. Ss. A. 











MYERS CUSHION 


wa RE 
a Insure perfect shelf a for any line of merchandise. 




















tread steps, proper with convenient full 


length handholds on a ates of ladder permit mounting 














or descending with ease. Both hands free to remove or 

replace stock without danger of falling. Cushioned Tired 

Trolley and Truck Wheels eliminate noise and prevent 

vibration. Erection as simple as A, B, C. Utilize 

small space. Make top shelves safely available 

for stock purposes. One style--neat of af 

design--nicely finished--any AND 
’ 


@ Lal aS me oH 10. 








i — com | 


— 








BURNLEY 


The Soldering 
Paste that has 
satisfied cus- 
tomers for over 


23 years. 
Sample free. 


BURNLEY BATTERY & MFG. CO. 


NORTH EAST, PENN. 

















Turner dealers everywhere ‘‘cashed in’’ last year and the Turner Line 
promises even bigger success for the next twelve months. TIE UP WITH 
TURNER IN 1926. Get your share of profits. WRITE TODAY! 





TURNER wec.co. 
Dept. E, 


(B) TIMING UNIT Kokomo, Ind. 








the all ’round Sharpener! 


Knife, scissors, sickle, anything, “Shar- 
pit’? will keen-edge double-quick. It’s a 
wizard seller—low priced and good profit 
, maker. Send our special offer! 


DAZEY CHURN 4 
G. CO. 






for 





MF 
4301 Warne Ave. 
St. Louis, Mo. 














THE INFLUENCE OF MILLIONS 


of attractive advertisements yearly which create demand for Lorain 
Oil Burner Cook Stoves should mean greater profit for you. Get 
acquainted with the supremely good 1926 Lorain Burner. Oonsiider 
the sales continually made by satisfied users and the wonderful 
reputation of the manufacturer. Only by selling Oil Cook Stoves 
equipped with the Lorain High Speed Burner can you share these 


profits 


AMERICAN STOVE COMPANY St. Louis, Mo. 








The New Design @ 
Sy WHITE MOUNTAIN 


Triple Motion Freezer 
Backed bya half century of success 


THE WHITE MOUNTAIN FREEZER CO. Inc. 


NASHUA, NEW HAMPSHIRE 

















Waste — Mops — Wicking 
Cleaning Cloths 
Caulking Cotton — Chemical Cotton 
Send for samples and prices 


MASSASOIT MANUFACTURING ye 
Fall River, Mass. U. 8. A. 





Broadway 





New York Office - > - 350 
189 “West Madison St. | 














58 YEARS AGO 
in Od a, i 


PRIEST’S CLIPPERS 


need no introduction. 
They sell on their cutting 
quality. 
American Shearer Mfg. Company 
Nashua, N. H. 














BROWN & SHARPE [TOOLS 


lak awe Years [| Cre Has Been N 
for Brown & Sharpe Quality 


Substitut 
Seuid for Sov all Te ol Catalog eee 
BROWN & SHARPE MFG. CoO. 
WIDENCE, RoI he ae 





* 


to handle. 





SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? Give detaile—insert your ad in the “Classified 
Opportunities Section” of this paper and you'll be reasonably sure to find a 
reliable salesman to represent you. 
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NORCROSS 
Garden and Lawn Tools 


Have earned a reputation for dependable Quality 

and Sefvice. The Hand Cultivator—in three 

sizes, meets practically every requirement in 
rden and flower cultivation. 

r new ‘‘OUT-U-KUM”’ Weed Puller is some- 
thing new and novel in the weed puller field. 
It gets not only the top of the weed, but the 
entire root. Especially effective in Dandelions. 

ndsomely finished, moderately priced—it ig 
an excellent proposition for hard- 
ware dealers. Put up % dozen in 
an attractive Display Carton which 
virtually sells it. Order from your 
jobber, a trial carton by P. Post, 
(Wt. 11 Ibs.) or write us. 
















The No. 32 Torch is the Best 
CON SIA Single Needle Torch Made. Every 
ci " "Bip, User knows that statement is true. Do 

ime ©° you know there must be THREE cor- 

» Now 32 rectly designed and accurately made 
DE TRON Mich USA parts in a perfect torch and what they 

“ae ' aref All this is explained in circular 
No. 135T. It’s free and gives infor- 
mation worth dollars to Users. Jobbers 
supply C. & L. Tools at Factory Prices. 


$2 Torch Clayton & Lambert Mfg. Co. 


No. 
ASK FOR LATEST 
PRICE 6275 Beubien St., DETROIT, MICH. 


Manufactured only by 


C. S. NORCROSS & SONS, 
BUSHNELL, ILL., U. S. A. 




















A 





HACK SAW BLADES MACHINES 


TRADE-MARK 


SAMSON CORDAGE WORKS 
BOSTON, MASS. 


39 
“REDUCE YOUR COSTS SYN} 5s Ot O10) 330, 


Samples furnished for seamed SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Write for catalog and prices. Clothes Lines, Masons’ Lines, Shade Cord 
Sold by Jobbers. Awning Line, Dumb Waiter Rope, etc. 





Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 





DIAMOND SAW & STAMPING WORKS 
BUFFALO, N. Y. 














More and quicker sales of 
PENNSYLVANIA Quality . 
Lawn Mowers follow the use 
of our Dealers’ Outfit of 
sales helps. New outfit free 
on request. 


PENNSYLVANIA 


LAWN MOWER WORKS 
1615 N. 23rd St. Philadelphia, Pa. 


American Steel & Wire 


Chicago, New York, Boston, 
Denver, Birmingham, Dallas. 
U. 8S. Steel Products Co. 
San Francisco, Los Angeles, 
Portland, Seattle. 
BARBED: Elwood Glidden, Am. Glidden, Am. Special, 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galv’d Nails. 
ZINC INSULATED FENCES: American, Royal, Anthony, 
National, U. S., Banner. Steel Gates. 
BANNER (formerly Arrow) STEEL POSTS. 
CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 
TELEPHONE WIRE. 
WIRE for every purpose. . 


Quick Delivery. Write us for selling plans. 























LAWN MOWERS 


| ook for dite full name 


Russell Jennings 


stamped on the round of our 













ALLEN Safety Set Screws 


e * 30% Extra Strength over broached hollow screws 
%> —the only other kind made. By a patented 
° process we increase the density of the steel 
around the socket-holes, so that even the smaller 
u g e r | S sizes will stand all the strain the best made 
wrench can apply. The Allen process makes 
co Lee deep, perfectly-formed socket-holes—no "> in 
The Mataery ralelsieyis twist auger bit, Patt rite d by the bottom. The entire length of the AL N ie 
. . : Orr utilized either for solid meta] at the point, or depth of socket 
Mr. Russell Jennings in 185) for the wrench. All sizes in stock from % in. to 1% in.; 
any length, point or thread. Also Socket-Head Cap 
° a | ap sao -— Socket Bsa Sets. Dealers: 
Write for catalogue and sales proposition. 
Russell Jennings Mfg. Co. eu 
Chester, Conn. 


The ALLEN MFG. CO.Hartrorp, Conn: 




















paar. 4 
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Classified Advertising Rates 
Opportunity Exchange Section 





Use the “Opportunity Exchange Section’? to reach Hardware Manufacturers, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail] Salesmen. 
BOXED DISPLAY RATES 


oo Se , .. 6.6 ck 60-0 6s owed $5.00 
Each additional 50 words or less. 4.00 


Positions Wanted Advertisements 
50% off the above rates 





Address your advertisements and replies to 
Hardware Age, Classified Oppor- 








Allow Seven Words for Keyed Address 





Set Solid, Minimum 50 words..... $3.00 
Each additional word.......... -06 Discounts for Classified Advertising York City 
All Capitals, Minimum 50 words... 4.00 4 insertions, 10% off; 8 insertions, 15% 
am ' j , HARDWARE AGE is published each Thursday 
Each additional word.......... .08 off ene close Ten Dege previous te date of 


Remittance Must Accompany Order 


tunities, 239 West 39th St., New 








publication 











BUSINESS OPPORTUNITIES 


HELP WANTED 











Wanted Large Mercantile 
Business 


A client of ours owning what is recognized as the finest 
apartment hotel in this country wishes to exchange it for 
{ large going business. 

Hotel, wonderfully located in Chicago’s best residential 
} district, is held at three million dollars and is subject 
only to a first mortgage of one million five hundred thou- 
sand. 

Our client will add cash if necessary or take back mort- 
gage to suit deal. 

Full particulars on request and inquiries held strictly 


confidential. 


: E. B. WOOLF & COMPANY 
11 S. LA SALLE ST., CHICAGO 

















HARDWARE STORE, WARREN FIXTURES, ESTABLISHED 30 
years, upper West Side New York City; $25,000; 10 year lease; terms 
arranged. Address Box G-907, care of HAarpware Ace, New York 





WILL PURCHASE SMALL MANUFACTURING BUSINESS making 
staple article sold to hardware trade. Address Box G-916, care of Ilarp- 
ware AcE, New York. 





HELP WANTED 





WANTED—A-1 SALESMAN, COVERING ANY OR ALL OF THE 
FOLLOWING STATES: OHIO, INDIANA, MICHIGAN, MISSOURI, 
MINNESOTA, WISCONSIN, IOWA, NEBRASKA, NORTH DAKOLA, 
SOUTH DAKOTA. On commission basis, to sell an old established line 
(well and favorably known) of hardware to first class retail hardware trade, 
as well as department stores in towns or cities of population 10,000 or over. 
Reply advising lines now carrying, experience, etc. Address Box G-906, 
care of Harpware Ace, New York. 





SALESMAN WANTED BY MANUFACTURER AND JOBBER 
SELLING to hardware and lumber trade in upper New York City and 
Mount Vernon. One residing in this location and with car preterred. 
Excellent opportunity for one not afraid of hard work. State age, ex 
perience and salary expected. Address Box G-927, car of Harpware AcgE, 
New York City. 








WANTED—BY WELL KNOWN MANUFACTURER of builders’ 
hardware, salesman to cover New England and make Boston headquarters. 
One who has acquaintance among architects and familiar with plans and 
specifications desired. Give age, experience and references. Address Box 
(;-910, car of Harpware Acre, New York. 











SALESMAN FOR NEW YORK CITY and environs by established 
manufacturer, to call on hardware, drug sundry and commercial stationery 
trade. State age, religion, business experience in full. Address Box G-928, 
care of Harpware Acre, New York City. 





HARDWARE CATALOGUE COMPILERS—Only those with a thor- 
ough knowledge of hardware considered. Address Box G-925, care of 
Harpware Ace, New York City. 


ee 


WANTBD—LIVE WIRE SIDE-LINE SALESMAN, who will work, 


: calling on retail hardware and drug trade, to represent large clock house, 


also Ingersoll Watches, on a commission basis, tor Southern States, New 
York and Pennsylvania. Name territory. High grade references required. 
Give full particulars in tirst letter. INTERNATIONAL CLOCK & 


WATCH CO., 93 Federal St., Boston, Mass. 


ee 





WE ARE ANXIOUS TO SECURE the services of two competent build- 
ers’ hardware men. Muse be sober and industrious. State age and refer- 
ences; also whether married or single. Must be able to take off plans and 
make up schedules. (ood salaries for right parties. Address Box G-911, 


care of HArpware Ace, New York. 











WANTED—EXPERIENCED BUILDERS’ HARDWARE MAN for 
position with a firm located near Chicago. Must be capable of estimating 


| all jobs. References required. Good permanent and responsible position 

















for the right man. Address Box G-914, care of ITarpware Ace, New York. 








ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. (Good commission, also full commission on 
repeat orders. Give experience and territory fully in tirst letter. Address 
Box G-852, care of Harpware Ace, New York. 





SALESMAN WANTED TO CALL on retail hardware stores in Metro- 
politan District. WEINSTEIN & LEVINE, INC., 86 Warren Street, 
New York City. 











HUSTLING*SALESMEN wanted to sell on liberal commission basis 
our popular line of labor saving Magic Weeder Hoes to hardware trade. 


REICHARD MFG. CO., Bangor, Me. 





HARDWARE MAN—GOOD OPPORTUNITY for well posted man 
with good education. For catalog work. Address Box G-924, care of 
}iarDWARE AcE, New York City. 








POSITIONS WANTED 





— 


! I WOULD LIKE TO REPRESENT 


a manufacturing concern who sells the retail hardware trade or 
jobbers. Have had over fourteen years successful selling to this 
trade for a large varnish concern. Also have a large acquaintance 
in New Jersey and LEastern Pennsylvania. Best of references. 

Address Box G-924, care of HARDWARE AGE, New York. ) 


SALES MANAGER— I CAN SHOW A LONG successul record with 
two nationally known organizations; have made only two changes in twenty- 
five years; both were voluntary; have wide acquaintance from Atlantic to 
Pacific coast and good standing with steel and hardware trade. I am 
seeking connection with responsible company having Eastern headquarters, 
preferably in or near New York City. Only high class coniection will be 
considered. Address Box G-902, care of Harpware Ace, New York. 




















SALESMAN—YOUNG MAN WITH OVER TEN YEARS’ EXPE. 
RIENCE in all lines of the hardware business, desires to travel for a 
reliable hardware manufacturer or jobber; will start in with a salary of 
$100 per month. Can also give the best of references as to character and 
ability. Address Box G-929, care of Harpware Acer, New York. 





POSITION WANTED—RETAIL HARDWARE SALESMAN with 
fifteen years’ experience wishes position, either on road or inside, where 
there is chance for promotion; in South Carolina, North Carolina or 
Georgia. Capable taking full charge any ordinary store, except book- 
keeping. Address P. O. Box 213, Batesburg, S. C. 





ADVERTISING MANAGER WANTS POSITION with large manu- 
facturer oe national business. Eleven years in advertising and sales 
promoiton of hardware and allied lines. Knows problems of manufacturer, 
wholesaler and retailer. Efficient and practical. Splendid record. Age 31. 
Married. Address Box G-926, care of Harpware Ace, New York City. 
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POSITIONS WANTED 


MANAGER OR SUP ERINTENDENT mechanical executive experi- 
enced from tool and diemaker to and including manager; training covers 
organizing, equipping economically, and manufacturing high quality product 
at low cost; estimating and sales; broad experience, investigation welcomed; 
correspondence held confidential. Address Box G-930, care of HarDWARE 
Ace, New York City. 











WANTED—BY A CAPABLE HARDWARE MAN 44 years old, single, 
position as traveling salesman, or outside salesman in big city, for manu- 
facturer of most any hardware, paint or kindred line or for big builders’ 
supply house, jobber. At got working inside. Address Box G-919, 
care of Harpware Ace, New York. 








SALES ACCOUNTS WANTED 


EXPERIENCED AND SUCCESSFUL HARDWARE MAN, 40 years 
of age, connected with one of best hardware jobbers in Middle West for 





24 years, would like to secure number of high grade lines to present 
to hardware, drug and department stores in Kansas, Oklahoma and 
Arkansas. Connections effective April or May, 1926. Record of 20 years’ 


valuable background and 
given. Address Box 


Details of 
gl: idly 


successful selling in this territory. 
sales experience for your products will be 
G-888, care of HARDWARE AGE Ne WwW York. 


MANUFACTURER’S AGENT. co: ering teeritaree from New York State 
to Salina, Kansas, and Louisville, Ky., to Duluth, calling on hardware 
jobbers, machinists’ supply houses, wholesale grocers, etc., has place for 
one good line on commission basis. Same must have prospects of volume 
oe business. Address Box G-920, care of HARDWARE AGE, New 

Ork. 








ESTABLISHED CHICAGO MANUFACTURER’S REPRESENTA.- 
TIVE with high grade clientele in States of Illinois, Iowa, Minnesota, Wis- 
consin, Missouri, calling on the larger electrical, hardware, radio, plumbing 
jobbers, and department stores, desires one or two live additional lines. 

aintains office and telephone connection in Chicago loop district. Address 
Box G-909, care of Harpware Ace, New York. 








Are You Looking for 
REAL Sales Representatives? 


The Classified Opportunities Section of Hardware 
Age is read every week by the kind of men you 
want to get in touch with. 


It costs little to tell them your story. 














SALES ACCOUNTS WANTED 




















SALES ACCOUNTS WAN TED—EXPERIENCED BUILDERS’ yar 
ware salesman and executive desires representation of a tew reliable manu- 
tacturers of non-competing lines for New York City and adjoining territory. 
Can develop export sales. Drawing account and commissions for exclusive 
representation or commission basis only. Address Box G-923, care ot 
IIARDWARE AGE, New York City. 

SALES ACCOUNT WANTED—MANUF ACTU RERS’ REPRESEN- 
TATIVE with New York office and established trade c¢ <i upon whole- 
sale hardware, housefurnishing, automobile, radio, exporters and 5 and 10 
cent store syndicates, desires correspondence from reliable manutacturer 
of hardware or kindred lines on commission basis tor New York City 
territory. Address Box G-842, care of HAxrpWARE AGr, New York City. 





SALES REPRESENTATIVES WANTED 


NATIONALLY KNOWN EASTERN M ANUFACTURER of glass 
door knob sets and garden hose nozzles as well as many other hardware 
— desires representation in the following states: Alabama, Arkansas, 

olorado, Delaware, District of Columbia, Florida, Georgia, Idaho, Indiana, 
oer Kansas, Kentucky, Louisiana, Maine, Michigan, Minnesota, Missouri, 
Montana, Nebraska, Nevada, New Hampshire, New Mexico, North Carolina, 


——— 





North Dakota, Oklahoma, Oregon, South Carolina, South Dakota, Tennes- 
see, Texas, Utah, Vermont, Virginia, Washington, West Virginia, Wiscon- 
sin, Wyoming, Canada, Alaska and Mexico. Give particulars, Address 
Box G-932, care of Harpware AGE, New York. 





MANUFACTURERS’ AGENTS OR SALESMEN WANTED to repre- 
sent us in different parts of the United States and Canada to sell high grade 
iine of tools. Splendid propositions for the right men. Will only consider 
experienced hardware or mill supplies salesmen. State fully your selling 
experience and territory you cover. Address Box G-9035, care of !!ARDWARE 
Acre, New Yor 





REPRESENTATIVES WANTED TO HANDLE the newest thing out 
in glass; a Bent Glass Towel Bar. Can be carried as a side line by sales- 
men calling on buyers of bathroom fixtures and housefurnishing wares. 
Exclusive territory available to big producers. Address Box (1-933, care 
of Harpware Ace, New York. 


WANTED—SALESMAN SELLING HARDWARE jobbing or large 
retail trade to handle an excellent line of hickory handles on commission 
as a side line. R. J. WITHERELL LUMBER COMPANY, 343 South 
Dearborn St., Chicago, III. 


WANTED AGENTS WITH AN ESTABLISHED ROUTE in New 
York State to sell to the trade our paints as a side line. Paints highest 
quality and fully guaranteed. Address Box G-931, care of Harpware Ace, 
New York City. 














MANUFACTURERS’ AGENTS ON A COMMISSION BASIS for 
manufacturer of hand tools and hardware specialties in all or some southern 
States. Address Box G-922, care of Harpware AcE, New York City. 














The Improved 
Featherweight Ice Creeper 
Size No. 3 will fit lumber- 
man’s boot or man’s over- 
shoe. No. 2 fits ladies’ 
shoe or overshoe. No. 1 fits cuban 
heels. Retail at 50 cents per pair. 
ORDER FROM YOUR JOBBER 


Churchill Mfg. Co., Inc., 287 Thorndike St., Lowell, Mass- 





~ 








American Can 


American Can Company 


Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 
Co 





Syracuse, New York 


























Scrawses PVA 
ae 


“They Have a 
Bull Dog-Grip” 


Manufactured b 
U. S. Clothes Pin ee Montpelier, Ve. 


Sales 
| 1015 Union Bank sian Pittsburgh, Pa. 





EOP ALS AEE WANE i rn aor LR 





J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=RIVETS= 


SCYTHES 


and 
Seythes sinee 1912. Axes since 1880. 


RIXFORD i8:Sieaceve. 


AXES 











CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 





ELEVATORS 
DUMBWAITERS 


Write for ow catalog 
Energy Elevator Co. 
a... New St. Philade!phia 








Tools for Stone-Working 


Send for our Catalogue—FREE 
TROW & HOLDEN CO. 


Barre Vermont 


Easily first in the manufacture of 














YERDON CAST 
BRASS HOSE BANDS 
give, JUST THE SERVICE 


you want Hose Bands for 
on All Hose Connections. 
A trial will convince. 


WILLIAM YERDON, Bex 102, Fort Plain, N. Y. 








EYELET TOOL CO. 


Manufacturers of Punches and Sets (Hand 
Drive and Foot Power) for Leather, Cloth and 
Metal, Punch Tubes, Punches and Dies. All 
kinds and sizes made tv order. Write jobber. 
Booklets free. Established 1858. 


190 Dorchester Ave., Boston, Mass. 























Ot a ee TO we at 


A ee ee en 


CN, A A ARNE. NN, Atel tthe nel tne 





Brrr ceee ye a — — 
Ran 6 en i at eae tac Nd dade oe co stestecn +. 





116 





HARDWARE AGE 


INDEX TO ADVERTISERS 





January 14, 1926 








THE ADVERTISERS INDEX is published as a convenience and not as a part of the advertising contract. 


Every care will be taken to index correctly. 














No allowance will be made for errors or failure to insert. 
A OE SS Oe ae 4 Peabody & Company, H. W............. 85-86 
Abbey & Imbric a Fowler & Union Horse Nail Co......... 117 Penn. Lawn Mower Works............... 113 
peti Annies o. ECENPRE SERS ERESY OEY RS a Perfection Stove Co., Inc................ 67 
Alien Mie. Ce E SROORAET CES EH RES ER ESS pen Peters Cartridge Co. ............+00+s00: 22 
Ries ihe tata nailed thao G Pester, Ee, Th. Be oc cccccccvcccccsscves 97 
PE GE vccvsdcosescusscqessecs 110 Progressive Mfg. Co. ............e.000:- 112 
Aluminum Goods Mfg. Co.............. 16-17 Gendron Wheel Co. ...............0005+ 1 
I GD ES. vo cwecsecccncesseseses 115 Gilerd-Weood Coe on onocccccccccccccccces 110 
American Chain Co. ................-++. a i. eon 8-9 
American Enameled Products Co......... 95 Grammes & Sons, Inc., L. F.............. 99 R 
American Fork & Hoe Co................ 23 : j 
ean ates oo A — See 2 ke ee us 
American National Co. ................. 26 Remington Arms Co., Inc............... ed 
American Radiator Co. ................ 28-29 Richards-Wilcox Mfg. Co.............-.-- 63 
SE ES. one csestcccececéecsess 105 H Rixford Mfg. Co. ...........--++--eeeees 115 
American Saw & Mfg. Co............... 117 Rixson Co., Oscar C.........cccccccvccee 99 
I FE. vceickweduecscneses 33 Hart & Cooley Co., The..............ss- 27 Robertson, Arthur R. .............+++++: 117 
American Shearer Mfg. Co.............. 112 ey Cs Olin cs cnn ccuevenseesees 99 Rese EERE. Ca, PEON. ....-.-.+000rs00s0s = 
American Steel & Wire Co.............. a | eeneee a Ee re Sets eeeerersseters os 
GE EE. ktecedcnccecusasoons 112 I ee cewuans 110 EE Ts NS. wa vieccsecccscouncesenese 108 
American Window Glass Co............. 91 SE re Dae ea 6 Russell, Burdsall & Ward Bolt & Nut Co. 30 
Apex Glectste Bilge. Co..........00..008 75 Hubbell, Inc., Harvey .................. 107 
0. ec eeen eee euecneeen 101 
Armstrong Bros. Tool Co............... 117 
rr: Ce co cceesckmesoaeed 107 I | S 
Atkins & Co., E. C...........-.....05-. 36 | a 113 
Se So eivwsseceseecess 108 Indiana Steel « Wire Co........ errr eT 7 | Beets Wits, Commies ......2.....cccccss 104 
International Silver Co. ................. 2 | SeteeMern Co. War. ...<.occcccccsccs 32 
B | Shakespeare Co. .........cccccccecceces 21 
| a Me cdcgstapustibeoeceseeeees 108 
etione One a 69 J | Standard Crayon Mfg. Co............... 115 
PE G. wkcxckedenicsaceckaadeepeas 73 zz OO errr 97 
Beckwith Coc, The ooo ooo ccc cc ccccccce 71 Jennings Mfg. Co., Russell............... 113 | Sterling Wheelbarrow Co. ............. 117 
DP Ce. Li ticcecteensdcanensdeenet 112 | Stewart Iron Works Company........... 117 
i nr ae... Ls ececdstewanecsen 19-20 es Ss, Gd bn conn dh oedec cee bebes 117 
TE GS. cc cs wescccenedsocedua 91 K ee Te I, ivan eeckscnenecscns 99 
Bridgeport Screw Co. .................. 95 Syracuse Stamping Co., The............. 115 
e.g. ccccccussancceseve 5 I ey Ge ccc encescscnsccvnces 111 
Brown & Sharpe Mfg. Co............... 112 | er Ti noc cg tenesesseesduuces 107 
Buffalo Wire Works Co., Inc.....:...... 117 
eee GS GE... ccccnccosecsesvesceos 89 T 
Burnley Battery & Mfg. Co.............. 112 s Tayler Co., Inc., Frank F.............0- 26 
I eer 109 Thomson Mfg. Co., Judson L............. 116 
Cc Ladlow-Bayler Wire Ce. ................. 105 Threadwell Tool Co., The...............- lil 
Teoow G@ BebBem Ce. .cccccccesccsecccces 115 
PPC TEEPE ETT TEE ETT 81 Tubular Rivet & Stud Co..............+... 93 
ey Se CN cc coceseccoonves 118 M a ge 112 
Challenge Refrigerator Co. ............. 100 
nae seme _— CO... seers eeeeeeee hes McKinney Mfg. Company ............... 38 
Churchill Mf Ce Re ee ear — eS ED SS edb oncccncceucsee 109 U 
cmmn a Saeeas coon. FSA ePoseeseses ie Massasoit Mfg. Co. ............-..20000 112 
Sean Cini Co. ee : — Metalcraft Corp. TTTTT TTT TTT 26 Union Hardware Co. ......:....ccccccees 13 
Setnaiiien, teens eae ls os SY GE Go ca ccedecccsencceecs 111 U. S. Chain & Forging ita eet 119 
Connecticut Valley Mfg. Co.............. 117 ee eee We tery e+ eoneevs =~ Po ED ER Ben occssecseonssenes _ 
Consolidated Electric Lamp Co........... 117 
SS ign eee cccmh en ane ee 117 N 
Vv 
D New Britain, Machine Cov... 7 | Vawghan & Bushnell Mfg. Co.....0.+0 
Dazey Churn Mfg. Co............200000: 112 New Jersey Wire Cloth Co. .............. 163 vacnan cc i lta: hae eters 7 
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WINSLOW'S 
Skates 


The Samuel Winslow Skate Mfg. Company 
Worcester, Mass. 








Iron Fence, Gates 
wn Vases 

' Settees 

General Iron 

and Wire Work 


CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 


DEALERS WANTED EVERYWHERE 































































































Mibasenwisen J pee 
THE STEWART IRON WORKS CO.,Inc., 225 Stewart Block, Cincinnati, O. 














<6 ”° T d 
Sandy a ee 


are popular Hardware Store Items. Write for Catalog No. 3 and 
see the complete line. 


WOLVERINE SUPPLY & MFG. CO. 


Factory at Pittsburgh, Pa. 
New York Office: 200 Fifth Avenue. 


The Mark of Dependability 
On GOOD TOOLS means quicker sales and 


more repeat orders. 30 years of fine tool 
reputation behind every sale you make. 


ARMSTRONG BROS. TOOL CO. 


CHICAGO 





314 N. Franeciseo Ave. 














Plain or enameled in 


STRATTO ea 
HANDLE S 


Per Small Tools, Utensils, Electrical Goods. 
Enameling, both bebed and air Cooe 


STRATTON MFG. CO. Stratton, Maine 








Robertson “Horse Shoe Magnet” Hammers 






Permanent magnet which holds ry 
the tack in position for driv- 2 = ee 
Awarded t os Silver Medal a a a 


r- A e 


Goes pant Write. 
A ged hapa Ming 8. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











Chrome-Molybdenum Wrenches 
Thinner, longer, lighter, yet stronger. 
Guaranteed. iterature 7? 








NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 








screw “TLE NOX” orivers es 


: “The Toole in the Plaid Bex” 
7 AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS.. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 








iti Bits of All Kinde 


The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 














THE FOWLER & UNION 
HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plont of 
1000 MILITARY RD., BUFFALO, N. Y. 


° Makers of Every 
SemmeannssnnnnnNNN Kind of Serre 
, Nut and Bolt. 


The Corbin Screw Corporation 
The Americen Hardwere C. orporation, Successor 


229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 




















Stilo 


~A BETTER WIRE CLOTH” 





Odtelog No. 8 AB Metleéd Gretie 


BUFFALO WIRE WORKS CO., INC. 


FORMERLY SCHEEILER’S SON BUY FALO w.Y 


A FAST-SELLING LINE— 
RE 


MAGIC WEEDERS 
A Magic Weeder Customer is an ultra- 
satisfied customer—one that will value highly 
both product and dealer 

The Spring Tooth Postuse ‘‘sells’’ imme- 
diately. 
E. H. Reichard Mfg. Co. 

Bangor, Pa. 


















Company “x 


EVANSVILLE, INDIANA 





Faultless Caster Confidence in lanai, Brand 
‘sleet rt 


DanVers, Mass. 
‘Licensed under the General Klectrie 
Company’s Incandescent Lamp patents.’’ 
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Now you can offer your customers an ) 


The NEW 








| 
IDENTIFIED. 
ROOF | 


[MAGINE being able to iden- 
tify every roof you sell! Im- 
agine being able to furnish the 
home-owner with positive, vis- 
ual proof that the roof laid on 
his house is just what he or- | 
dered—Carey and nothing else! | 


That selling point is yours with the 
new Carey Asbestos Shingle. Every 

shingle is imprinted with the Carey | 
name—the home-owner knows that | 

















his roof is positively Carey. 


Then consider these other advantages. 
A most unusual consumer advertising 
campaign, built entirely around this new 
asbestos shingle, is already in preparation. 
You’ll hear about it soon. 


With the perfection of this shingle, Carey’s 
roofing line is completely rounded out. 
As a result, you can enjoy carload rates 
on cars of mixed roofing—an important 
profit factor. 


shades to choose from: grey, red, blue- 
black, purple, three shades of brown. 
Shipped crated in less than carload lots; 
uncrated in carload lots. 

Before you make your 1926 roofing de- 
cision, get the details on the Carey Asbes- 
tos Shingle proposition. Our new book, 
“Covering Homes with Profit,’ gives 
complete facts and figures. The book is 
free—just slip the coupon in an envelope 
and mail it to us. 


The Philip Carey Company 





The quality of this Carey As- 
bestos shingle is, of course, the 
best. It is made of Carey as- 
bestos and Portland cement, 
and manufactured in wide 





These 
other asbestos 


products, too 


variety of shapes and sizes, for aeaeiaatiteatesialiiliae the coupon for it 
applying in either the French Asbestos Shingle, Carey 


: announces production of 
or American style. All these aieeie tenatieed aan 
board and Corrugated 
Roofing and Siding. A 
as tioaes —s weet Lockland, Ohio. 

Ss ° e 


Lockland, Cincinnati, Ohio 


This new book is 


FREE!.....mail 

















The Philip Carey Company, 


Please send me free ‘‘Covering Homes 
with Profit,” giving complete details on 
the Carey Asbestos Shingle proposition. 












ASBESTOS SHINGLE 


Imprinted with the Carey name 


I am interested in Asbestos Lumber, 
Wallboard and Corrugated Roofing and 
Siding, too. 


se. ——ll ee 
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LUNGING through snow, sleet, 

ice, blizzards, mud and sand for 
over 1200 miles on McKays, Cannon 
Ball Baker beats the fastest limited 
train time from New York to Los 
Angeles—another test of McKay Tire 
Chains—the chains that cost no more 
and last! 

UNITED STATES CHAIN & FORGING CO. 


Chains for all Industrial and Commercial Purposes 
UNION TRUST BUILDING, PITTSBURGH, PA. 


“CANNONBALL BAKER: 
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ee 
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e : en 
a Zz cae A 
5 & % 
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Use McKay Tire Chains 
and you’ll use McKay Red 
Bead Bumpers. That’s what 

é . 
the “show me” motorists say. 
NEW YORK AUTOMOBILE SHOW 
rand Central Palace 
January 9th- 16th, Spaces C-76-77-78. 
CHICAGO AUTOMOBILE SHOW 


oliseum 
January 30th-Feb. 6th, Spaces 115-116. 
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Remington Sheath Knives for Sports- 
men — Beautifully finished and perfectly bal- 
anced, with extra heavy-gauge blades, correctly 
shaped for practical service in camp. Supplied 
in various styles and lengths. 


R1123 

One of Rem- 
ington’s popular 
knives designed for 
Hunters and Trappers. 
Sticking and skinning blades. 
Brass linings. Nickel silver 
bolster and shield. Hole in the 
end for thong or lanyard. Length, 
open, 86 inches—closed, 42 inches. 


\ | *5% 
» Oe R3843 


aX Sige >, | y Camper's and 
4 \¢ ia iff Tourist’s Knife— 
\ \ ga ' — stag handle, brass li:- 
' S/ f ings. Nickel Silver shac- 


/ v 









j 










kle, bolsters, and shield. 
Has one large spear blade,one 
~ small clip blade, a corkscrew, a 
leather punch or reamer blade, a 
can opener and a combination 
screw-driver and bottle opener. 
Length, closed, 314 inches, 


© 1925, R. A. Co. 
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ty Quality Cutlery 


49 Makes and Holds Customers 


The new Remington Sheath Knives are the finest 
in materials, workmanship, and finish that have ever 
been oftered to the sportsmen of America. 


Here is quality that everyone will recognize at a 
glance. Articles of such outstanding quality are an 
asset to any dealer. They bring big profits by ready 
sale, but better still, they make friends, inspire con- 
fidence, and build good-will. 


That’s why Remington Pocket Cutlery and Knives for 
the outdoor enthusiasts are the largest selling quality 
line. Other popular models of Sportsmen’s Knives are 


shown on this page. 


Place your orders early with your jobber’s salesman 
or the Remington Representative, and get your share 


of this business. 


Sportsmen will be asking for these knives during the 
hunting, trapping, and camping season. A big adver- 
tising campaign is back of them. Feature them through- 
out the Fall and as Christmas gifts and your cutlery 
business will grow. 


Remington Arms Company, Inc. 
25 Broadway Established 1816 New York City 


KRemingion 
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Rifles Ammunition 


Shotguns 


Game Loads Cutlery 


Cash Registers 








